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NEED  NOT 
APPLY 

Foreign  IT  workers  are  no  longer  hearing  the  warm 

greetings  they  received  a  year  ago.  Back  then, 
skilled  IT  workers  such  as  Bulgarian  Kamen 
Spassov  (pictured  above  with  his  family)  were 
being  recruited  by  the  thousands  to  take  jobs 
in  the  U.S.  Now,  after  more  than  1.9  million 
workers  have  been  laid  off  in  the  U.S.  this 
year,  H-1B  visaholders  are  finding  that  they’ve 
worn  out  their  welcome. 

Melissa  Solomon’s  story  is  on  page  28. 


BUCKING  TREND,  BANK 
TO  HIRE  600  IT  PROS 


Bank  One  centralization  project  aimed 
at  reducing  dependence  on  contractors 


BY  LUCAS  MEARIAN 

While  other  companies  are 
cutting  thousands  of  jobs  to 
pare  costs,  Bank  One  Corp.  an¬ 
nounced  last  week  that  it  plans 
to  add  600  IT  workers  in  an  ef¬ 
fort  to  speed  up  and 
expand  internal  tech¬ 
nology  projects. 

Insisting  that  the 
move  isn’t  a  complete  shift 
away  from  outsourced  IT  ser¬ 
vices,  CIO  Austin  Adams  said 
the  hirings  are  intended  in  part 
to  bring  back  in-house  by  2003 
six  deposit  and  online  banking 
platforms  now  hosted  by  third- 
party  service  providers.  Bank 
One  plans  to  spend  $400  mil¬ 
lion  over  the  next  two  years  in 
order  to  make  the  conversion. 

The  move  will  decrease 
Bank  One’s  use  of  outside  con- 


IT project  aids  public 
health  infrastructure 


BY  DAN  VERTON 

WASHINGTON 

The  U.S.  Air  Force  by  the  end 
of  this  month  will  complete  an 
$8  million  project  to  create  an 
infectious-disease 
early  warning  sys¬ 
tem  that  can  be 
used  throughout 
both  the  public 
and  private  health 
sectors. 

Dubbed  LEAD¬ 
ERS,  which  is  an 
acronym  for  Light¬ 
weight  Epidemiol- 


tractors  for  application  devel¬ 
opment,  a  trend  that  many  ex¬ 
perts  say  is  growing  in  the  fi¬ 
nancial  services  industry  (see 
story,  page  14). 

Chicago-based  Bank  One 
plans  to  boost  its 
4,000-person  tech¬ 
nology  department 
by  15%  over  the  next 
three  months.  The  hirings,  at 
its  facilities  in  Chicago  and 
Columbus,  Ohio,  will  include 
positions  such  as  IT  project 
manager,  senior  engineering 
manager,  systems  architect 
and  Web  developer. 

“Frankly,  we  have  a  higher 
dependence  on  outside  con¬ 
tractors  in  terms  of  application 
development  than  I  think 
makes  sense  in  this  environ¬ 
ment,”  said  Adams,  who  joined 


ogy  Advanced  Detection  & 
Emergency  Response  System, 
the  Web-based  system  is  being 
built  under  an  application  ser¬ 
vice  provider  model  that  will 
allow  hospitals  and  medical 
authorities  to  subscribe  with¬ 
out  having  to  buy  any  addition¬ 
al  hardware  or  software.  Pric¬ 
ing  information 
was  unavailable  at 
deadline. 

Through  LEAD¬ 
ERS,  medical  per¬ 
sonnel  will  have 
the  ability  to  track 
symptom  out¬ 
breaks  as  they  are 
reported  by  hos- 
Health,  page  61 


Bank  One  in  March  after  over¬ 
seeing  IT  activities  at  Char¬ 
lotte,  N.C.-based  First  Union 
Corp.  for  many  years.  Some  of 
those  new  hires  will  replace 
the  800  to  900  contract  IT 
workers  the  firm  now  uses. 

Bank  One’s  primary  deposit 
and  customer  information 
platform  is  hosted  by  a  half- 
dozen  service  providers.  Ad¬ 
ams  plans  to  create  a  single  in- 
Bank  One,  page  14 


TRADING  GIANT 
ENRON  TUMBLES 

Collapse  raises  new 

doubts  about  B2B 


BY  MICHAEL  MEEHAN 
AND  JULIA  KING 

Commodities  trading  giant  En¬ 
ron  Corp.,  one  of  the  20  largest 
companies  on  the  planet,  last 
week  came  perilously  close  to 
becoming  a  business-to-busi- 
ness  burnout. 

Concern  over  Enron’s  finan¬ 
cial  standing  caused  users  of 
its  online  trading  platforms  to 
begin  fleeing  last  week  to  rival 
sites.  Meanwhile,  analysts  said 
the  company’s  legendary  IT 
savvy  proved  too  ephemeral  to 
slow  its  rapidly  accelerating  fi¬ 
nancial  collapse  and  withstand 
an  increase  in  competition. 

The  problems  escalated 
Wednesday  after  Standard  & 
Poor’s  downgraded  Enron’s 
stock  to  junk  status.  That 
spelled  the  end  of  a  $9  billion 
deal  in  which  Houston-based 
Dynegy  Inc.  would  have 
bought  larger  crosstown  rival 
Enron. 

Enron’s  stock  price,  which 
Enron,  page  16 


ITSTAFFIN6 


BIOTERRORISM  FIGHTERS  GET  AMMO 


WHAT  IT  MEANS 


LEADERS  is  an  ASP 

system  that  allows 
hospitals  and  med¬ 
ical  authorities  to 
subscribe  to  real¬ 
time  medical  surveil¬ 
lance  data  modules 
of  their  choice. 


FOR  TODAY 

Delicious  eBusiness  Infrastructure  Management  Solutions 


V  • 


2  Network  &  System  Management  Solutions 

Network  and  Systems  Management . . . .  Market  Price 

Service  Level  Management . . . . . — Market  Price 

Performance  Management  . . Market  Price 

Advanced  Network  Operations  . . . -  Market  Price 


Automated  0|>erations  Management 


Entrees 


NO  MATTER  WHAT 
YOUR  INFRASTRUCTURE 
MANAGEMENT  NEEDS  ARE, 

WE  HAVE  SOLUTIONS 
THAT  WILL  SATISFY 
YOUR  APPETITE. 


AutoSys®  Job  Management . Market  Price 

Output  Management . . Market  Price 

Data  Transport  Market  Price 


IT  Resource  Management  Solutions 


Asset  Management  Market  Price 

Software  Delivery  . Market  Price 

Remote  Control  . Market  Price 

Service  Desk  . Market  Price 

Triple  Decker  Database  Management  Solutions 


CALL  YOUR  CA 
SALES  REPRESENTATIVE 
ORVisrrcA.coM 
FOR  OUR  SPECIALS. 


Management  for  Web  Server . Market  Price 

Management  for  MQ  Series . Market  Price 


Application  Management 

Application  Management  for  ERP . . . Market  Price 

♦  Management  for  SAP  ♦  Management  for  PeopleSoft 

Application  Management  for  GroupWare . .  Market  Price 

♦  Management  for  Lotus  Notes  ♦  Management  for  Exchange 


I 

i 


Open  24  hours.  ! 

I 

Database  Performance  Management . 

illl 

Database  Administration . 

Every  day.  * 

Database  Backup  and  Recovery . 

W&M 

i 

ENSURIN6  OPTIMAL 
DELIVERY  OF  SERVICE.  ; 

Web  Infrastructure  Solutions  from 

The  Grill 

| 

1 

Management  for  WebLogic . . — 

Management  for  WebSphere . 

. . . Market  Price 

Hppi 

;  '■ 


Unicentef 


THE  BEST  INFRASTRUCTURE  MANAGEMENT  SOFTWARE. 
AVAILABLE  A  LA  CARTE.  BON  APPETIT. 

In  infrastructure  management,  no  two  appetites  are  alike.  That's  why  Unicenter  lets 
you  choose  only  the  components  you  need,  just  when  you  need  them.  Of  course,  it's 
also  still  available  prix  fixe.  Regardless,  the  individual  elements  will  work  together 
seamlessly.  So  you  can  build  end-to-end  infrastructure  management  solutions  for 
your  business  without  biting  off  more  than  you  can  chew. 


Computer  Associates™ 


HELLO  TOMORROW 


WE  ARE  COMPUTER  ASSOCIATES 


THE  SOFTWARE  THAT  MANAGES  eBUSINESS™ 


ca.com/unicenter 


©2001  Computer  Associates  International,  Inc.  (CA).  All  trademarks,  trade  names,  service  marks,  and  logos  referenced  herein  belong  to  their  respective  companies. 


Want  cutting  edge  ways  to  improve  data  warehouse  performance?  Turn  to  Syncsort’s  multi-purpose  tool  kit. 
It  starts  with  SyncSort,  the  world’s  leading  high-performance,  multi-platform  data  manipulation  and  ETL 
(extract,  transform  and  load)  product  for  over  30  years.  SyncSort  cleans  and  sorts  raw  data,  speeding  data 
loading  by  up  to  90%.  Visual  SyncSort  combines  the  robust  performance  of  SyncSort  with  the  ease  of  a 
Windows-based  drag-and-drop  G(JI.  Sigma,  a  specialized  data-aggregate  engine,  accelerates  processing 
and  query  speed  by  up  to  25%  and  makes  an  excellent  complement  to  SyncSort.  For  multi-platform 
formats,  your  tool  is  FilePort,  a  powerful  UNIX/ mainframe  bi-directional  data  conversion  utility.  Finally, 
safeguard  what  you’ve  built  -  with  Backup  Express,  a  flexible,  distributed,  enterprise- wide  backup  and 
restore  solution  that  works  across  platforms. 


For  more  information  on  improving  your  data  warehouse’s  performance  with 
the  Syncsort  tool  kit,  a  FREE  trial,  and  your  FREE  handy  multi-tool,  visit 
www.svncsort. com/c  1  cwa  or  call  201-930-8200. 


syncsort 
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SMALL  FRIES 


IT  managers  who  work  at  small  and 
midsize  companies  have  a  tough  time  com¬ 
peting  against  big  rivals  with  deep  pockets. 
But  there  are  clever  techniques  that  these 
modern-day  Davids  can  use  to  conquer  the 
Goliaths,  including  ways  of  cozying  up  to 
vendors  and  attracting  top  IT  talent.  PAGE  30 


MARC  MONGEAU 


COOL  STUFF 

Computerworld  has  plenty 
of  ideas  for  you  if  there’s  a 
serious  techno-fan  on  your 
holiday  gift  list.  Reviews 
editor  Russell  Kay  has  as¬ 
sembled  a  collection  of  some 
of  the  niftiest  gadgets  and 
gizmos  on  the  market.  PAGE  42 


NEWS  6 

6  Phone  carriers  latch  on  to  pub¬ 
lic  access  wireless  LANs  as  a  cheap 
way  of  offering  high-speed  mobile 
data  services. 

7  Oracle  will  try  to  entice  its 

users  to  upgrade  to  9i  at  this  week’s 
Oracle  OpenWorld  conference. 

8  Electronic  bill  presentment 

and  payment  is  soaring,  and  some 
say  that’s  at  least  partly  attribut¬ 
able  to  the  anthrax  threat. 

10  Microsoft  makes  a  bid  to 

capture  corporate  mind  share  by 
combining  products  into  packages 
to  solve  IT  problems. 

12  Sun  CEO  Scott  McNealy 

blames  IBM  components  for  what 
was  a  serious  quality  issue  with 
Sun  servers. 


Hi  For  breaking  news,  updated 

LLLvJx  daily  at  noon  and  5  p.m.,  visit 
the Computerworld.com 
LJ1  ll\V*  Website: 

www.computerworld.com/q7q4000 


BUSINESS  27 

27  Paul  A.  Strassmann  derides 

recent  McKinsey  &  Co.  report 
claiming  that  nearly  all  of  the  IT- 
led  productivity  growth  generated 
in  the  past  several  years  has  been 
confined  to  six  industries. 

34  New  books  worth  checking 
out  include  tomes  on  where  to 
place  your  mobile-business  invest¬ 
ments  and  how  to  draw  creativity 
out  of  your  company’s  workforce. 

40  Career  Adviser  Fran  Quittel 

guides  a  reader  whose  company’s 
stock  runs  the  risk  of  being  delisted 
by  Nasdaq  and  an  IT  crackerjack 
whose  company  is  threatening  to 
cut  him  loose  and  hire  him  back  as 
a  consultant. 

40  Workstyles:  What  it’s  like  to 

be  a  virtual  reality  software  engi¬ 
neer  at  NASA’s  Glenn  Research 
Center,  which  develops  advanced 
technology  for  “high-priority 
national  needs.” 


TECHNOLOGY  41 

41  Do  the  math  before  you  make  a 
move  from  Unix  to  either  Linux  on 
Intel  or  Windows  on  Intel,  advises 
columnist  Nicholas  Petreley. 

48  QuickStudy:  Extreme  pro¬ 
gramming,  a  software  development 
approach  based  on  rapid  iterations, 
is  the  topic  of  this  week’s  primer. 

50  Future  Watch:  Computers 
can  recognize  human  emotions 
based  on  facial  expressions,  say 
researchers.  The  technology  could 
revolutionize  customer  relation¬ 
ship  management. 

52  Security  Manager’s  Journal: 

Mathias  Thurman  delves  into 
the  security  implications  of  a  new 
project  to  provide  wireless  access 
to  sensitive  e-mail  and  calendar 
information. 

54  Emerging  Companies:  Mobu- 

lar  Technologies’  Mobular  Engine 
service  compresses  content  into 
e-mail  messages  that  users  can  surf 
from  their  in-boxes. 


OPINIONS  24 

24  Maryfran  Johnson  says  the 
tough  economy  seems  to  be  forg¬ 
ing  more  strength  among  surviving 
IT  start-ups,  even  as  venture  fund¬ 
ing  plummets.  Those  left  standing 
are  likely  to  have  more  durable, 
unique  or  innovative  technologies. 

24  Pimm  Fox  writes  that  new 
approaches  can  help  make  cus¬ 
tomer  relationship  management 
installations  fulfill  the  promises 
they  have  yet  to  keep. 

25  Thornton  May  believes  that  a 
new  study  uncovers  both  encour¬ 
aging  and  ominous  signs  about  the 
relationship  between  CIOs  and 
vendors. 

62  Frank  Hayes  contends  that 
IT’s  key  mission  for  2002  will  be 
to  help  the  organization  survive 
an  economic  downturn. 
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ID  DEBATE  GOES  ON 

Two  officials  from  the  ACLU  take 
aim  at  the  concept  of  national 
identification  cards. 

www.computerworld.com/security 


H-1B  DEBATE 

What  do  you  think  about  the 
H-1B  program?  After  reading  this 
week’s  Cover  Story  on  page  28, 
post  your  thoughts  and  read  what 
others  have  to  say  in  our  online 
discussion  forum. 
www.computerworld.com/q7a1300 


SAFETY  IN  AN 
UNSAFE  WORLD 

BMW’s  Daniel  Lange  spoke  about 
wireless  security  at  the  recent 
Gartner  conference  in  Boston. 

www.computerworld.com/wireless 


IS  KERBEROS  A 
DIFFERENT  ANIMAL? 

Senior  Microsoft  systems  consul¬ 
tant  Thierry  Demorre  at  Seattle- 
based  Avanade  examines  Micro¬ 
soft’s  Kerberos  security  software. 

www.computerworld.com/ 

community/os 
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Exodus  to  Sell  Most 
Operations  to  C&W 

Exodus  Communications  Inc.,  which 
filed  for  bankruptcy  protection  in 
September,  agreed  to  sell  most  of 
its  Web  hosting  operations  and  user 
contracts  to  London-based  Cable  & 
Wireless  PLC  (C&W)  for  S575  mil¬ 
lion  in  cash  and  the  assumption  of 
S180  million  in  liabilities.  C&W 
plans  to  run  30  of  the  48  data  cen¬ 
ters  owned  by  Santa  Clara,  Calif.- 
based  Exodus  and  will  try  to  trans¬ 
fer  all  users  to  those  facilities. 

CERT  Warns  of  Unix, 
Linux  FTP  Holes . . . 

The  CERT  Coordination  Center  at 
Carnegie  Mellon  University  in  Pitts¬ 
burgh  issued  a  warning  about  vul¬ 
nerabilities  in  a  file  transfer  protocol 
(FTP)  program  used  in  Unix  and 
Linux  systems.  Left  unpatched,  the 
holes  in  the  Washington  University 
FTP  daemon,  WU-FTPD,  which  was 
developed  at  Washington  University 
in  St.  Louis,  could  allow  an  attacker 
to  take  control  of  a  system  using  re¬ 
mote  root  capabilities,  CERT  said. 

...As  Its  Site  Is  Hit 
By  Denial  of  Service 

CERT,  a  clearinghouse  for  IT  securi¬ 
ty  information,  also  said  its  Web  site 
was  hit  by  a  distributed  denial-of- 
service  attack  last  week.  The  attack 
overloaded  CERT's  servers  and  left 
its  site  unreachable  at  times.  The 
center  said  it’s  routinely  targeted 
for  attacks  and  added  that  no  orga¬ 
nization  “is  completely  immune  to 
occasional  service  disruptions.” 

FDIC  Outsources 
End-User  Support 

Washington-based  Federal  Deposit 
Insurance  Corp.  signed  a  five-year 
deal  to  outsource  its  help  desk  and 
network  performance  management 
operations  to  Lockheed  Martin  Corp. 
in  Bethesda,  Md.  The  contract  is 
valued  at  S45  million. 


NEWS 


Cellular  Carriers  to 
Push  Wireless  LANs 

Aim  for  cheaper  high-speed  connections, 

eye  service  in  high-traffic  hot  spots 


BY  BOB  BREWIN 

ellular  carriers 
and  conventional 
telephone  compa¬ 
nies  have  latched 
on  to  public  ac¬ 
cess  wireless  LANs  as  a  cheap 
way  of  offering  high-speed 
mobile  data  services  to  cus¬ 
tomers. 

VoiceStream  Wireless  Corp., 
a  nationwide  cellular  carrier, 
reached  an  agreement  earlier 
this  month  to  purchase  the  as¬ 
sets  of  bankrupt  MobileStar 
Network  Corp.,  which  provid¬ 
ed  public  access  wireless  LAN 
services.  VoiceStream  said  the 
ability  to  offer  high-speed  data 
services  will  provide  it  with  a 
“significant  new  channel”  to 
serve  both  the  business  and 
consumer  markets.  The  deal  is 
subject  to  bankruptcy  court 
approval. 

Meanwhile,  GRIC  Commu¬ 
nications  Inc.,  a  global  provid¬ 
er  of  remote  access  services  to 
Internet  service  providers  and 
enterprises,  announced  last 
week  that  Beijing-based  China 
Netcom  Corp.,  a  nationwide 
data  carrier  for  that  country, 
has  turned  on  13  industry- 
standard  Wi-Fi  802.11b  wire¬ 
less  LAN  public  access  points 
and  expects  to  have  60  in  use 
by  early  next  year.  All  of  them 
will  be  tied  into  GRIC’s  global 
network. 

Targeting  Airports,  Hotels 

Analysts  said  the  two  moves 
signal  a  shift  in  the  develop¬ 
ment  and  operation  of  11M 
bit/sec.  service  in  such  hot 
spots  as  airports  and  hotels. 

Alan  Reiter,  an  analyst  at 
Wireless  Internet  &  Mobile 
Computing  in  Chevy  Chase, 
Md.,  said  the  public  access 
wireless  LAN  market  is  ripe 
for  cellular  carriers  that  can 
not  only  provide  financing  but 


also  have  the  ability  to  handle 
nationwide  roaming,  billing 
and  interoperability. 

Kim  Thompson,  a  spokes¬ 
woman  for  Bellevue, 

Wash. -based  Voice- 
Stream,  said  Mobile- 
Star’s  network  would 
provide  customers 
with  “additional  access  to 
high-speed  data  at  high-traffic 
locations  such  as  airports,  ho¬ 
tels  and  conference  centers.” 
Users  could  plug  their  cell 
phones  into  their  laptops  for 
higher-speed  service  or  use  a 
dual-band  wireless  modem  on 
their  computers,  she  said. 

VoiceStream  submitted  its 
asset  purchase  agreement  for 
Richardson,  Texas-based  Mo¬ 
bileStar  just  before  Thanksgiv¬ 
ing.  Before  it  filed  for  bank¬ 
ruptcy,  MobileStar  had  agreed 
to  provide  wireless  LAN  ac¬ 
cess  at  3,000  coffee  shops  in 
the  U.S.  operated  by  Seattle- 
based  Starbucks  Corp.  It  also 
had  an  agreement  to  provide 
service  at  airport  clubs  and 
gates  for  Fort  Worth,  Texas- 
based  American  Airlines  Inc. 


BY  BOB  BREWIN 

Giant  Eagle  Inc.  plans  to  de¬ 
ploy  wireless  LANs  and  high- 
resolution  bar  code  readers  to 
all  200  of  its  supermarkets  to 
manage  inventory,  including 
perishables  such  as  fresh  meat 
and  prepared  foods. 

The  Pittsburgh-based  gro¬ 
cery  chain  said  it  plans  to  in¬ 
stall  industry-standard  Wi-Fi 
wireless  LANs  from  Holts- 
ville,  N.Y.-based  Symbol  Tech- 


Thompson  said  the  Mobile- 
Star  network  will  be  a  “nice 
complement”  to  VoiceStream’s 
nationwide  cellular  network, 
which  operates  on  the  Global 
System  for  Mobile  Communi¬ 
cations  (GSM)  standard  used 
throughout  Europe,  as  well  as 
its  next-generation  successor, 
General  Packet  Radio 
Service  (GPRS). 

Reiter  said  Nokia 
Corp.  in  Espoo,  Fin¬ 
land,  has  already 
started  to  develop  dual-mode 
phones  that  work  under  both 
the  GSM  and  Wi-Fi  standards. 

The  acquisition  of  Mobile- 
Star  would  provide  Voice- 
Stream  “with  a  significant  new 
channel  of  distribution”  to 
serve  cellular  customers  who 
are  already  wireless  LAN  users, 
Thompson  said. 

A  Cheaper  Alternative 

Reiter  said  that  by  using 
wireless  LANs,  cellular  carri¬ 
ers  could  offer  high-speed  data 
services  to  users  more  quickly 
and  cheaply  than  if  they  up¬ 
graded  their  networks  to  pro¬ 
vide  third-generation  high¬ 
speed  wireless  data  with  much 
higher  throughput. 

GPRS  systems,  Reiter  said, 
provide  users  with  speeds  of 


nologies  Inc.  in  all  of  its 
stores,  along  with  high-resolu¬ 
tion  bar  code  scanners  to 
manage  perishable  goods  and 
support  activities  such  as  au¬ 
diting  shelf  prices  and  making 
store  deliveries. 

Rob  Urban,  a  spokesman  for 
Symbol,  said  Giant  Eagle  will 
be  one  of  the  first  supermarket 
chains  in  the  country  to  use 
high-resolution  PDF417  bar 
codes,  which  can  store  the 


only  30K  to  50K  bit/sec.,  com¬ 
pared  with  the  11M  bit/sec.  of¬ 
fered  by  Wi-Fi  networks  oper¬ 
ated  by  MobileStar. 

John  Rasmus,  vice  president 
for  business  development  at 
Milpitas,  Calif.-based  GRIC, 
said  he  believes  the  public- 
access  wireless  LAN  market 
will  be  increasingly  dominated 
by  big  telecommunications 
companies  or  their  cellular  sub¬ 
sidiaries.  He  noted  that  GRIC  is 
negotiating  with  several  major 
European  companies  to  pro¬ 
vide  its  users  with  wireless 
LAN  access.  GRIC  already  pro¬ 
vides  remote  access  globally  for 
users  of  Internet  services  from 
both  America  Online  Inc.  and 
EarthLink  Inc.  I 


AT  A  GLANCE 


Activity  on 
The  Airwaves 

■  VoiceStream  has  submitted  a  purchase 
agreement  to  acquire  MobileStar,  which 
has  contracts  to  install  public  access  wire¬ 
less  LANs  in  3,000  Starbucks  coffee  shops 
and  at  American  Airlines  clubs  and  gates. 


■  China  Netcom  plans  to  have  100  wireless 
LAN  access  points  in  operation  by  early 
next  year. 


■  Telia  AB  in  Sweden  has  more  than  100 
active  access  points. 


■  BT  Group  PLC  in  England,  Sonera  Oyj  in 
Finland  and  ONE  in  Australia  all  plan  to  roll 
out  wireless  LAN  services  for  mobile  users. 


■  Nokia  is  developing  dual-mode  GSM 
phones  that  also  offer  Wi-Fi  802.11b  wire¬ 
less  LAN  access. 


equivalent  of  a  page  of  text 
compared  with  100  characters 
for  a  standard  bar  code. 

For  example,  the  new  system 
will  make  it  possible  for  Giant 
Eagle  to  use  bar  codes  on  pack¬ 
ages  of  meat  that  contain  a 
large  amount  of  information, 
including  the  type  of  cut, 
weight  and  expiration  date,  ac¬ 
cording  to  Urban. 

Both  Symbol  and  Giant  Ea¬ 
gle  declined  to  provide  finan¬ 
cial  details  about  the  wireless 
LAN  and  bar-code  systems.  ► 

For  more  information, 
visit  our  Mobile/ 
Wireless  Knowledge 
Center  on  the  Web. 

www.computerworld.com/q?k1000 


Supermarket  to  Use  Wireless 
LANs  to  Manage  Inventory 


COMPUTERWORLD  December  3, 2001 


Upgrade  Issues  Will  Take  Center  Stage  at  Oracle  Show 


Users  weigh  migration  to  new  Oracle9i 
application  server  and  database  products 


BY  MARC  L.  SONGINI 

Debate  over  whether  new  inte¬ 
grated  Web  services,  an  ad¬ 
vanced  Java  development  tool 
kit  and  clustering  capabilities 
are  enticing  enough  for  users 
to  upgrade  to  Oracle9i  will 
overshadow  Oracle  Corp.’s 
Open  World  database  software 
conference  in  San  Francisco 
this  week. 

Oracle  will  be  trying  to  woo 
attendees  with  its  next-genera¬ 
tion  9i  application  server  and 
database  products,  released 
this  past  summer,  said  analysts. 
In  turn,  users  will  be  weighing 
whether  to  leave  their  current 
database  versions  to  exploit 
9i’s  enhanced  capabilities. 

Some  users  have  already 
chosen  a  cautious  approach. 

“We  do  not  want  to  be  the 
first  ones  to  use  it  and  have  no 
application  needs  for  it  yet,” 
said  Tracy  Jones,  an  IT  manag¬ 
er  at  the  U.S.  Department  of 
Energy’s  Sandia  National  Lab¬ 
oratory  in  Albuquerque,  N.M. 

Oracle  said  the  upgrade  will 
be  the  focus  of  a  major  mar¬ 
keting  campaign.  The  compa¬ 
ny  also  plans  to  announce  that 
the  9i  application  server  now 
supports  the  Simple  Object 
Access  Protocol  (SOAP)  and 
other  Web  service  technolo¬ 
gies.  Oracle9i  will  also  include 
a  Java-based  development  tool 
kit  to  ease  application  devel¬ 
opment. 

Economic  Drivers 

Oracle’s  somewhat  shaky  fi¬ 
nancial  performance  during 
the  past  year  gives  it  an  incen¬ 
tive  to  entice  users  to  9i,  said 
Carl  Olofson,  an  analyst  at  IDC 
in  Framingham,  Mass.  He  said 
he  expects  that  Oracle  will 
“really  pull  all  the  stops  to  get 
people  on  the  new  release”  and 
will  be  emphasizing  things  such 
as  scalability  and  reliability,  as 
opposed  to  the  more  “esoteric” 
features  it  has  sometimes 
pushed  in  the  past. 

Olofson  said  users  should 
evaluate  the  experience  of  oth¬ 


er  customers  and  not  the  ven¬ 
dor  testimonials. 

Jones  agrees.  Last  month, 
the  lab  finished  a  “relatively 
painless”  upgrade  to  Oracle8.1, 
and  it  plans  to  move  to  9i  next 
year,  after  the  product  has  had 
some  time  to  stabilize,  he  said. 

Olofson  said  Oracle  is  a  vic¬ 
tim  of  its  own  success:  Its  data¬ 
base  products  have  been  so 
stable  and  reliable  that  custo¬ 
mers  see  little  reason  to  move 
to  newer  versions. 

To  sell  to  users  that  are  on 
the  fence  about  upgrading,  Or- 


BY  JENNIFER  DlSABATINO 

The  three  U.S.  airlines  that 
were  teaming  with  The  Boeing 
Co.  to  develop  a  high-speed  In¬ 
ternet  service  for  use  on  planes 
all  said  last  week  that  they 
have  pulled  their  financial  sup¬ 
port  for  the  joint  venture. 

Citing  the  harsh  downturn 
in  business  that  has  hit  the 
travel  industry  since  the  Sept. 
11  terrorist  attacks,  officials  at 
American  Airlines  Inc.,  Delta 
Air  Lines  Inc.  and  United  Air 
Lines  Inc.  said  the  planned 
Connexion  by  Boeing  service 
has  become  an  unaffordable 
luxury  item,  at  least  until  the 
economy  improves. 

Chicago-based  Boeing  con¬ 
firmed  that  its  joint  venture 
with  the  three  airlines  has  been 
suspended.  But  Boeing  spokes¬ 
man  Terrance  Scott  said  the 
airplane  manufacturer  will 
continue  the  Connexion  proj¬ 
ect  with  German  airline  Luft¬ 
hansa  AG,  which  has  also  an¬ 
nounced  plans  to  offer  the  ser¬ 
vice  in  its  aircraft. 

“There  is  some  funding 
[from  the  airlines],  but  we’re 
not  dependent  upon  that  to  go 
forward,”  Scott  said.  “We’re 
still  on  track  with  Lufthansa.” 

Some  of  Boeing’s  private  air¬ 
craft  and  government  customers 


New  9i  Features 

AtOpenWorld,  Oracle  plans 
to  announce  the  following: 

|  ►Support  for  Web  service  ! 
technologies  such  as: 

■  SOAP 
\  ■  UDDI 

■  Web  Services  Defini¬ 
tion  Language 


►A  new  Java-based  tool 
kit  to  craft  applications 


acle  will  show  them  how  to 
slash  costs  by  using  Web  ser¬ 
vices  that  can  rapidly  carry  in¬ 
formation  from  Oracle9i  data¬ 
bases  through  their  enterprises 


have  also  shown  an  interest  in 
Connexion,  he  added.  “What 
they’re  looking  at  is,  can  we  ac¬ 
celerate  [implementation  of] 
the  service?”  he  said. 

Lufthansa  affirmed  that  it 
plans  to  stay  involved  with  the 
project.  But  Boeing  and  Luft¬ 
hansa  are  now  eyeing  a  much 
smaller  deployment  of  the 
Connexion  service  than  origi¬ 
nally  envisioned,  starting  with 
80  planes  by  late  next  year. 

Fort  Worth,  Texas-based 
American,  Atlanta-based  Delta 
and  Chicago-based  United  all 
signed  on  to  help  fund  the  de- 


Connexion  Lost 

Plans  for  rolling  out  the  Con¬ 
nexion  by  Boeing  technology 
have  changed  dramatically 
since  Sept.  11. 


THEN 


Boeing  was  working  with  four  air¬ 
lines  to  offer  the  Internet  access 
service  in  1,500  planes  starting  in 
the  middle  of  next  year. 


NOW 


Boeing  and  Lufthansa  are  the 
only  companies  involved:  they’re 
aiming  to  launch  Connexion 
by  Boeing  in  80  planes  by  late 
next  year. 


using  Internet  protocols  such 
as  XML  and  SOAP,  predicted 
Peter  Urban,  an  analyst  at 
AMR  Research  Inc.  in  Boston. 

Indeed,  getting  the  most  out 
of  the  9i  enhancements  is 
among  the  major  upgrade- 
related  issues  users  are  wres¬ 
tling  with,  whether  it’s  from 
the  perspective  of  online  ana¬ 
lytical  processing  (OLAP)  or 
Web  integration,  said  Dan 
Vlamis,  president  of  Vlamis 
Software  Solutions  Inc.,  an 
Oracle  products  consultancy. 
Vlamis  is  also  president  of  the 
business  intelligence  special- 
interest  group  of  the  Chicago- 
based  International  Oracle 
Users  Group  —  Americas. 

Liberty,  Mo.-based  Vlamis 


velopment  of  Connexion  in 
June.  The  first  hint  that  they 
were  wavering  came  two 
months  ago,  when  Delta  said  it 
was  re-examining  the  pro¬ 
posed  schedule  for  testing  and 
rolling  out  the  service  in  the 
wake  of  the  terrorist  attacks. 

Andy  McDill,  a  spokesman 
for  subsidiary  Delta  Technolo¬ 
gy  Inc.,  said  last  week  that 
Delta’s  decision  to  withdraw 
from  the  joint  venture  with 
Boeing  is  temporary. 

“We’re  suspending  it  for  the 
moment,”  McDill  said.  “It’s  a  fi¬ 
nancial  and  resource  issue  at 
this  point.  We  still  believe  [in 
high-speed  Internet  access  on 
planes].  We  just  need  to  focus 
on  our  core  business.”  He  gave 
no  indication  of  when  Delta 
might  resume  its  funding  of 
Connexion’s  development. 

Connexion  is  being  designed 
to  provide  airplane  passengers 
with  broadband  access  to  the 
Internet,  e-mail  and  other  ser¬ 
vices.  Airlines  will  have  to 
retrofit  their  planes  with  Eth¬ 
ernet-type  wiring  and  phased- 
array  antennas  to  use  the  ser¬ 
vice,  according  to  Boeing.  > 


Laura  Rohde  of  the  IDG  News 
Service  contributed  to  this 
report. 


U.S.  Airlines  Break  Connexion  With  Boeing 
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Software  has  been  running  9i 
since  April.  One  feature  that’s 
attractive  to  the  company’s 
customers  is  the  ability  to  run 
OLAP  queries  directly  against 
the  database  without  needing 
middleware,  making  the  proc¬ 
ess  “seamless,”  Vlamis  said. 

Vlamis’  company  has  a  par¬ 
ticular  interest  in  the  develop¬ 
ment  tool  kit  products  Oracle 
plans  to  unveil  this  week  to 
help  customers  exploit  the  9i 
architecture  in  new  ways.  But 
although  Oracle  is  on  the  right 
track  in  general  for  product  de¬ 
velopment,  Vlamis  said,  he 
wants  to  “see  the  stuff  come 
out  sooner.”  I 

Oi  Oracle  seems  to  be 

WUlLlV  taking  steps  to  patch 

T  up  its  r'ft 

I  vll  0AU6  user  group. 

www.computerworld.com/q725527 


Service  Still 
Eyed  as  Possible 
Security  Tool 

Despite  ending  their  funding 
for  the  project,  American,  Delta 
and  United  said  they  plan  to 
monitor  the  Connexion  by  Boe¬ 
ing  technology  as  a  possible 
tool  for  improving  security  on 
planes. 

Connexion  will  be  able  to 
send  live  audio  and  video  feeds 
from  aircraft  to  systems  on  the 
ground,  and  Boeing  has  said 
the  system  could  be  used  to  do 
real-time  monitoring  of  passen¬ 
ger  cabins  [Page  One,  Oct.  1], 

Delta  Technology  spokes¬ 
man  Andy  McDill  said  the  air¬ 
line  didn’t  consider  the  security 
potential  of  Connexion  when  it 
pulled  out  of  the  project.  But. 
he  added,  Delta  “certainly 
wants  to  be  at  the  forefront’’  in 
the  use  of  technology  to  sup¬ 
port  security  measures. 

“I  think  everybody  is  taking 
an  extra  look  at  security  to  see 
how  we  can  further  enhance 
what  we’ve  got  out  there,"  said 
American  spokesman  6us 
Whitcomb.  But  there  are  cost 
issues  and  technical  barriers 
facing  the  implementation  of 
tools  like  Connexion  for  security 
uses,  he  noted. 

-  Jennifer  DiSabatino 


HEWS 
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Research  Points  to  Sharp  Rise 
In  Number  of  E-Billing  Users 

Some  say  surge  related  to  anthrax  threat , 
but  others  attribute  it  to  natural  growth 


BY  LUCAS  MEARIAN 

wo  studies  re¬ 
leased  last  month 
show  that  the  use 
of  electronic  bill 
presentment  and 
payment  services  has  taken 
off  during  the  past  year,  with 
some  industry  experts  saying 
the  most  recent  growth  is  con¬ 
nected  to  the  threat  of  anthrax 
in  the  U.S.  mail. 

Although  most  research  in¬ 
dicates  that  the  spike  stems 
simply  from  the  increasing 
popularity  of  online  billing, 
some  clients  of  consulting  firm 
Gartner  Inc.  have  reported  a 
20%  increase  in  consumer  en¬ 
rollment  since  the  anthrax 
mailings  this  fall. 

“Anthrax  woke  everyone  up 
to  say,  ‘Maybe  we  should  do 
this  stuff  online,’  ”  said  Avivah 
Litan,  an  analyst  at  Stamford, 
Conn.-based  Gartner,  which 
released  one  of  the  studies. 

“There  are  some  billers  who 
are  saying  there’s  a  jump  in 
enrollment  because  of  that,” 
Litan  said.  “It  will  take  a  few 
billing  cycles  to  hash  that  out. 
All  I  know  is,  the  numbers  are 
going  up  pretty  impressively.” 

Purchase,  N.Y.-based  Master- 
Card  International  Inc.  said  it 
has  seen  a  steady  rise  in  on¬ 
line  bill  payment,  with  Sep¬ 
tember  and  October  being 
peak  months.  Cathleen  Con- 
forti,  vice  president  of  Master¬ 
Card’s  remote  payment  and 
presentment  service,  said  it’s 
too  early  to  tell  if  the  most 
recent  spikes  are  related  to  the 
Sept.  11  terrorist  attacks  and 
the  subsequent  anthrax  scare. 

The  upward  trend  is  forcing 
many  financial  services  firms 
to  focus  on  bill  presentment 
technologies  and  integrating 
those  technologies  with  other 
customer  services.  According 
to  Conforti,  almost  all  of  Mas¬ 


terCard’s  member  banks  are  in 
the  process  of  installing  or  de¬ 
ploying  online  bill  presentment 
software  for  their  customers. 

“That  software,  to  date,  still 
needs  to  be  integrated  with 
current  home  banking  ser¬ 
vices,”  she  said.  “All  of  the  in¬ 
stitutions  know  it  is  moving 
from  a  competitive  differentia¬ 
tor  to  a  required  service.” 

Electronic  bill  payment  has 
increased  20%  this  year  over 
last  year,  Gartner  said  in  its 
study.  By  year’s  end,  32  million 
Americans,  or  16%  of  the  adult 
population,  will  view  bills  and 
manage  creditor  accounts  on¬ 
line,  Gartner  predicted.  That 
number  will  increase  to  46  mil¬ 
lion  next  year  and  to  98  million 
by  2005,  it  said. 

The  Federal  Reserve  System 
also  released  results  of  a  sur¬ 
vey  last  month  that  suggests 
that  check  writing  is  giving 


Federated  revamps 
e-commerce  sites 


BY  TODD  R.  WEISS 

Retail  conglomerate  Federated 
Department  Stores  Inc.  last 
week  announced  plans  to  pare 
back  its  e-commerce  opera¬ 
tions  in  a  cost-cutting  move 
that  will  result  in  the  loss  of 
about  30  IT  jobs. 

Under  the  plan,  which  is 
scheduled  to  be  completed  by 
Feb.  1,  Cincinnati-based  Feder¬ 
ated  will  narrow  the  focus  of  its 
two  online  retail  sites,  Macys.- 
com  and  Bloomingdales.com. 


way  to  electronic  payments. 
The  Fed,  which  received  sur¬ 
vey  results  from  1,300  financial 
services  firms  and  89  payment 
processors,  found  that  the  use 
of  checks  has  declined  from 
approximately  85%  of  noncash 
payments  since  the  last  study 
in  1979  to  about  60%  today.  It 
estimates  that  about  50  billion 
checks  are  written  annually 
in  the  U.S.,  totaling  about  $48 
trillion  in  payments. 

Tom  Kelly,  a  spokesman  for 
Bank  One  Corp.  in  Chicago, 
said  that  although  his  firm  has 
seen  a  steady  increase  in  online 
bill  payment,  “we’ve  not  seen  a 
huge  surge  since  Sept.  11.” 

“For  example,  this  summer 
we  offered  free  bill  payment 
through  the  rest  of  the  year.  We 
had  some  surge  on  demand,  but 
it’s  not  like  the  numbers  dou¬ 
bled,”  he  said.  “We’re  clearly 
over  the  early-adopter  stage  of 
this.  I’d  say,  industrywide,  15% 
to  20%  of  people  who  use  on¬ 
line  banking  do  the  bill  pay¬ 
ment  as  part  of  it.” 

Jim  Van  Dyke,  an  analyst  at 


The  Bloomingdale’s  site  will 
stop  selling  products  and  be¬ 
come  a  marketing  vehicle  for 
the  retail  chain’s  brick-and- 
mortar  stores,  Federated  said. 
All  that  will  be  retained  for 
e-commerce  purposes  is  the 
site’s  online  bridal  registry  and 
electronic  order  forms  for  buy¬ 
ing  products  from  Blooming- 
dale’s  mail-order  catalog. 

The  Macy’s  site  will  reduce 
the  scope  of  its  product  offer¬ 
ings  by  eliminating  weak-sell- 
ing  merchandise  categories, 
Federated  said,  although  the 
number  of  items  offered  in 
more  successful  categories  will 
be  expanded. 


New  York-based  Jupiter  Media 
Metrix  Inc.,  said  the  anthrax 
threat’s  boost  to  e-billing  is  an 
urban  legend.  “In  the  last  three 
weeks  of  October  —  at  a  time 
when  the  anthrax  scare  was 
at  fever’s  pitch  —  adoption  of 
online  billing  actually  went 


About  100  workers  will  be 
let  go  as  part  of  the  restructur¬ 
ing,  with  technical  support  and 
programming  staffers  making 
up  roughly  one-third  of  that 
group,  according  to  Federated. 

The  company,  which  oper¬ 
ates  about  450  department 
stores  and  has  annual  sales  of 
more  than  $18  billion,  has  been 
aggressively  investing  in  the 
e-commerce  sites  for  the  past 
three  years.  But  Jeffrey  Sher¬ 
man,  chairman  of  the  com¬ 
pany’s  Federated  Direct  divi¬ 
sion  in  New  York,  said  in  a 
statement  that  the  cutbacks 
are  needed  to  meet  Federated’s 
goal  of  having  the  online  oper¬ 
ations  break  even  by  2003. 

According  to  Carol  Sanger,  a 
Federated  spokeswoman,  the 
realignments  will  let  the  com¬ 
pany  exploit  the  strengths  of 
each  Web  site  while  ending  un¬ 
successful  ventures.  Federated 


down,  not  up,”  Van  Dyke  said. 

According  to  Gartner,  most 
financial  services  companies 
have  opted  to  outsource  their 
online  bill  payment  to  service 
providers,  such  as  CheckFree 
Corp.  in  Atlanta  and  Clareon 
Corp.  in  Portland,  Maine. 

Steven  Schutze,  director  of 
e-strategies  at  the  American 
Bankers  Association  in  Wash¬ 
ington,  said  those  banks  that 
have  taken  on  in-house  integra¬ 
tion  projects  are  seeing  a  re¬ 
turn  on  their  investments  from 
more  efficient  operations.  ) 


also  expects  to  reduce  its  on¬ 
line  losses  and  the  amount  of 
capital  spending  required  to 
support  the  two  sites,  she  said. 

Harry  Wolhandler,  an  ana¬ 
lyst  at  ActivMedia  Research 
LLC  in  Peterborough,  N.H., 
said  Federated’s  problem  is 
that  there  aren’t  many  differ¬ 
ences  between  the  goods  sold 
by  the  two  sites. 

“Cyber  Street  is  not  as  broad 
as  Main  Street,  so  you  can’t 
afford  to  have  more  than  one 
site  address  per  market  niche,” 
Wolhandler  said.  “In  hard  times 
like  this,  it’s  going  to  show.” 

Product  inventories  become 
costly  for  retailers  to  maintain 
when  sales  are  slower  than  ex¬ 
pected,  said  Carol  Baroudi,  an 
analyst  at  Baroudi  and  Associ¬ 
ates  in  Arlington,  Mass.  “You 
can’t  just  put  everything  up 
[on  the  Web]  and  have  a  viable 
business,”  she  said. 0 


Electronic  Billing  Boom 

The  number  of  users  who  will  view  and  pay  bills  online  is 
expected  to  triple  between  now  and  2005. 
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Retailer  Trims  Online 
Operations,  Cuts  IT  Jobs 
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THIS  IS  THE  START  OF 
SOMETHING  BIG 

THE  AMAZINGLY  SCALABLE  IBM  NAS. 

SEE  FOR  YOURSELF  -  WITH  NO  PAYMENTS  FOR  90  DAYS. 


Massively  scalable  data  storage  that  fits  into  just  about  any  LAN  - 
fast.  That's  the  power  and  flexibility  of  the  IBM  Network  Attached 
Storage  (NAS)  family  of  products.  See  for  yourself.  Finance  and 
install  an  IBM  NAS  product  before  December  31,  2001,  and 
you  don’t  have  to  make  a  payment  for  90  days?  You  can  also 
take  advantage  of  our  low  financing  rates.  You’ll  see  IBM  NAS 
makes  file  sharing  easier  -  and  easier  to  manage.  It  scales  as  your 
data  needs  grow.  It  offers  integrated,  multi-protocol  support.  And 
it’s  quick  to  install,  with  little  or  no  downtime.  Start  something  big 
today.  For  more  details,  or  to  ask  about  a  demonstration  at  an 
IBM  TotalStorage  Solution  Center,  call.  1800  426-7777  and  ask  for 
Priority  Code  101EY002  or  visit  ibm.com/totalstorage/nas20.  And 
remember  to  ask  for  your  complimentary  IBM  NAS  Information  Pack. 


IBM  TotalStorage™  NAS  Family 

•  Powered  by  an  optimized  Windows  operating  system 

•  250  Persistent  True  Image™  data  views,  enabling  client 
file  restorations,  non-disruptive  backups, -and  elimination 
of  backup  windows 

•  Integrated  with  leading  systems  management  tools 

•  Redundant  components  for  system  availability 

•  Multiple  RAID  levels  for  additional  on-disk  data  protection 

•  Multi-platform  file  sharing  in  mixed  operating  system 
environments 

Install  IBM  NAS  before  December  31, 2001 
and  don’t  make  a  payment  for  90  days. 


(go  ibm.com/totalstorage/nas20  Qj  1  800  426-7777  Priority  Code  101EY002 
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Microsoft  Shifts  to 
Pitching  ‘Solutions’ 

Launches  sales,  service  strategy  with 
intranets,  supplier-enablement  packages 


BRIEFS 


Xerox  and  EDS  Sign 
Outsourcing  Extension 

Xerox  Corp.  extended  its  IT  out¬ 
sourcing  deal  with  Electronic  Data 
Systems  Corp.  for  two  years  beyond 
the  pre-existing  expiration  date  in 
2004  and  put  an  option  in  place  for 
an  additional  three  years.  The  ex¬ 
tension,  with  a  potential  value  of 
S1.5  billion  over  the  full  five  years, 
was  accompanied  by  an  agreement 
calling  for  Plano,  Texas-based  EDS 
to  drop  a  lawsuit  against  Stamford, 
Conn.-based  Xerox. 


EMC  Restructures 
Product  Development 

Hopkinton,  Mass.-based  EMC  Corp. 
split  its  product  development  opera¬ 
tions  into  separate  hardware  and 
software  groups  as  part  of  an  effort 
to  increase  its  focus  on  storage 
management  applications  that  sup¬ 
port  devices  from  rival  vendors. 

EMC  also  shifted  Moshe  Yanai,  who 
had  headed  development,  to  a  new 
“fellow”  job  in  which  he  will  advise 
the  company  on  technology. 


Palm  to  Trim  Staff  by 
17%  in  Third  Cutback 

Handheld  computer  maker  Palm 
Inc.  set  plans  to  lay  off  another 
250  employees  and  contractors, 
which  will  decrease  its  total  work¬ 
force  by  17%.  The  reductions  are 
the  third  round  of  cutbacks  at  Santa 
Clara,  Calif.-based  Palm  this  year. 
But  the  company  said  revenue  for 
its  second  quarter,  which  ended  last 
Friday,  should  be  at  the  upper  end 
of  earlier  forecasts. 


Short  Takes 

IBM  said  it  plans  to  bundle  data 
mining  technology  into  its  DB2 
OLAP  Server  online  analytical  pro¬ 
cessing  software  at  no  extra  cost  to 

users _ NOVELL  INC.  reported  a 

S94.5  million  loss  on  revenue  of 
S307.6  million  for  its  fourth  quarter 
ended  Oct.  31,  including  a  S49.8 
million  restructuring  charge. 


BY  CAROL  SLIWA 

ORPORATE  USERS 
may  start  to  no¬ 
tice  that  Microsoft 
Corp.  isn’t  merely 
pitching  individ¬ 
ual  products  anymore. 

The  software  giant  last  week 
launched  Solution  for  Intranets, 
the  second  of  its  planned  series 
of  software,  service  and  support 
packages  intended  to  help  com¬ 
panies  solve  specific  business 
problems.  The  first,  Solution 
for  Supplier  Enablement,  an¬ 
nounced  last  month,  aims  to 
help  companies  hook  into  on¬ 
line  procurement  systems  and 
electronic  marketplaces. 

Microsoft  officials  said  cus¬ 
tomers  can  expect  to  see  three 
or  four  more  of  the  “full¬ 
blown”  solutions  within  six 
months.  “We  often  realized 
Microsoft  could  do  a  better  job 
of  solving  our  customers’  pain 
points  by  delivering  technol¬ 
ogy  in  a  more  integrated  way,” 
said  Valerie  Olague,  director  of 
enterprise  solutions,  explaining 
the  new  approach. 

Publicly  unveiled  in  July  at 
Microsoft’s  Fusion  2001  part¬ 
ner  conference  [Page  One,  July 
23],  the  “solutions”  approach 
required  Microsoft  to  spend 
months  training  sales,  service 
and  support  specialists  and 
partner  systems  integrators  on 
the  fine  points  of  configuring 
various  products  for  specific 
business  scenarios. 

For  example,  the  Microsoft 
Solution  for  Intranets  includes 
architectural  and  deployment 
guidance  plans  to  bring  togeth¬ 
er  SharePoint  Portal  Server, 
SharePoint  Team  Services,  Of¬ 
fice  XP,  SQL  Server,  Windows 
2000  and  Windows  Media 
Technologies. 

A  Microsoft  solutions  spe¬ 
cialist  works  with  a  customer 
to  determine  its  needs.  The 


customer  then  has  the  option 
of  building  the  intranet  itself 
with  solutions-based  documen¬ 
tation  aids  or  enlisting  the  help 
of  Microsoft  consulting  ser¬ 
vices  or  recommended  outside 
systems  integrators. 

Early  adopter  H&R  Block  Fi¬ 
nancial  Advisors  Inc.,  a  divi¬ 
sion  of  H&R  Block  Inc.  in 
Kansas  City,  Mo.,  enlisted  a  Mi¬ 
crosoft  architect  and  two  local 
Microsoft  consultants  to  work 
with  two  of  its  IT  staffers. 

The  firm  also  hired  a  local 
Microsoft  partner  to  integrate 
Microsoft  software  with  vari¬ 
ous  packaged  and  homegrown 
applications,  such  as  its  cus¬ 
tomer  management  system,  fi¬ 
nancial  planning  and  portfolio 
management  software,  and  In¬ 
ternet  research  tools. 

H&R  Block  had  been  plan¬ 
ning  to  take  a  best-of-breed  ap¬ 
proach,  using  products  from  a 


Microsoft’s  new  solutions  may  be 
collections  of  existing  software 
products,  coupled  with  services 
and  support.  But  when  it  comes 
to  pricing,  the  software  maker  in¬ 
tends  to  present  a  single  figure  to 
customers. 

Charles  Stevens,  vice  president 
of  Microsoft's  enterprise  and  part¬ 
ner  group,  said  that  to  help  cus¬ 
tomers  evaluate  their  return  on  in¬ 
vestment,  solutions  sales  special¬ 
ists  will  provide  a  price  that  fac¬ 
tors  in  software  configuration,  ser¬ 
vices  and  support,  as  weli  as  any 
of  the  customer’s  existing  licens¬ 
ing  agreements. 

As  a  hypothetical  example, 
Stevens  said  a  solution  might 
be  priced  at  $500,000,  but  the 
customer  may  already  hold  licens¬ 
es  for  $200,000  worth  of  soft¬ 
ware,  leaving  the  total  cost  at 


variety  of  vendors  to  develop 
its  intranet  into  a  portal  linked 
to  various  applications  and  in¬ 
formation  sources.  But  after 
settling  on  Microsoft’s  Share- 
Point  Portal  Server  for  content 
management,  the  firm  learned 
about  the  Solutions  for  In¬ 
tranets  early-adoptor  program 
and  decided  to  give  it  a  try. 

John  Thompson,  director  of 
e-business  at  H&R  Block  Fi¬ 
nancial  Advisors,  said  the  solu¬ 
tions-based  approach  brought 
“a  series  of  products  that  were 
all  near  or  at  the  top  of  their  re¬ 
spective  genre  in  the  industry” 
and  gave  his  company  knowl¬ 
edge  “about  the  way  the  prod¬ 
ucts  fit  together  that  I  don’t 
think  we  would  have  found  if 
we  bought  the  product,  found 
the  documentation  and  looked 
at  the  Web  site.” 

Although  the  solutions-based 
approach  has  been  lauded  by 
some  analysts  and  corporate 
users,  it  may  not  work  for 
every  company. 

Gene  Phifer,  an  analyst  at 
Stamford,  Conn.-based  Gart- 


$300,000.  The  customer’s  re¬ 
seller  contract  can  then  be 
amended  for  the  additional  soft¬ 
ware,  he  said. 

The  configuration  tool  that 
helps  sales  representatives  come 
up  with  the  solution  price  is  being 
tested  and  should  be  rolled  out 
early  next  year,  Stevens  said.  The 
tool  was  jointly  developed  by  Mi¬ 
crosoft  and  Pivotal  Corp.  in  North 
Vancouver,  British  Columbia. 

Valerie  Olague,  director  of  en¬ 
terprise  solutions  at  Microsoft, 
said  customers  can  continue  to 
get  product  support  through  their 
existing  premier  support  con¬ 
tracts,  but  they  can  tack  on  solu¬ 
tions  support  for  an  extra  fee, 
which  gives  them  a  solution-level 
identification  and  access  to  a  spe¬ 
cialist  in  that  particular  area. 

-  Carol  Sliwa 


Solution  for 
Intranets 

Description:  Software,  service, 
support  and  architectural/deploy¬ 
ment  documentation  to  help  com¬ 
panies  do  Web-based  team  col¬ 
laboration,  content  management 
and  information  delivery  to  em¬ 
ployees’  desktops 

Microsoft  software:  SharePoint 
Portal  Server,  SharePoint  Team 
Services,  Office  XP,  SQL  Server, 
Windows  2000  operating  system, 
Windows  Media  Technologies 

Global  systems  integrators: 

Avanade,  Cap  Gemini  Ernst  & 

Young,  Compaq.  Hewlett-Packard 

Cost:  Small  company  $142,500 
(includes  1.5  weeks  of  services); 
midsize  company  $649,500  (with 
three  weeks  of  services);  large 
|  company  $2,262  million  (with 
3  four  weeks  of  services).  Includes 
S  software,  services  and  support  for 
§  an  implementation  involving  a  firm 
l  with  no  existing  software,  service 
£  or  support  contracts. 

O 

ner  Inc.,  said  that  in  the  case  of 
intranets,  many  vendors  offer 
products  to  help  build  single 
front-end  layers  for  portals, 
and  the  Microsoft  Solution  for 
Intranets  may  not  be  a  good  fit 
for  enterprises  running  appli¬ 
cations  on  a  variety  of  operat¬ 
ing  systems.  The  SharePoint 
Portal  Server  “is  not  the  most 
robust  portal  platform  in  a 
truly  heterogeneous  environ¬ 
ment,”  he  cautioned. 

Until  its  more  open  .Net  de¬ 
velopment  platform  is  ready, 
Microsoft’s  solutions  might 
make  more  sense  for  small  to 
midsize  companies,  especially 
those  that  are  relatively  new  to 
intranets  and  want  to  work  in 
a  cohesive  Microsoft  environ¬ 
ment,  Phifer  said. 

But  Louis  Columbus,  an  ana¬ 
lyst  at  Boston-based  AMR  Re¬ 
search  Inc.  who  tracks  supplier 
issues,  said  he  has  been  im¬ 
pressed  with  Microsoft’s  “new 
appreciation  for  just  how  het¬ 
erogeneous  the  world  is. 

“They  realize  they  have  to 
have  strong  connectors  into 
SAP  [software]  and  into  Oracle 
[databases],”  Columbus  said  of 
the  effort  Microsoft  has  put  into 
its  new  solutions  approach.  I 


Pricing  Plan  Presents  One  Total 
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THE  STRAIGHT  GOODS  ON  RESTRICTED  PROMOTIONS 
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Oracle  has  issued  a  bold  offer.  They'l 
give  a  million  dollars  to  any  DB2, 
WebLogic  or  SQL  Server  user  who 
switches  to  Oracle  technology  and 
fails  to  triple  the  performance  of 
their  website.  Pretty  impressive  talk. 

Some  say  Oracle  is  putting  their 
money  where  their  mouth  is.  But 
for  Sybase  users,  it's 
pure  silence. 

For  that,  we  apologize. 

But  we  wonder.  Why 
are  Sybase  users 
exempt  from  this 
extraordinary  piece 
of  generosity? 


couple  of  months  in  a  slow  and  very 
painful  integration  process? 

In  reality,  that's  where  all  the  really 
substantial  costs  are  hidden. 

And  it's  here  where  EAServer  really 
leaves  the  competition  whimpering. 
EAServer  is  the  most  open  application 


To  begin  with,  our 
tests  show  that  Sybase 
Enterprise  Application 
Server  (EAServer) 
is  right  there  with 
Oracle,  performing  as 
fast  and  sometimes 
faster  than  some  of 
our  competition. 

EAServer  4.0  has 
what  it  takes  to 
manage  millions  of 
transactions  a  day 
and  the  scalability 
to  reliably  support 
thousands  upon 
thousands  of 
concurrent  users. 


Big  deal,  you  say. 

That’s  the  cost  of  entry  for  an  app 
server.  We  think  not. 

The  real  cost  of  entry  is  what  happens 
when  your  app  server  enters  your 
environment. 

Will  your  app  server  leverage  your 
existing  investments?  Or  will  it 
strangle  your  IT  department  for  a 


AN  APOLOGY  TO  SYBA 


USTOMERS: 


with  any  back-end  database  using 
JDBC  or  ODBC  databases. 

Just  run  those  specs  up  against  the 
competitors. 

Naturally,  it  also  has  enterprise-class 
security.  The  kind  of  security  you  can 
bet  a  couple  of  million  credit  card 
numbers  on. 


And  last  but  not  least, 
EAServer  provides  you 
with  a  wicked  fast  and 
intuitive  development 
environment  that  will 
amaze  your  friends  and 
delight  your  superiors 
as  you  get  your  stuff 
out  to  the  market  really, 
really  fast. 


ORACLE 


NEVER 


GIVE  YOU  A 
MILLION  DOLLARS 


server  available  on  the  planet.  It's 
J2EE  certified.  It  supports  C,  C++, 
CORBA,  COM  and 
PowerBuilder,  as  well 
as  virtually  every 
switch,  server  and 
legacy  system 
known  to  IT.  It 
also  allows  for 
complete  integration 
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SYBASE  e-BUSINESS  SOFTWARE 
BECAUSE  EVERYTHING  WORKS  BETTER  WHEN 


So  there  you  have  it. 

We  think  perhaps  now 
you  have  a  much  better 
understanding  of  why 
all  Sybase  users  were 
excluded  from  the  very 
famous  Oracle  lottery. 

Indeed,  we're  sorry  our 
technology  does  make 
you  ineligible  for  those 
Oracle  millions.  But 
look  on  the  bright  side: 
With  EAServer,  you 
can  help  your  business 
earn  some  millions  of 
its  very  own. 


For  more  information  on  how  you 
can  get  a  great  application  server, 
if  not  a  million  bucks,  visit 
www.sybase.com/customers 
or  call  1-800-8-SYBASE. 


fi Sybase 

Information  Anywhere' 
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Sun  Fixes  Server  Problem, 

But  Controversy  Persists 

Some  users  unforgiving  after  months  of 

persistent  memory  component  woes 


BY  JAIKUMAR  VIJAYAN 

UN  MICROSYSTEMS 

Inc.  has  fully  resolved 
what  for  months  were 
persistent  problems 
caused  by  a  defective 
memory  component  on  its 
UltraSPARC  II  servers,  said 
users  who  were  affected  by  the 
troublesome  glitch. 

The  problem,  first  reported 
by  users  in  1998,  was  publicly 
acknowledged  by  Sun  in 
August  last  year  and  created 
havoc  for  exasperated  users  as 


Says  faulty  SRAM 
was  ‘ biggest  source’ 
of  system  crashes 


BY  DON  TENNANT 

BURLINGTON,  MASS. 

During  a  visit  to  his  company’s 
offices  here  last  week,  Sun  Mi¬ 
crosystems  Inc.  Chairman  and 
CEO  Scott  McNealy  spoke  with 
Computerworld  about  issues 
such  as  the  server  reliability 
problem  Sun  faced  last  year 
and  Unix  hardware  pricing. 

Q:  We  reported  last  year  about  the 
problem  with  the  external  memory 
cache  on  UltraSPARC  II  chips  that 
was  causing  a  lot  of  Sun’s  Ultra 
Enterprise  servers  to  crash.  Is  that 
something  you're  still  grappling 
with,  or  is  it  history? 

A:  We’re  no  longer  buying  IBM 
SRAM  [static  RAM].  They 
were  the  biggest  source  of  the 
problem  for  us.  They  knew 
about  it  before,  and  they  didn’t 
tell  us.  . . .  But  IBM  sure  made 
a  big  point  of  telling  all  of 
our  customers  about  it  a  year 


Sun  tried  for  months  to  find 
fixes.  Now,  postings  on  the 
subject  on  a  popular  Sun  user 
forum  have  abated,  with  the 
last  sporadic  messages  appear¬ 
ing  in  July.  But  Sun’s  handling 
of  the  issue,  and  CEO  Scott 
McNealy’s  claim  last  week  that 
defective  IBM  memory  com¬ 
ponents  were  to  blame  for 
Sun’s  woes,  are  sore  points  for 
some. 

“In  my  opinion,  Sun  is  fully 
to  blame,”  said  a  user  who  had 
been  affected  by  the  problem 


and  a  half  ago.  But  we  don’t 
have  that  issue  anymore.  We 
designed  IBM  out  and  put  [er¬ 
ror  checking  and  correcting 
logic]  across  the  entire  cache 
architecture. 

Q:  Are  you  fully  confident  that 
your  new  Sun  Fire  15K  server  is 
free  of  this  whole  mem¬ 
ory  cache  problem? 

A:  We  designed  all  of 
that  stuff  out,  yeah. 

In  fact,  all  of  our  old 
products  we’ve  up¬ 
graded  to  mirrored 
SRAM.  It  handles  it 
on  the  fly,  and  the 
problem  went  away. 

We’re  exceeding  all 
of  our  design  specs 
on  all  of  our  servers 
right  now. 

Q:  So  now  that  IBM  is  out,  who 
supplies  your  SRAM? 

A:  Sony  and  a  couple  others. . . . 
It  was  our  fault.  We  didn’t 
screen  the  [IBM]  SRAM  for 
soft  error  rates. 

Q:  We  also  reported  that  your  cus¬ 
tomers  who  were  affected  by  the 


—  a  manager  at  a  large  systems 
integrator  who  asked  that  his 
name  not  be  used. 

“It  doesn’t  really  matter  who 
supplied  the  chips.  Shouldn’t 
the  company  who  builds  the 
server  take  responsibility  for 
issues  with  it?”  he  asked  in 
an  e-mailed  response  to  ques¬ 
tions  from  Computerworld  last 
week. 

The  defect  was  in  an  external 
memory  cache  on  Sun’s 
UltraSPARC  II  microproces¬ 
sors.  Under  certain  conditions, 
the  problem  triggered  system 
failures  and  frequent  reboots  at 
dozens  of  customer  locations 
worldwide.  In  an  interview 
with  Computerworld  last  week 


problem  had  to  sign  nondisclosure 
agreements  before  you’d  help 
them.  What  on  earth  were  you 
thinking? 

A:  I  was  pretty  upset  with 
Computerworld  because  [you] 
were  challenging  our  integrity. 
What  we  were  doing  is  the  pol¬ 
icy  we’d  had  in  place  for  18 
years,  and  that  is 
telling  our  customers 
what  our  next-gener¬ 
ation  designs  were 
going  to  be,  because 
we  were  making  de¬ 
sign  changes.  ...  As 
part  of  the  conversa¬ 
tion  of  what  we  were 
going  to  do  to  fix  a 
current  quality  prob¬ 
lem,  we  were  going 
to  share  with  our 
customers  a  whole 
road  map  of  our 
product  strategy.  So  like  we 
had  done  for  18  straight  years, 
we  asked  them  to  sign  a 
nondisclosure. 

Q:  Then  why  did  you  drop  the 
policy? 

A:  They  were  mad  at  us.  So  we 
said,  “This  is  a  dumb  policy 


(see  story  below),  McNealy 
said  the  problems  stemmed 
from  defective  IBM  static  RAM 
(SRAM)  chips  that  Sun  used  in 
its  servers. 

“They  were  the  biggest 
source  of  the  problem  for 
us,”  McNealy  said,  stressing 
that  Sun  is  no  longer  buying 
IBM  SRAM.  “We  designed 
IBM  out  of  that  and  put  ECC 
[Error  Checking  and  Correct¬ 
ing  memory]  across  the  entire 
cache  architecture.” 

William  O’Leary,  director  of 
communications  at  IBM’s 
microelectronics  division,  re¬ 
fused  to  respond  to  McNealy’s 
comments  about  IBM’s  culpa¬ 
bility.  But  he  denied  that  Sun 


right  now  —  we’ve  got  a  big 
quality  crisis  going  on.”  It  was¬ 
n’t  like  we’d  come  in  and 
implemented  a  new  policy 
because  we  had  a  quality  prob¬ 
lem.  What  also  made  them 
angry  is  we  were  having  a  hard 
time  figuring  out  exactly  what 
the  problem  was. 

Q:  Hewlett-Packard  and  IBM  re¬ 
cently  lowered  their  Unix  server 
prices  to  compete  more  aggres¬ 
sively  against  Sun.  Do  you  see  a 
price  war  coming? 

A:  There  [already]  is  one. 
No  lie,  it’s  a  two-company 
shortlist  situation  right  now  — 
only  IBM  and  Sun.  I  cannot  tell 
you  the  last  time  I  ran  into  HP 
as  a  legitimate  competitor. . . . 
In  the  enterprise  world, 
midrange  to  high  end,  it’s  only 
IBM  and  Sun.  And  there’s  a 
huge  price  war  between  IBM 
and  Sun.  I 


s-At  For  the  complete  inter- 
V/LLIvJY  view,  visit  our  Web  site: 

r  Itll/rt  www.computerworld. 

I  >11  1KV  com/q?25438 

What  do  you  think?  Go  to  our  forum  on 
McNealy's  comments: 

www.computerworld.com/q7a1310 


He  Said/She  Said 

SUN  SAYS: 

We’re  no  longer 
buying  IBM  SRAM. 
They  were  the  biggest 
source  of  the  problem  for 
us.  We  designed  IBM  out. 


IBM  SAYS:  Sun  has  been 
and  continues  to  be  an  im¬ 
portant  customer  for 
IBM.  Sun  continues  Jf  ■ 
to  use  our  high-per- 
formance  SRAM.  Hi  Jr 


no  longer  uses  SRAM  from 
IBM  and  insisted  that  Sun 
continues  to  be  a  “major  and 
important”  customer  of  IBM’s 
high-performance  SRAM 
technology. 

Unforgiven 

In  any  case,  some  Sun  users 
are  unforgiving. 

“Sun  is  responsible”  for  the 
problem,  said  a  project  man¬ 
ager  at  a  large  European  bank 
that  was  affected  by  it.  The 
manager  spoke  on  condition 
of  anonymity.  “Their  archi¬ 
tecture  was  fundamentally 
flawed  because  there  was  no 
ECC  checking  on  the  cache 
memory.  This  is  something 
you  get  in  even  the  lowliest 
Intel  processor  that  costs  a 
few  dollars,”  he  said  in  an 
e-mail  message. 

The  bank’s  problems  were 
finally  resolved  after  a  series 
of  fixes  that  included  moving 
servers  to  different  environ¬ 
mental  conditions,  installing 
kernel  patches  and  swapping 
out  processors.  “After  two 
years,  our  environment  is  fi¬ 
nally  stable  again,”  the  manag¬ 
er  said. 

If  the  problems  were  caused 
by  the  IBM  components,  “I 
could  see  how  Sun  would  have 
problems  finding  the  error,” 
conceded  another  user  at  a 
large  consulting  firm,  whose 
clients  include  several  major 
airlines.  The  company  had  to 
battle  for  more  than  a  year  to 
resolve  its  problems. 

“I’m  still  not  happy  with  how 
Sun  handled  this  particular 
problem,  but  Sun  has  been  a 
good  reliable  vendor  for  our 
company  since,”  he  said  in  an 
e-mail  to  Computerworld.  I 


McNealy  Blames  IBM  for  Sun's  Server  Memoiy  Flaws 
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Microsoft  Class-Action 
Ruling  Due  Soon 

A  federal  judge  in  Baltimore  said  he 
plans  to  issue  a  preliminary  ruling 
by  the  middle  of  this  month  on  a 
controversial  proposal  to  settle 
more  than  100  class-action  suits  re¬ 
lated  to  Microsoft  Corp.’s  desktop 
software  pricing.  Judge  J.  Frederick 
Motz  also  scheduled  another  hear¬ 
ing  on  the  deal  for  Dec.  10.  The  set¬ 
tlement  calls  for  Microsoft  to  donate 
software,  PCs  and  money  to  12,500 
U.S.  schools. 


EC  Antitrust  Probe 
Could  End  Next  Year 

The  European  Commission  said  it 
expects  to  complete  an  ongoing 
antitrust  investigation  of  Microsoft 
next  year.  Microsoft  withdrew  a  re¬ 
quest  for  a  hearing  before  the  com¬ 
mission  that  had  been  scheduled  to 
take  place  Dec.  20  and  21,  saying  it 
wants  to  focus  on  “a  constructive 
resolution  of  the  case.”  But  a  com¬ 
mission  spokeswoman  said  the 
hearing  might  be  held  anyway. 


Red  Hat  Expands 
Linux  Support  for  IBM 

Red  Hat  Inc.  announced  plans  to 
market  and  support  its  version  of 
Linux  on  all  of  IBM’s  eServer  sys¬ 
tems,  including  the  computer  mak¬ 
er’s  mainframe  line.  Research  Tri¬ 
angle  Park,  N.C.-based  Red  Hat 
currently  offers  the  open-source 
operating  system  only  on  IBM's 
midrange  xSeries  machines,  which 
are  based  on  Intel  microprocessors. 


Short  Takes 

The  U.S.  and  29  other  countries 
signed  a  treaty  aimed  at  fighting 
cybercrime,  but  at  least  five  of  the 
signatories  need  to  ratify  the  treaty 
before  it  can  take  effect. . . .  IBM  is 
working  with  three  hospitals  in  the 
U.S.  and  one  in  Canada  to  develop  a 
grid  computing  system  that  will  be 
used  to  store  mammogram  images 
and  do  research  on  breast  cancer. 


Amex  to  Buy  25,000 
Compaq  Thin  Clients 

Windows-based  devices  will  replace  PCs 


BY  TODD  R.  WEISS 

MERICAN  EXPRESS 
Co.  last  week  an¬ 
nounced  plans  to 
buy  25,000  of 
Compaq  Comput¬ 
er  Corp.’s  thin-client  devices  to 
replace  PCs  used  by  customer 
service  workers  and  other  em¬ 
ployees  who  don’t  need  mobile 
computing  capabilities. 


The  New  York-based  finan¬ 
cial  services  company  said  it 
will  also  install  400  Compaq 
ProLiant  servers  to  support  the 
Windows-based  T1010  thin 
clients.  In  addition,  the  five- 
year  deal  with  Compaq  in¬ 
cludes  deployment,  server 
management  and  help  desk 
services,  the  companies  said. 

Amex  and  Compaq  didn’t 


disclose  the  cost  of  the  deal, 
but  sources  said  it’s  valued  in 
the  tens  of  millions  of  dollars. 

Tony  Mitchell,  an  Amex 
spokesman,  said  the  use  of 
thin-client  devices  should  re¬ 
duce  the  company’s  technolo¬ 
gy  costs  while  still  providing 
up-to-date  equipment  to  the 
workers  who  will  receive  the 
thin-client  devices. 

Like  other  thin  clients,  the 
TIOlOs  don’t  include  compo¬ 
nents  such  as  hard  drives.  Data 


from  the  devices  will  be 
processed  and  stored  on  the 
ProLiant  servers,  which  will  be 
linked  in  an  infrastructure  de¬ 
signed  to  save  money  and  re¬ 
duce  system  deployment 
times,  Mitchell  said. 

Jack  Sunderlage,  vice  presi¬ 
dent  of  global  accounts  for 
Compaq’s  Western  sales  re¬ 
gion,  said  such  cost  savings  can 
typically  amount  to  20%  to 
30%  for  companies  choosing 
thin  clients  over  desktop  and 
laptop  PCs. 

About  80%  of  the  thin-client 
devices  are  due  to  be  installed 
at  Amex  facilities  in  the  U.S., 
the  companies  said.  The  re¬ 
mainder  will  be  deployed  at 
sites  in  Europe,  Asia  and  South 
America.  I 
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Bank  One 

house  platform  with  propri¬ 
etary  software  that  will  give 
customers  single-view  account 
information  and  simplify  de¬ 
posits  and  money  transfers. 

The  centraliza¬ 
tion  effort  is  expect¬ 
ed  to  pay  for  itself 
within  a  year  by 
consolidating  re¬ 
dundant  systems 
and  using  full-time 
IT  staffers  who  are 
$10  to  $30  an  hour 
cheaper  than  con¬ 
tract  workers,  said 
Adams.  The  new  IT 
employees  will  also 
develop  a  greater  historical 
knowledge  of  Bank  One’s  IT 
infrastructure,  he  added. 

A  new  senior  management 
team  at  Bank  One,  which  lost 
$511  million  last  year,  has  been 
working  for  almost  two  years 
on  improving  the  bank’s  finan¬ 
cial  situation  and  assimilating 
the  IT  systems  of  several  banks 
that  it  has  purchased,  includ¬ 
ing  the  Illinois  and  Michigan 
operations  of  First  Chicago 
NBD  Corp.,  which  Bank  One 
acquired  in  1995. 

Meanwhile,  the  bank  is  at¬ 
tempting  to  renegotiate  a  mas- 
s.ive  $1.4  billion  outsourcing 
deal  with  AT&T  Corp.  and 
IBM.  Adams  declined  to  say 


whether  the  outsourcing 
agreements  have  suffered  cost 
overruns,  but  he  did  say  the 
contracts  with  AT&T  and  IBM 
won’t  change  “significantly”  in 
the  foreseeable  future. 

Still,  Bank  One’s  plans  re¬ 
flect  a  trend  among  many  fi¬ 
nancial  services  firms  to  bring 
emerging  technologies  and 
customer  service 
platforms  back  in- 
house  in  order  to 
keep  IT  staffers  ex¬ 
cited  about  the  work 
they’re  doing,  while 
leaving  manage¬ 
ment  of  legacy  sys¬ 
tems  or  data  and 
voice  networks  to  a 
provider,  said  Bill 
Bradway,  president 
of  Newton,  Mass.- 
based  Meridien  Research  Inc. 

Even  with  the  hirings, 
Adams  said,  Bank  One  expects 
its  IT  budget  to  remain  flat 
next  year  because  of  the  cost 
savings  related  to  the  platform 
consolidation  and  replacement 
of  contract  workers.  The  com¬ 
pany,  which  reported  net  in¬ 
come  of  $2.1  billion  for  the  first 
three  quarters  of  this  year,  cur¬ 
rently  spends  about  $2  billion 
annually  on  technology. 

Rod  Hall,  vice  president  of 
consulting  services  at  Oak 
Brook,  Ill.-based  Compass 
America  Inc.,  which  advises 
Bank  One,  said  outsourcing 
agreements  are  no  longer  look¬ 
ing  as  attractive  to  financial 


services  firms  as  they  once  did. 

“It  feels  like  a  pendulum  to 
me,”  Hall  said.  “A  large  number 
of  financial  service  organiza¬ 
tions  that  outsourced  five  or 
six  years  ago  are  now  saying, 
‘It’s  not  what  we  expected  it  to 
be.’  What  we’ve  seen  in  the  last 
couple  of  years  is  that  they’ve 
systematically  brought  those 
projects  back  in-house.” 

Hall  pointed  to  London- 
based  UBS  Warburg  LLC, 
which  had  outsourced  most  of 


Banks  that  were  once  considered 
boring  by  IT  hotshots  are  now  find¬ 
ing  there’s  no  time  like  the  present 
to  woo  back  talented  technologists. 

Bank  One  CIO  Austin  Adams 
said  one  of  the  key  forces  driving 
his  recent  decision  to  hire  600  IT 
staffers  is  the  abundance  of  IT  tal¬ 
ent  on  the  market.  “This  is  the  best 
time ...  in  a  decade  to  be  hiring 
skilled  workers  in  the  technology 
market,"  Adams  said. 

Bank  One  is  hiring  the  additional 
staff  to  fill  several  job  titles,  includ¬ 
ing  application  developer,  project 
manager,  senior  engineering  man¬ 
ager  and  Web  developer. 

Bob  Landry,  vice  president  of  re¬ 
search  at  TowerGroup  in  Needham, 
Mass.,  said  many  talented  IT  pro¬ 
fessionals  who  were  attracted  to 
consulting  firms  or  dot-coms  by 
visions  of  innovation  or  lucrative 
stock  options  and  better  pay  now 
see  banks  as  a  stable  environment. 


its  IT  infrastructure  to  Dallas- 
based  Perot  Systems  Corp.  and 
is  now  bringing  systems  back 
under  its  own  control.  The 
problem,  he  said,  is  that  finan¬ 
cial  services  firms  typically 
don’t  have  a  good  handle  on 
the  size  of  their  IT  infrastruc¬ 
tures  or  the  rate  at  which  their 
need  for  technology  resources 
grows,  leading  outsourcing 
firms  to  boost  contract  costs 
once  the  true  requirements  be¬ 
come  more  evident.  I 


Banks  aren’t  abandoning  out¬ 
sourcing  altogether.  One  area 
where  they’re  tapping  third  parties 
is  for  the  maintenance  of  existing 
applications,  outsourcing  that  task 
to  service  providers  who  use  cheap 
overseas  workers.  That  “frees  up 
people  who  really  know  the  institu¬ 
tion  to  do  the  more  interesting 
things,”  said  Bill  Bradway,  presi¬ 
dent  of  Meridien  Research. 

Still,  now  is  a  good  time  for 
banks  to  pick  up  some  needed 
technologists. 

“Banks  had  a  difficult  time  find¬ 
ing  good  people  as  recently  as  six 
months  ago,”  said  Jim  Van  Dyke, 
an  analyst  at  Jupiter  Media  Metrix 
Inc.  in  New  York.  “Some  of  the 
sharpest  people,  the  ones  that 
knew  Java  and  online  security, 
were  in  short  supply,  and  banks 
had  to  pay  dearly  for  them.  Today, 
it’s  a  buyer’s  market.” 

-  Lucas  Mearian 


ADAMS:  Bank  One’s 
dependence  on  out¬ 
side  contractors 
doesn’t  make  sense. 
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For  Commodities  Trader  Enron,  a  Fast,  Downward  Spiral 
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Enron 

was  as  high  as  $90  per  share  in 
mid-2000  and  $33.84  per  share 
before  its  recent  troubles  be¬ 
gan  two  months  ago,  closed  at 
26  cents  per  share  on  Friday. 

Calls  to  Enron  officials  went 
unreturned.  But  analysts  now 
expect  a  bankruptcy  filing  as  a 
precursor  to  Enron  either  go¬ 
ing  out  of  business  or  attempt¬ 
ing  to  reorganize  itself. 

Rapidly  Gathering  Troubles 

Enron  announced  in  October, 
with  vague  explanation,  that  it 
had  taken  a  $1.01  billion  after¬ 
tax  charge  against  its  earnings. 
The  measure  was  taken  “to 
clear  away  issues  that  have 
clouded  the  performance  and 
earnings  potential  of  our  core 
energy  businesses,”  said  Chair¬ 
man  and  CEO  Kenneth  L.  Lay, 
without  further  elaboration. 

A  Securities  and  Exchange 
Commission  investigation  fol¬ 
lowed,  along  with  more  than  a 
dozen  investor  lawsuits  alleg¬ 
ing  that  Enron  concealed  its 
debts  in  affiliate  corporations 
to  keep  its  stock  price  high  (see 
timeline  below). 

Mike  Heim,  an  analyst  at 
A.G.  Edwards  &  Sons  Inc.  in 


The  death  knell  for  Dynegy’s  pur¬ 
chase  of  larger  rival  Enron  came 
last  week  when  Enron’s  stock 
turned  into  junk. 

The  two  Houston-based  com¬ 
panies  spent  three  weeks  before 
that  hashing  out  a  deal  that  would 
have  allowed  Dynegy  to  acquire 
Enron  and  its  highly  coveted 
EnronOnline  energy  trading  plat¬ 
form,  the  rocket  that  launched  the 
latter  firm  into  the  corporate 
stratosphere. 

Yet  when  Standard  &  Poor’s 
downgraded  Enron’s  stock  to  junk 
status,  it  accelerated  $3.9  billion  in 
debt  payments,  and  Dynegy  had 
no  choice  but  to  bail  out  of  the 
merger,  claiming  an  “adverse  ma¬ 
terial  change”  in  Enron’s  business 
standing. 

Rick  Nicholson,  an  analyst  at 
Meta  Group  Inc.  in  Stamford,  Conn., 
said  Enron  first  created  problems 


New  York,  said  Enron’s  online 
trading  activities  were  over¬ 
exposed.  One  weakness,  he 
said,  was  that  energy  traders 
were  able  to  move  to  rival  sys¬ 
tems  without  much  interrup¬ 
tion,  and  Enron  doesn’t  have 
enough  cash  reserves  to  cover 
its  outstanding  commitments. 

“In  Enron’s  case,  it’s  a  matter 


for  itself  when  it  branched  out  from 
energy  trading  into  telecommunica¬ 
tions  bandwidth,  water,  and  pulp 
and  paper  trading. 

“They  were  flops,  and  suddenly 
Enron  was  trying  to  prop  up  all 
these  failing  businesses,”  Nichol¬ 
son  said.  “As  big  as  they  were, 
they  didn’t  have  the  cash  to  go 
around.” 

In  a  Computerworld  story  that 
was  published  on  Nov.  20, 2000, 
Enron  President  Jeff  Skilling  even 
predicted  that  data  network  trading 
someday  could  be  as  big  as  En¬ 
ron’s  then-$35  billion  energy  trad¬ 
ing  business. 

Shareholder  lawsuits  now  allege 
that  Enron  officials  tried  to  hide 
losses  in  affiliate  businesses. 

Mike  Heim,  an  analyst  at  A.G. 
Edwards  &  Sons,  noted  that  it’s  a 
major  problem  when  a  company 
dependent  upon  trading  market 


of  trading  off  your  reputation 
and  your  reputation  alone,”  he 
said.  “That’s  great  when  your 
reputation’s  good,  and  not  so 
great  when  your  reputation  is 
bad.” 

Charlotte,  N.C. -based  Duke 
Energy  Inc.  last  week  stopped 
trading  with  Enron,  claiming 
that  it  has  “$100  million  in 


liquidity  suddenly  loses  its  ability  to 
cover  its  assets. 

“Enron  always  bought  and  sold 
energy  to  help  create  its  liquidity,” 
Heim  said.  “Now,  because  of  its 
financial  condition,  it’s  lost  that 
ability.” 

Enron’s  online  trading  platform 
went  down  last  Wednesday  after 
Dynegy  pulled  its  offer.  Trading  re¬ 
sumed  the  following  day. 

“Enron's  got  to  trade  to  stay  in 
business,  and  they  may  not  be  able 
to  pull  it  off,"  Heim  said. 

He  said  he  expects  that  Enron 
will  file  for  bankruptcy  and  then 
"fizzle  out”  as  fights  erupt  over  its 
technological  holdings  and  natural 
gas  pipelines. 

Dynegy  claims  that  it  has  the 
option  to  purchase  Enron’s 
pipelines  for  $1.5  billion,  though 
that  matter  remains  in  dispute. 

-  Michael  Meehan 


noncollateralized  exposure”  to 
the  trading  exchange,  accord¬ 
ing  to  a  statement  issued  in  a 
press  release  by  Richard  J.  Os¬ 
borne,  Duke’s  chief  risk  officer. 

Atlanta-based  Intercontinen- 
talExchange  Inc.,  a  rival  com¬ 
modities  marketplace,  report¬ 
ed  Thursday  that  its  trading 
volume  had  risen  65%  over  the 
previous  month,  along  with  a 
30%  jump  in  users. 

Just  last  year,  Enron,  which 
started  as  a  natural  gas  pipe¬ 
line  company  in  the  1980s,  was 
seen  as  the  New  Economy  suc¬ 
cessor  to  FedEx  Corp.,  Ameri¬ 
can  Airlines  Inc.  and  Wal-Mart 
Stores  Inc.  —  companies  that 
leveraged  IT  in  the  1970s  and 
1980s  to  redefine  their  indus¬ 
tries  [Cover  Story,  Noy.  20, 
2000]. 

The  Power  of  IT 

“[Enron]  was  such  a  ‘go,  go, 
we’re  going  to  change  the 
world’  kind  of  place,”  said  Jay 
Pultz,  an  analyst  at  Gartner 
Inc.  in  Stamford,  Conn.  “They 
really  believed  in  the  power  of 
technology.”  And  Enron  rode 
that  belief  to  a  No.  7  ranking  in 
the  Fortune  500.  ’ 

Although  Pultz  called  En¬ 
ron’s  technology  infrastruc¬ 
ture  “first-rate,”  he  added,  “I 
think  it  raises  some  questions 


as  to  whether  you  can  [suc¬ 
cessfully]  be  a  pure  [online] 
trading  operation.” 

Fred  Buehler,  vice  president 
for  new  business  development 
at  Eastman  Chemical  Co.  in 
Kingsport,  Tenn.,  said  his  com¬ 
pany  still  believes  it  can  use 
technology  to  make  it  a  bigger, 
broader  enterprise.  Still,  he  ac¬ 
knowledged  that  technology- 
driven  services  can’t  be  a 
stand-alone  offering. 

Instead,  Eastman  Chemical 
hopes  to  leverage  its  core  com¬ 
petencies  with  IT  innovation, 
such  as  its  Internet-based  lo¬ 
gistics  service,  ShipChem  Inc., 
for  the  chemicals  and  plastics 
industries. 

As  analysts  see  it,  Enron 
serves  as  an  object  lesson  for 
anyone  trying  to  build  a  private 
exchange:  No  matter  how  big 
you  get,  a  crisis  of  faith  will  kill 
you. 

Jeff  Ridings,  energy  procure¬ 
ment  manager  at  Atlanta- 
based  United  Parcel  Service 
Inc.,  said  Enron’s  collapse  will 
make  him  think  long  and  hard 
before  he  makes  future  online 
commodity  purchases  on  be¬ 
half  of  the  transportation  and 
freight-forwarding  company. 

“It’s  one  thing  to  play  the 
matchmaker,  but  when  Enron’s 
credit  starts  being  suspect, 
people  will  run  from  them  like 
the  plague.  You  can’t  do  a  for¬ 
ward  deal  with  a  credit-risky 
partner,”  Ridings  said.  I 


[Enron]  was 
such  a  ‘go,  go, 
we’re  going  to 
change  the 
world’  kind  of 
place.  They 
really  believed 
in  the  power 
of  technology. 

JAY  PULTZ,  ANALYST. 

GARTNER  INC. 


Trouble  Comes  in  Bunches 


Here’s  how  quickly  Enron  fell  from  being  one  of  the  20  largest  companies  in  the  world  to 
a  bankruptcy  candidate  with  a  stock  price  of  less  than  $1  per  share: 


Oct.  16:  Announces  a 
$618  million  third-quarter 
loss,  along  with  a  $1.01  bil¬ 
lion  charge  against  equity. 


Oct.  22:  Reveals 
that  the  SEC  wants 
to  review  the  com¬ 
pany’s  finances. 


Oct.  24:  CFO  Michael 
Fastow  steps  down 
amid  rumors  of  finan¬ 
cial  impropriety. 


Nov.  9:  A  day  after 
Enron  admits  ac¬ 
counting  mistakes  to 
the  SEC,  Dynegy  Inc. 
announces  an  $8  bil¬ 
lion  deal  to  buy  the 
company. 


Nov.  28:  After 
Enron’s  stock  is 
downgraded  to 
junk  status, 
Dynegy  pulls  deal. 


•  PRE-FAILURE  WARRANTY  Some  manufacturers  only  offer  warranties  to  cover  their 
products  after  they  break.  But  our  warranty  lets  you  replace  components  (like  processors,  memory  or  hard 
drives)  before  they  fail,  saving  you  potential  downtime. 

•  MEMORY  FAILOVER  PROTECTION  When  minor  memory  errors  reach  a  certain 
threshold,  other  servers  fail.  But  ours  can  automatically  copy  memory  contents  and  transparently  switch 
over  to  online  spare  memory,  giving  you  control  over  downtime. 

•  CONSISTENT  SMART  ARRAY  CONTROLLERS  A  new  server  can  mean  tedious 

RAID  controller  configuration.  Our  controllers  make  life  easier  with  consistent  upgradability,  data  transfer 
and  management  tools  between  generations,  saving  time. 


COMPAQ  PROLIANT.  THE  SERVER  THAT  SETS  INDUSTRY  STANDARDS. 

Fact:  a  server's  purchase  price  is  only  about  20%  of  your  total  ownership  cost.  So  we  engineer  ProLiant  servers  with  dozens  of  features  that  save 
time  and  wipe  out  management  problems.  Where  other  servers  are  designed  to  be  less  expensive  to  make,  ours  are  actually  less  expensive  to  use. 
Add  in  Compaq’s  expert,  responsive  support,  great  financing  and  new  low  prices,  and  it’s  hard  to  make  a  case  for  using  anything  else. 


PROLIANT  DL360 

The  flexible  1U  rack  server  and  Network  Magazine's 
Product  of  the  Year  2001. 


•  1U  rack  form  factor 

•  Intel®  Pentium®  III  processor  1.26GHz  with 
133MHz  GTL  bus 

•  Dual  processor  capable 

•  512KB  level-two  ECC  cache 

STARTING  AT:"$2t59Q  NOW  $2,379 

Or  lease  for  $0  down  and  $74  for  48  months 


PROLIANT  ML370 

High  performance,  flexibility,  and  affordability  for  Web 
hosting,  mail,  file/print  and  small  business  databases. 

•  5U  tower  form  factor  (rack  conversion  kit  available) 

•  Intel®  Pentium®  III  processor  1.26GHz  with 
133MHz  GTL  bus 

•  Dual  processor  capable 

•  512KB  level-two  ECC  cache 

STARTING  AT:  $2,899 

Or  lease  for  $0  down  and  $90  for  48  months 


PROLIANT  DL380 

Network  World:  “the  most  well  thought-out  server 
we've  seen" 

Winner,  Network  World  Best  of  the  Tests  Award,  Nov.  2001. 

•  2U  rack  form  factor 

•  Intel®  Pentium®  III  processor  1.26GHz  with 
133MHz  GTL  bus 

•  Dual  processor  capable 

•  512KB  level-two  ECC  cache 

STARTING  AT: "$^649  NOW  $3,429 

Or  lease  for  $0  down  and  $106  for  48  months 


pentium®/// 


4-FOR-FREE  FINANCING  — $0  DOWN,  NO  PAYMENTS  FOR  4  MONTHS. 


CALL  1-800-AT-COMPAQ 
or  visit  compaq.com/proliantd 


] 
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Prices  shown  are  Compaq  prices;  reseller  and  retailer  prices  may  vary.  Prices  shown  are  subject  to  change  and  do  not  include  applicable  state  and  local  sales  tax  or  shipping  to  recipient's  destination.  Financing  available  through  Compaq  Financial  Services  Corporation  (CFSC) 
to  qualified  commercial  customers  in  the  U.S.  Financing  subject  to  credit  approval  and  execution  of  standard  CFSC  documentation.  Monthly  lease  payments  are  based  on  48-month  lease  with  a  fair  market  end-of-lease-term  purchase  option  and  do  not  include  taxes,  fees,  or  shipping  charges. 
Customers  may  defer  lease  payments  for  4  months  from  lease  start  date,  to  be  followed  by  44  monthly  payments.  Other  lease  terms  available.  Leases  must  start  between  10/1/01  and  12/31/01  to  qualify  CFSC  reserves  the  right  to  change  or  cancel  this  program  at  any  time  without  notice. 
For  hard  drives  GB=billion  bytes.  lU=1.75-in.  Consult  the  Compaq  Support  Center  at  1-800-OK-COMPAQ  for  warranty  details.  Certain  fees  and  restrictions  apply  to  the  lease  offer  and  other  restrictions  and  exclusions  may  apply  to  the  warranties.  ©2001  Compaq  Computer  Corporation. 
All  rights  reserved.  Compaq,  the  Compaq  logo,  and  ProLiant  are  registered  trademarks  of  Compaq  Computer  Corporation.  Inspiration  Technology  is  a  trademark  of  Compaq  Information  Technologies  Group,  LP.  in  the  U.S.  and  other  countries.  Intel,  the  Intel  Inside  logo,  and  Pentium  are 
trademarks  or  registered  trademarks  of  Intel  Corporation  or  its  subsidiaries  in  the  United  States  and  other  countries.  Other  products  mentioned  herein  may  be  trademarks  of  their  respective  companies.  Compaq  is  not  liable  for  editorial,  pictorial,  or  typographical  errors  in  this  advertisement. 
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Nmcraft  2000-*nciuo«s«>  Weo  sites*  running  on  previous  versions  of  Microsoft  Windows  and  Microsoft  Commerce  Server.  ©  2001  Microsoft  Corporation.  All  rights  reserved.  Microsoft  and  BizTalk  are  either  registered  trademarks  or  trademarks  of  Microsoft  Corporation  in  the  United  States  and/or  other  countries.  The  names  of  actual 


Upper 


management  is  asking  for  the  moon:  quickly  and  cost-efficiently 
develop  a  site  that  offers  a  personalized  experience  for  customers 
and  partners.  In  the  past,  building-in  the  kind  of  robust  data  analytics 
you’re  being  asked  for  could  take  thousands  of  hours  (most  of  them 
yours).  But  now  there’s  help:  Microsoft  Commerce  Server  2000. 

Part  of  the  flexible  Microsoft  .NET  Enterprise  Server  family,  Commerce 
Server  2000  works  with  BizTalk™  Server  2000  and  SQL  Server™  2000 
to  offer  you  a  less  complicated  and  less  time-consuming  approach  to 
building  tailored,  effective  e-commerce  solutions.  For  example, 

Commerce  Server  2000  comes 
with  fully  functional  out-of-the- 
box  starter  sites,  and  pre-built 
applications  such  as  click 
stream  analysis,  to  help  you 
get  your  site  up  and  running  even  faster.  And  with  full  XML  support, 
seamless  data  transfer  moves  from  the  wish  list  to  the  “done”  list. 

So  go  ahead  and  build  the  effective  site  you’re  being  asked 
to  build,  and  still  manage  to  have  a  life.  To  find  out  more,  visit 
microsoft.com/commerceserver  Software  for  the  Agile  Business. 


MARKET  FACT 


According  to  Netcraft,  the 
leading  supplier  of  market 
intelligence  and  Web  server 
data,  more  e-commerce  Web 
site  solutions  are  built  on  the 
Microsoft  enterprise  e-commerce 
platform  than  on  any  other.* 


More  Workforce  Cuts 


IT  consulting  firm  Cap  Gemini  Ernst 
&  Young  said  it  plans  to  cut  about 
2,000  more  jobs.  The  Paris-based 
company,  which  announced  an  ear¬ 
lier  round  of  reductions  last  June, 
currently  has  approximately  57,000 
employees.  It  warned  of  possible 
cutbacks  last  month  while  disclos¬ 
ing  that  business  in  the  third  quar¬ 
ter  was  well  below  projections. 

IBM  Sets  Layoffs  at 
Semiconductor  Unit 

IBM  said  it  will  lay  off  about  1,000 
workers  in  its  microelectronics  divi¬ 
sion,  cutting  that  unit’s  21,500-per¬ 
son  workforce  by  almost  5%.  The 
company  had  cited  a  sharp  decline 
in  semiconductor  sales  when  it  re¬ 
leased  its  third-quarter  financial  re¬ 
sults  in  October.  Despite  the  cuts, 
IBM  said  it  still  plans  to  build  a  new 
chip  plant  in  East  Fishkill,  N.Y. 


Liquidators  Sell  Off 
L&H’s  Assets 

Lernout  &  Hauspie  Speech  Products 
NV  announced  deals  to  sell  off  its 
technology  assets  after  holding  a 
public  auction.  The  leper,  Belgium- 
based  company,  which  had  been  put 
in  the  hands  of  liquidators  by  a  Bel¬ 
gian  court,  said  most  of  its  core  op¬ 
erations  will  be  bought  by  Peabody, 
Mass.-based  ScanSoft  Inc.  for 
S13.5  million  in  cash  and  notes,  as 
well  as  7.4  million  shares  of  stock. 


Short  Takes 

Westboro,  Mass.-based  ASCENTIAL 
SOFTWARE  CORP.  bought  TOR¬ 
RENT  SYSTEMS  INC.,  a  Cambridge, 
Mass.-based  developer  of  parallel 
processing  software  aimed  at  data 
analysis  users,  for  S46  million. 

. . .  The  Wakefield,  Mass.-based 
APPLICATION  SERVICE  PROVIDER 
INDUSTRY  CONSORTIUM  agreed 
to  become  part  of  the  Oakbrook 
Terrace,  lll.-based  COMPUTING 
INDUSTRY  TRADE  ASSOCIATION. 


NEWSINDUSTRY 


SAP  to  Shift  More 
Users  to  Resellers 


ERP  vendor  will  target  medium-size 

companies  in  U.S.  through  indirect  sales 


BY  MARC  L.  SONGINI 

OOKING  TO  pump  up 
sales  of  its  software 
to  midsize  compa¬ 
nies  while  focusing 
its  own  sales  force 
on  larger  users,  SAP  AG  last 
week  announced  plans  to  hand 
off  its  U.S.  customers  that  have 
annual  revenue  of  under  $500 
million  to  an  expanded  reseller 
network. 

Seven  resellers  currently 
handle  sales  to  companies  that 
have  $200  million  or  less  in 
revenue,  while  SAP  sells  di¬ 
rectly  to  larger  companies  and 
their  subsidiaries.  But  the  ven¬ 
dor  of  enterprise  resource 
planning  (ERP)  software  and 
other  applications  said  it  will 
start  relying  more  heavily  on 


channel  partners  in  the  mid¬ 
market. 

According  to  executives  at 
SAP  America  Inc.  in  Newtown 
Square,  Pa.,  the  new  sales  ap¬ 
proach  will  take  effect  Jan.  1. 
SAP  will  gradually  transfer  ex¬ 
isting  customers  with  annual 
revenues  below  $500  million  to 
the  resellers,  which  will  be  cer¬ 
tified  to  handle  larger  software 
implementations  than  they  do 
now. 

SAP  said  it  also  plans  to  sign 
up  additional  resellers  for  spe¬ 
cific  industries  or  geographic 
regions,  with  an  emphasis  on 
software  developers  that  can 
offer  their  own  packages  along 
with  its  applications. 

The  changes  will  leave  SAP’s 
internal  sales  force  free  to  deal 


with  large  customers  and  give 
it  more  time  to  sell  the  compa¬ 
ny’s  newer  customer  relation¬ 
ship  management  and  supply 
chain  applications,  said  Allen 
Brault,  senior  vice  president  of 
SAP  America’s  small  and 
medium-size  business  unit. 

In  October,  SAP  lowered  its 
sales  projections  and  said  it 
was  accelerating  cost-cutting 
plans,  particularly  in  the  U.S. 
But  Brault  said  the  sales  re¬ 
structuring  wasn’t  prompted 
by  the  reduced  forecast. 

Key  Market  for  New  Sales 

Like  ERP  rivals  such  as  Ora¬ 
cle  Corp.  and  Pleasanton, 
Calif. -based  PeopleSoft  Inc., 
SAP  is  looking  at  medium-size 
users  as  a  key  market  for  new 
sales.  The  under-$500  million 
category  already  accounts  for 
58%  of  SAP’s  total  software  in¬ 
stallations,  the  company  said. 

Even  so,  SAP  hasn’t  been  a 


Microsoft  Revises  Software 
Licensing  Program  for  ASPs 


Prices  cut ,  but  users 
may  not  see  savings 

BY  JAIKUMAR  VIJAYAN 

Microsoft  Corp.  has  quietly 
tweaked  its  software  licensing 
program  for  application  ser¬ 
vice  providers  (ASP)  in  an  ef¬ 
fort  to  make  it  cheaper  and 
more  predictable  for  hosting 
companies  to  rent  its  products 
and  run  them  for  corporate 
users. 

The  changes,  which  took  ef¬ 
fect  Nov.  1,  include  price  cuts 
on  key  Microsoft  products, 
such  as  Exchange  and  SQL 
Server,  as  well  as  modified 
terms  of  use  on  the  software. 
Microsoft  also  committed  to 
change  the  ASP  license  fees 


only  once  each  year,  with  the 
next  revision  not  scheduled  to 
take  place  until  January  2003. 

In  addition,  the  company 
said  there  will  no  longer  be  any 
difference  between  the  fees 
charged  to  ASPs  and  those 
charged  to  users  who  license 
software  directly  from  Micro¬ 
soft  and  then  have  it  hosted  by 
a  service  provider.  Previously, 
ASPs  paid  a  higher  price  than 
such  users  did. 

Under  the  new  program,  Mi¬ 
crosoft  lowered  the  monthly 
fee  it  charges  ASPs  for  the 
hosted  version  of  Exchange 
messaging  software  from  $4.39 
for  each  connected  end  user  to 
$3.25.  Microsoft  also  cut 
monthly  license  fees  for  ASPs 
on  the  enterprise  version  of  its 
SQL  Server  database  from 


AT  A  GLANCE 


Hosting 

Revisions 

Microsoft’s  updated  licensing 
terms  for  ASPs  include  the  fol¬ 
lowing  changes: 

m  Companies  that  want  to  enroll  in  the  pro¬ 
gram  need  to  sign  a  new  Services  Provider 
License  Agreement. 

■  The  license  fees  charged  to  ASPs  have 
been  cut  on  some  products  and  will  be  re¬ 
vised  only  once  annually,  in  January. 

■  ASP  pricing  is  now  consistent  with 
Microsoft's  fees  for  corporate  users  who 
license  the  software  themselves  and  have  it 
run  by  hosting  firms. 


$999  per  processor  to  $699. 

But  it’s  not  clear  if  Micro¬ 
soft’s  price  reductions  will 
trickle  down  to  users  who  rely 
on  ASPs,  said  Dwight  Davis,  an 
analyst  at  Bostort-based  Sum¬ 
mit  Strategies  Inc.  Software 
costs  are  just  one  component 
of  the  overall  fees  that  ASPs 
charge  their  customers,  Davis 
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A  Little  Help  Here 

SAP’s  new  midmarket  push 
includes  the  following  moves: 

■  Resellers  will  take  over 
responsibility  for  all  sales  to 

U.S.-based  customers  with  annual 
revenues  under  $500  million. 

■  SAP’s  existing  network  of  seven 
resellers  will  be  expanded  to  in¬ 
clude  more  channel  partners 
focused  on  specific  industries  or 
geographic  areas. 


big  player  thus  far  in  the  U.S. 
midmarket,  except  among 
companies  that  are  sub¬ 
sidiaries  or  affiliates  of  its  top- 
tier  users,  said  Joshua  Green- 
baum,  an  analyst  at  Enterprise 
Applications  Consulting  in 
Daly  City,  Calif.  SAP’s  resellers 
have  been  “a  major  weak 
point”  in  its  strategy,  he  added. 

But  SAP  has  been  working 
this  year  to  beef  up  training 
programs  for  resellers,  said 
Sharon  Ward,  an  analyst  at 
Hurwitz  Group  Inc.  in  Fram¬ 
ingham,  Mass.  Smaller  cus¬ 
tomers  should  be  able  to  get  a 
high  level  of  service  under  the 
new  plan,  Ward  said.  I 


said.  Some  service  providers 
may  just  use  the  lower  prices 
as  an  opportunity  to  shore  up 
their  profit  margins,  he  added. 

Microsoft’s  new  Service 
Provider  License  Agreement 
(SPLA)  updates  licensing 
terms  that  were  put  in  place  in 
August  of  last  year.  The 
changes  are  based  on  feedback 
gathered  from  ASPs  and  host¬ 
ing  firms,  said  Reed  Overfelt, 
director  of  hosting  and  appli¬ 
cation  services  at  Microsoft. 

Along  with  the  pricing 
changes,  Microsoft  tried  to 
simplify  software  usage  rights 
for  ASPs,  Overfelt  said.  Previ¬ 
ous  wording  that  required 
ASPs  to  pay  for  new  versions 
of  Microsoft’s  products  even  if 
their  customers  weren’t  using 
those  releases  has  been 
cleaned  up,  he  said. 

A  new  Web-based  tool  sup¬ 
plied  under  the  SPLA  also 
should  make  it  easier  for  ASPs 
to  report  software  usage  to  Mi¬ 
crosoft  for  billing  purposes,  ac¬ 
cording  to  Overfelt.  > 


You're  right,  Dell  doesn't  have  one  service  person  with  all  the  answers. 
There  are  thousands  more  where  Carl  came  from. 
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Dell  J  Enterprise 

I  am  Dell  Enterprise.  PowerEdge™  servers,  storage,  infrastructure  software,  and  Premier  Enterprise  Services. 

And  I  am  backed  by  thousands  of  service  and  support  people:  on-site,  online  and  on  the  phone.  Each  able  to  point  to  the 
solution,  instead  of  pointing  fingers.  Surprised?  You  shouldn't  be.  Because  when  Dell  builds  your  custom  Intel®  processor- 
based  server  and  storage  solution,  Dell  also  builds  a  total  knowledge  base.  From  configs  to  upgrades  to  service,  Dell  puts  your 
entire  history  at  your  support  team’s  fingertips,  24/7.  All  it  takes  is  one  walk  down  the  hall,  one  e-mail  or  one  phone  call  to 
start  answering  your  questions.  So  you  can  increase  uptime.  Speed  deployment.  And  cut  costs. 

That's  why  Dell  is  ranked  #1  in  customer  satisfaction  for  Intel®  processor-based  servers*  To  learn  what  customers 
and  analysts  are  saying  about  Dell  Enterprise,  visit  us  at  dell.com/enterprise3. 


Total  accountability.  On-site,  online,  on  the  phone.  Easy  as 


DOLL 


Call  1 -877-430-DELL  or  visit  www.dell.com/enterprise3 
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MARYFRAN  JOHNSON 


Stalwart  Start-ups 

ONCE  RECESSION  ARRIVES,  what  drops  out  of  style 
among  high-tech  start-ups?  Innovation?  Enthusiasm? 
Customer  focus?  “None  of  the  above”  would  be  my  an¬ 
swer,  after  reading  our  Cover  Story  last  week  on  Emerg¬ 
ing  Companies  to  Watch  in  2002  (also  at  Computerworld - 


com ).  While  spending  has  indeed 
shifted  to  technologies  that  deliver 
quicker  payback  or  greater  cost  sav¬ 
ings,  the  drive  to  find  new  applica¬ 
tions  of  technology  to  improve  busi¬ 
ness  continues  at  a  brisk  pace. 

For  the  past  three  years,  Computer- 
world  has  culled  a  list  of  100  high- 
potential  start-ups  —  with  corporate 
IT  managers  in  mind  —  from  hun¬ 
dreds  of  nominations.  But  with  the 
economy  limping  this  year,  we  won¬ 
dered  if  the  pickings  would  be  sadly 
slim.  Happily,  that  wasn’t  the  case. 

More  than  450  young  companies  pitched  their 
products  and  services  for  evaluation  by  our  panel 
of  outside  IT  experts. 

The  IT  customers  working  with  the  fledgling 
vendors  in  this  year’s  crop  include  some  power¬ 
house  user  companies  such  as  Nike,  Alaska  Air¬ 
lines,  Staples,  Penn  Mutual  Life  Insurance  and 
Duke  Energy.  In  some  cases,  an  unknown  start-up 
managed  to  win  business  from  billion-dollar  rivals 
with  decades  of  experience.  “They  made  me  feel 


like  I’m  their  most  important  cus¬ 
tomer,”  said  Nike  project  manager 
Ricky  Coronel,  whose  search  for  a  new 
data  warehousing  tool  led  him  to  tiny 
DecisionPoint  Applications  Inc.  in 
Beaverton,  Ore. 

We  found  that  IT  shops  daring  to  do 
business  with  new  ventures  also  put 
them  through  more  rigorous  paces  this 
year.  They  checked  out  references 
from  other  customers.  They  got  to 
know  the  CEO,  the  management  team 
and  the  top  technologists.  They  nego¬ 
tiated  contracts  more  carefully  and  put 
new  software  code  in  escrow  for  protection. 

The  economy  seems  to  be  forging  more  strength 
among  the  surviving  start-ups,  even  as  venture 
funding  dries  up.  Those  left  are  likely  to  have  more 
durable,  unique  or  truly  innovative  technologies. 

So  if  your  company  is  looking  seriously  at  a 
start-up  for  that  next  IT  project,  read  our  Emerg¬ 
ing  Companies  2002  report  and  see  what  your 
peers  have  to  recommend.  You  may  find,  as  many 
of  them  did,  that  silver  linings  are  back  in  style.  > 
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PIMM  FOX 

CRM  Nightmare 
Will  Go  Away 

DESPITE  LOTS  OF  money  (typical¬ 
ly  $5,000  a  seat  and  $2  million  to 
$5  million  per  deployment),  many 
companies  haven’t  seen  a  return  on  their 
CRM  installations.  Gartner  estimates 
that  50%  of  the  installed  CRM  systems  don’t  ful¬ 
fill  their  promises. 

There  are  several  reasons 
for  —  and  as  many  solu¬ 
tions  to  —  the  CRM  tangle. 

Denis  Pombriant,  re¬ 
search  director  for  CRM  at 
Aberdeen  Group,  says  that, 
to  get  an  integrated  view  of 
the  customer,  early  CRM 
systems  required  data  con¬ 
version  when  consolidating 
data  from  multiple  legacy 
systems.  For  example,  orga¬ 
nizations  might  have  sales 
and  customer  data  in  separate  systems,  each  of 
which  a  sales  rep  would  have  to  log  in  to  for  a 
complete  view  of  the  customer. 

At  the  enterprise  level,  CRM  software  is  just 
plain  difficult.  A  company  that  has  a  DB2  data¬ 
base  of  payment  history  on  an  IBM  mainframe 
communicates  with  point-of-sale  and  processing 
locations  such  as  loan  offices  via  MQSeries.  If 
you’ve  opted  for  a  heavyweight  CRM  suite  from 
Siebel  Systems,  you’ll  also  invest  in  an  MQSeries 
module  for  $100,000  to  $1  million.  And  you’ll 
hard-wire  and  hard-code  the  two  systems  togeth¬ 
er  to  connect  the  Siebel  suite  to  the  mainframe 
and  the  MQSeries  locations. 

And  with  multiple  databases,  FTPing  informa¬ 
tion  back  and  forth  from  a  Sun  box  to  an  NT  ma¬ 
chine  will  mean  time  and  money  running  data  rec¬ 
onciliations.  There’s  custom  coding  to  pay  for,  too. 
But  this  isn’t  the  worst  problem. 

The  mother  of  all  headaches  is  that  the  sales 
folks  don’t  use  the  CRM  system.  They  complain 
that  it’s  complicated,  doesn’t  personalize  their 
data  or  doesn’t  work  on  the  road. 

There  is  hope,  but  it  means  rethinking  CRM. 
ASP  models  for  Web-based  CRM  systems,  such 
as  sales  force  automation,  let  you  rent  software 
for  as  little  as  $65  per  month  per  user.  Salesforce.- 
com  (with  3,400  customers),  UpShot  and  Salesnet 
offer  software  as  a  service.  The  benefits  are  quick 
ROI,  no  software  to  buy  and  no  installation. 
Another  approach  from  Siebel  and  ERP  ven- 
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dors  such  as  SAP,  Oracle,  and  PeopleSoft  is  to  de¬ 
liver  CRM  via  ASPs. 

There’s  also  modular  design  employing  Java- 
Beans  (rather  than  C,  C++  or  Visual  Basic  code) 
with  integration  into  legacy  environments.  This 
approach  lets  vendors  leave  legacy  data  where  it 
is.  A  CRM  module  can  focus  on  specific  work- 
flow  processing  and  business  rules.  Dorado  Corp. 
is  doing  this  in  the  financial  services  industry. 

CRM  has  disappointed,  but  there  is  a  way  out 
of  the  mess.  I 

THORNTON  MAY 

In  Search  of 
Better  Relations 
For  Vendors,  CIOs 

A  CIO  RECENTLY  asked  me,  “Have 
you  noticed,  during  these  difficult 
economic  times,  that  many  ven¬ 
dor  sales  and  marketing  people  have 
adopted  truly  horrible  behaviors?” 

I  had  heard  rumblings,  but  nothing  specific. 
Phone  interviews  with  high-profile  CIOs  indicat¬ 
ed  that  second-tier  vendors  were  becoming  des¬ 
perate,  resorting  to  aggressive  telemarketing  and 
semiethical  modes  of  obtaining  access,  such  as 
hanging  out  at  school  events  for  CIOs’  children, 
hoping  for  “chance”  encounters.  One  CIO  said  he 
felt  he  was  being  stalked  by  vendors’  salespeople. 
Other  CIOs  empathize,  saying  they  feel  like  hunt¬ 
ed  animals  when  they  en¬ 
ter  environments  where 
vendor  reps  might  have  ac¬ 
cess  to  them.  These  us-vs.- 
them  comments  precipitat¬ 
ed  a  ministudy  of  the  cur¬ 
rent  state  of  the  relation¬ 
ship  between  CIOs  and 
vendors,  sponsored  by 
Charles  River  Ventures  and 
Toffler  Associates. 

Seeking  a  balanced  per¬ 
spective,  we  contacted  ven¬ 
dors,  CIOs,  early-stage 
start-ups,  venture  capital¬ 
ists,  academics,  journalists,  consultants,  systems 
integrators  and  analysts. 

The  results?  There’s  good  news,  and  there’s  ex¬ 
tremely  bad  news. 

First,  the  good  news:  All  227  study  participants 
agreed  that,  despite  the  bad  economy: 

■  CIOs  are  continuing  to  search  for  and  buy  inno¬ 
vative  and  cost-effective  solutions  to  specific 
problems. 

■  Many  vendors  have  innovative  and  cost-effec¬ 
tive  products  that  should  be  deployed. 

Now  for  the  bad  news:  No  one  is  happy  or  opti- 
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mistic  about  the  current  situation.  Indeed,  the  61 
CIOs  we  talked  to  said  90%  to  95%  of  the  vendor 
sales  reps  they  come  in  contact  with  are  “an  ab¬ 
solute  waste  of  time.”  Do  the  vendors  know  this? 

Everyone  agreed  that  there  must  be  a  new  ap¬ 
proach  to  matching  IT  supply  to  business  de¬ 
mand.  Searching  for  root  causes  uncovered  sever¬ 
al  categories  of  investigation: 

Asynchronous  knowledge.  The  vendor  doesn’t  know 
or  understand  the  customer’s  business.  The  cus¬ 
tomer  doesn’t  know  or  understand  the  vendor’s 
technology  or  product.  How  can  we  get  the  right 
people  talking  about  the  right  problems?  Trade 
shows,  direct-mail  giveaways  and  dedicated  sales 
forces  aren’t  getting  it  done,  the  survey  found. 
Economics  of  new  technologies.  A  deep-thinking  CIO 
at  a  major  financial  institution  observed  that  per¬ 
haps  the  IT  environment  is  to  blame  for  the  ven- 
dor-CIO  disconnect.  High-margin,  long-life  cycle 
technologies  gave  vendors  like  IBM  the  excess 
cash  flow  to  educate  their  customers  and  sales¬ 
people.  In  a  world  of  semidisposable  technology 
with  abbreviated  life  cycles,  is  it  economically 
feasible  to  have  an  educated  sales  force?  Con¬ 


versely,  what’s  the  value  of  having  a  sales  force 
that  doesn’t  speak  the  customer’s  language? 

Addiction  to  subscription  research.  Many  vendor  reps 
in  the  survey  noted  that  they  must  spend  their 
limited  “customer  awareness”  budgets  by  courting 
such  companies  as  Giga,  Forrester  and  Gartner, 
leaving  little  money  to  educate  their  sales  forces 
on  specific  customer  problems  and  opportunities. 
An  executive  at  a  major  ERP  vendor  suggested, 
“Instead  of  going  through  a  subscription  research 
firm,  which  ends  up  genericizing  and  muddying 
the  waters  with  their  own  agendas,  a  [customer 
and  vendor]  forum  that  provides  direct  guidance 
would  be  of  tremendous  value”  for  CIOs. 

CIO  ignorance.  Vendors  point  out  that  many  CIOs 
are  too  busy  to  really  understand  the  problems  or 
creatively  exploit  opportunities  provided  by  de¬ 
ploying  new  technologies.  In  the  absence  of  a  fo¬ 
rum  in  which  both  sides  can  collaborate  on  solu¬ 
tions,  many  vendors  just  sell  what  they  have. 

All  of  us  have  a  vested  interest  in  improving  re¬ 
lations  between  vendors  and  buyers.  By  raising 
the  issue  and  provoking  dialogue,  I  hope  we  can 
move  the  ball  forward.  ► 


READERS’ LETTERS 


UCUA  and  Consumers 

Your  story  on  the 
recent  UCITA 
drafting  commit¬ 
tee  meeting  in  Washing¬ 
ton  [“Bar  Association 
Hears  Debate  Over  LO¬ 
TA,”  Computerworld.com, 
Nov.  19]  failed  to  mention 
committee  Chairman 
Connie  Ring’s  extraordi¬ 
nary  pledge  that  existing 
consumer  protections 
won’t  be  usurped  by 
UCITA,  as  critics  allege. 
At  the  meeting,  which  I 
attended,  consumer  ad¬ 
vocates  continued  to  ar¬ 
gue  that  UCITA  transac¬ 
tions  would  not  be  gov¬ 
erned  by  existing  state 
consumer  laws  because 
they  govern  “sales  of 
goods,”  while  UCITA 
governs  “licenses  in 
computer  information.” 
George  Graff,  a  member 
of  the  ABA  Working 
Group,  correctly  noted 
that  if  this  is  the  concern, 
then  UCITA  is  not  the 
problem.  Rather,  state 
consumer  protections 
must  be  bolstered  to  ap¬ 
ply  both  to  sales  of  goods 
and  to  licenses  in  com¬ 


puter  information. 
Indeed,  this  is  precisely 
the  step  that  Virginia 
took  when  it  enacted 
UCITA  in  2000.  It  ap¬ 
pears,  therefore,  that 
UCITA  has  done  its  part 
by  recognizing  the  su¬ 
premacy  of  existing  state 
consumer  protection  law. 
The  states  now  must  en¬ 
sure  that  no  gap  remains 
in  such  coverage. 

William  R.  Denny 
Chairman 

Delaware  State  Bar  Associa¬ 
tion  Task  Force  on  UCITA 
Wilmington 


I  TAKE  EXCEPTION  to 
Patricia  Keefe’s  char¬ 
acterization  of  the  HP 
e3000  as  a  fossil  [“Stum¬ 
bling  at  the  Altar,”  News 
Opinion,  Nov.  26],  That’s 
like  calling  the  IBM 
S/390  a  40-year-old  fossil 
simply  because  of  its 
compatibility  with  the 
OS/360.  The  S/390  hard¬ 
ly  resembles  an  S/360-20 
from  the  early  ’60s,  and 
current  HP  3000s  are 
similarly  more  advanced 
than  their  30-year-old 


predecessors.  The  hard¬ 
ware  is  current  technolo¬ 
gy,  and  the  operating 
system  has  been  greatly 
enhanced  and  modern¬ 
ized  over  the  years.  The 
reason  the  HP  3000  is 
still  in  use  in  tens  of 
thousands  of  installa¬ 
tions  isn’t  resistance  to 
change;  it’s  the  fact  that 
the  HP  3000  is  one  of  the 
best-performing,  most 
reliable  and  easiest-to- 
maintain  OLTP  plat¬ 
forms  in  existence.  It  is 
also  perhaps  the  best  ex¬ 
ample  of how  open  a 
proprietary  OS  can  be. 
John  Clogg 
Systems  administrator 
Sandpoint,  Idaho 


What  About  Linux? 

IN  the  entire  Special 
Report  on  server  op¬ 
erating  systems 
[“Sleepy  No  More,” 
Knowledge  Center,  Nov. 
19],  I  found  very  little 
discussing  Linux,  and 
even  less  on  Java,  though 
both  are  proven  and 
largely  accepted  tech¬ 
nologies  in  the  realm  of 
Web  applications.  In  the 


discussion  on  Linux, 
there  was  little  meat, 
leading  me  to  believe 
that  there  is  either  a  lack 
of  knowledge  on  your 
team  of  Linux  and  what 
is  available  for  it,  or 
some  prejudice.  Seeing 
your  tendency  toward 
Microsoft  technologies,  I 
suppose  it’s  both.  I  am 
beginning  to  think  that 
your  intended  audience 
doesn’t  include  thinking 
people. 

Matthew  Carpenter 

Network  consultant/support 
engineer 

Grand  Rapids,  Mich. 

COMPUTERWORLD  welcomes 
comments  from  its  readers. 
Letters  will  be  edited  for  brevity 
and  clarity.  They  should  be  ad¬ 
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editor,  Computerworld,  P0  Box 
9171, 500  Old  Connecticut  Path, 
Framingham,  Mass.  01701. 
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We  never  tire  of  hearing  it:  Six  months  after  its  unprecedented 
introduction,  the  Sun  Fire™  6800  is  still  the  only  midrange 
server  that  delivers  the  mainframe-class  features  you  need 
to  consolidate  mission-critical  data  center  applications-at 
31%  better  price  performance  than  IBM’s  p690?  And  every 
Sun  server  runs  on  the  Solaris™/SPARC™  architecture,  making 
them  compatible  from  the  desktop  to  the  data  center.  So  you 
use  the  same  tools,  applications,  administration  and  resources  to  deploy  and  manage  each  one-and  that 
means  unsurpassed  investment  protection  for  you.  Reason  enough  why  Sun  now  leads  IBM,  as  well  as  HP, 
in  both  UNIX*  midrange  server  revenue  and  shipments?  And  why  Sun  now  leads  IBM,  as  well  as  HP,  in  both 
UNIX  midrange  server  revenue  and  shipments.  Sorry,  we  couldn’t  resist  repeating  that. 


MIDRANGE  SERVER  COMPARISON 

Sun  Fire" 

6800 

IBM  p690 

Hardware  fault-isolated 

Yes 

No 

partitioning 

Hot-swappable  CPU/memory 

Yes 

No 

OS  live  upgrades 

Yes 

Yes 

Full  hardware  redundancy 

Yes 

No 

take  it  to  the  o" 


microsystems 


1.  Based  on  the  server  list  prices  of  the  configurations  used  in  the  SPECjbb2000  benchmark.  2.  Based  on  the  IDC  Q2CY01  Server  Tracker  Report.  9/7/01. 
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PAUL  A.  STRASSMANN 

Fighting  McKinsey 

THE  RECENT  MCKINSEY  &  CO.  REPORT,  “IT  and  Productivity,” 
pours  cold  water  on  the  widespread  belief  that  IT  has  im¬ 
proved  productivity.  Here  are  a  few  parts  of  the  report  that 
executives  might  use  during  the  next  budget  review  to  knock 
down  your  spending  requests: 


■  “IT  investments  did  not  have  an  impact  on  produc¬ 
tivity  in  53  out  of  59  economic  sectors.” 

■  “The  relationship  between  IT  and  productivity  im¬ 
provement  is  murky.” 

■  “Except  in  rare  cases,  IT  did  not  produce  dramatic 
increases  in  labor  productivity.” 

The  report  legitimizes  a  shift  from  an  era  of  gener¬ 
ous  IT  funding  to  one  of  doubts  about  anything  you 
promise.  If  you’re  watching  IT  budget  requests  for 
2002  get  shredded,  what  can  you  do?  Here  are  some 
flaws  in  the  McKinsey  findings  that  you  can  exploit: 

Productivity  is  firm-specific,  not  sector-specific.  McKin¬ 
sey  associates  99%  of  IT  productivity  growth  with 
six  “jumping”  economic  sectors  (retail,  wholesale, 
securities,  telecommunications,  semiconductors  and 
computer  manufacturing),  then  dismisses  productiv¬ 
ity  gains  in  53  other  sectors.  But  actually,  productiv¬ 
ity  gains  from  IT  are  company-specific  and  shouldn’t 
be  generalized  to  an  economic  sector.  There  are 
abysmal  failures  in  the  application  of  IT  among  re¬ 
tailers,  for  instance,  yet  there  are  also  spectacular 
gains  in  the  steel  industry. 

Even  the  favorable  gains  are  smaller  than  claimed.  McKin¬ 
sey  attributes  30%  of  the  value  of  the  economy  to  the 
jumping  sectors,  leaving  the  remaining  70%  with 
only  small  productivity  gains,  offset  by  comparable 
losses.  I  found  detailed  sectoral  data  for 
7,719  U.S.  corporations  with  total  1999 
profits  of  $417.3  billion.  According  to  my 
data,  the  six  jumping  sectors  accounted 
for  only  16.4%  of  the  economy.  And  the  in¬ 
clusion  of  three  sectors  is  based  on  ques¬ 
tionable  measures.  For  instance,  the  secu¬ 
rities  sector’s  measure  of  output  reflects 
rising  stock  prices  based  on  investor  psy¬ 
chology,  not  IT  investments.  If  the  ques¬ 
tionable  sectors  are  removed  from  the  cal¬ 
culations,  the  jumping  sectors  account  for 
only  a  very  small  share  of  the  economy. 

Reliance  on  federal  statistics  is  questionable. 

The  McKinsey  conclusions  are  based  en¬ 
tirely  on  contradictory  government  statis¬ 
tics  regarding  productivity  gains,  as  evi¬ 


denced  by  frequent  after-the-fact  revisions  of  pub¬ 
lished  productivity  data.  Thus,  McKinsey  uses  data 
similar  to  what  Alan  Greenspan  and  other  econo¬ 
mists  have  used  to  assert  that  IT  was  the  engine  that 
would  assure  remarkable  further  productivity  gains 
[Business  Opinion,  June  7, 1999],  Only  corporate- 
level  financial  reports  are  sufficiently  reliable  and 
consistent  for  judging  actual  productivity  gains. 
Government-issued  statistics  represent  averages, 
whereas  the  effective  uses  of  IT  are  highly  concen¬ 
trated  in  a  small  number  of  leading-edge  firms.  The 
report  doesn’t  discriminate  among  individual  pat¬ 
terns  of  success  or  failure  to  make  the  data  useful. 
Labor  productivity  isn’t  a  measure  of  IT  productivity.  The 
McKinsey  analysis  uses  an  obsolete  view  of  labor 
productivity:  measured  in  labor  hours  per  capita  or 
in  terms  of  people  employed  in  production.  Corpora¬ 
tions  measure  IT’s  contributions  based  on  how  they 
affect  profits.  Management  makes  investment  deci¬ 
sions  based  on  cash  flow  that  includes  employee  com¬ 
pensation  as  well  as  the  cost  of  capital.  Since  salaries 
in  sectors  such  as  banking  rose  much  faster  than 
revenues  during  the  past  decade,  head  count-based 
ratios  are  meaningless.  Also,  a  rising  outsourcing  of 
services  renders  the  man-hour  ratios  unreliable. 


If  someone  hits  you  with  the  McKinsey 
findings  during  budget  deliberations,  take 
the  position  that  McKinsey’s  conclusions 
are  irrelevant  and  can’t  be  applied  to  your 
firm’s  conditions.  Your  budget  proposals 
should  be  judged  solely  on  how  they  con¬ 
tribute  to  your  shareholder  value. 

You’ll  also  have  to  produce  credible 
numbers  that  show  how  your  IT  spending 
contributes  to  profits.  You  didn’t  need 
McKinsey  to  do  that,  but  from  now  on, 
getting  more  money  for  IT  will  be  hard. 
Accept  the  McKinsey  study  as  a  warning 
to  prepare  for  coming  budget  battles.  • 

MORE  ?iS  ISSUE 

For  more  on  the  McKinsey  report,  see  page  36. 


Implications 


he  sees  as  flaws  in 
the  McKinsey  report, 
he  agrees  with  its 
broader  conclusion  that 
IT  spending  and  produc¬ 
tivity  are  related. 
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Kamen  spassov  has  already  seen 

hope  vanish.  He’s  seen  100%  inflation 
in  a  single  day.  He’s  seen  computer  fac¬ 
tories  shut  their  doors  or  get  recycled 
into  refrigerator  warehouses.  He’s  seen 
his  homeland,  Bulgaria,  turn  into  a  land 

of  despair. 

“After  the  end  of  the  Cold  War,  it  was  all  gone,”  he 
says.  “At  the  beginning,  there  was  great  hope.  But  af¬ 
ter  a  while,  people  just  left.  Who  cares  about  buying 
computers  at  such  a  time?  The  vast  majority  of  scien¬ 
tists  and  engineers  came  to  the  U.S.” 

Like  his  peers,  Spassov,  a  former  electrical  engineer, 
IT  magazine  editor  and  IBM  account  manager  in  Bul¬ 
garia,  packed  up  his  wife  and  two  children  in  1999 
and  headed  to  the  U.S.  to  find  new  hope  for  a  better 
life.  And  he  did.  He  earned  an  MBA,  landed  a  well¬ 
paying  job  and  secured  an  H-1B  visa  so  he  could  keep 
his  family  in  the  country,  long  enough,  he  hoped,  to 
get  a  green  card.  But  in  November,  Spassov  found 
himself  back  where  he  started  —  unemployed,  in  Bul¬ 
garia  with  his  family,  wishing  he  could  get  to  the  U.S. 

Welcome  to  the  H-1B  roller  coaster.  A  year  ago, 
foreign  workers  were  in  such  demand  that  the  gov¬ 
ernment  raised  the  cap  on  H-1B  visas  —  temporary 
work  permits  for  highly  skilled  people,  including  IT 
professionals  —  from  115,000  to  195,000.  But  as  the 
economy  continues  its  tailspin  and  more  than  1  mil¬ 
lion  American  workers  have  been  laid  off,  the  nation¬ 
al  debate  over  H-1B  visas  has  again  picked  up  steam. 

Critics  argue  that  since  there  aren’t  enough  jobs 
for  Americans,  the  last  thing  the  government  should 
do  is  let  more  foreigners  into  the  country  to  work. 

But  H-1B  proponents  counter  that  cutting  off  the  sup¬ 
ply  of  H-1B  visas  is  simple  discrimination  and  that  all 
workers  —  foreign  or  local  —  should  be  hired  on  the 
basis  of  their  skills. 

Meanwhile,  as  the  debate  rages  on,  many  foreign 
workers  have  found  themselves  not  only  unem¬ 
ployed,  but  also  forced  to  uproot  their  families  once 
again  and  return  home  with  their  heads  hanging  low. 

“Most  Indians  normally  come  on  a  one-way  ticket. 
They  plan  to  settle  in  America,”  says  Xavier  Augustin, 
president  and  CEO  ofY-Axis.com,  a  Hyderabad,  India- 
based  online  resource  for  H-1B  visa  holders.  “So  this 
came  as  a  shock  that  they  had  to  come  back  home.” 

For  many,  it’s  more  than  just  a  letdown,  says  Au¬ 
gustin.  “They’ve  become  Americanized,”  so  their 
entire  lives  are  turned  around  when  they  go  home, 
he  explains.  “There’s  also  a  stigma  attached  in  the 
local  society.  You  came  back  because  you  couldn’t 
make  it  in  America.” 

But  for  many,  the  consequences  are  far  worse  than 


Skilled  foreign  IT  workers  were  lured  by 
the  thousands  for  years.  Now  many  are 
out  of  work  and  finding  they  have  worn 
out  their  welcome.  By  Melissa  Solomon 
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FOREIGN  WORKERS  can  “contribute 
tremendously  to  tin:  success  of  this 
country,  because  wo  .we  motivated 
to  stay,”  says  Kamen  Spassov,  pic¬ 
tured  with  his  family  in  their  apart¬ 
ment  in  Ailiiuitun,  Mass.,  before 
returning  to  Bulgaria  fast  month. 
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a  fall  from  grace.  For  example,  Augustin  has  a  Pak¬ 
istani  friend  who  wants  to  seek  asylum  in  the  U.S. 
because  of  the  war  in  neighboring  Afghanistan.  But 
he’s  afraid  that  his  job  search  will  be  even  more  fruit¬ 
less  because  of  the  fear  and  discrimination  toward 
Muslims  since  the  Sept.  11  terrorist  attacks. 

Many  foreign  workers  face  more  daunting  odds 
than  their  out-of-work  American  peers,  Augustin 
says.  “They  were  the  golden  kids  when  they  were 
taken  from  India,”  he  says.  “They  never  had  to  mar¬ 
ket  themselves  because  they  were  approached  by 
consulting  companies.  These  guys  don’t  know  how 
to  talk  on  the  phone;  they  don’t  know  how  to  write  a 
resume;  they  don’t  know  their  way  around  America.” 
And  if  they’re  out  of  work  for  too  long,  they  will  lose 
their  edge,  he  adds. 

“The  danger  for  a  computer  professional  is  not 
about  money.  It’s  their  knowledge  capital,”  says  Au¬ 
gustin.  “If  they  don’t  work  for  six  months  or  a  year, 
they  become,  in  a  sense,  obsolete.” 

For  Spassov,  being  handed  a  pink  slip  wasn’t  the 
tough  part.  He  had  been  laid  off  a  year  earlier  from 
his  first  U.S.  job  at  Watertown,  Mass.-based  Media- 
Map  Inc.,  a  resource  for  business  and  IT  public  rela¬ 
tions  professionals.  “It  was  much,  much  easier  then,” 
Spassov  says.  After  leaving  MediaMap,  he  landed 
another  job  right  away  and  transferred  his  H-1B  visa 
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By  the  Numbers 


61,591 


65,000' 


The  number  of  approved 
H-1B  visas  since  1993: 
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1997, 1998,  H-1B  cap  at  65,000; 2  Exceeded  the  cap  of  115,000; 3  INS 
stopped  accepting  H-1B  petitions  by  March  due  to  backlog; 4  29,000 
visas  still  pending  by  close  of  fiscal  year. 
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to  his  new  employer,  Manhasset,  N.Y.-based  CMP 
Media  LLC,  where  he  was  product  manager  for  the 
company’s  Techreviews.com  Web  site. 

But  when  he  was  laid  off  from  CMP  in  August,  it  was 
a  different  story.  There  were  far  fewer  jobs  and  far 
more  unemployed  Americans.  And  the  situation  grew 
worse  with  the  Sept.  11  terrorist  attacks,  which  seemed 
to  spark  a  new  sense  of  national  pride  that’s  made  life 
more  difficult  for  foreign  workers  here,  Spassov  says. 

“That  take-care-of-America  sentiment  —  there  is 
something  in  the  air  like  this,”  he  explains. 

“People  are  very  nice,”  Spassov  says,  stressing  how 
welcoming  and  helpful  his  neighbors  in  Arlington, 
Mass.,  were.  “But  when  I  talk  to  people,  I  feel  their 
fear.  They’re  not  afraid  of  me,  but  they  don’t  feel 
comfortable  with  foreigners  in  general.” 


Despite  the  grim  situation,  Spassov  still  clings  to 
hope.  After  all,  “this  is  the  country  with  the  greatest 
opportunities  in  the  world,”  he  says. 

Initially,  he  had  a  choice:  go  back  to  Bulgaria  and 
live  a  relatively  comfortable  life  with  the  few  thou¬ 
sand  dollars  he  had  in  the  bank,  or  stay  in  America 
and  try  to  make  a  go  of  it  while  burning  through  his 
savings.  Spassov  chose  to  stay;  he  applied  for  an  F-l 
student  visa  and  planned  to  work  toward  a  doctorate 
in  computer  science  at  Northeastern  University  in 
Boston.  He  even  landed  a  spot  as  a  teaching  assistant 
—  it  paid  only  20%  of  what  he  was  earning  before, 
but  it  was  something. 

But  that  option  fell  through  in  November.  The  uni¬ 
versity  couldn’t  let  him  work  as  a  teaching  assistant 
because  he  didn’t  have  his  F-l  visa  yet.  He  contacted 
the  U.S.  Immigration  and  Naturalization  Service 
(INS)  about  changing  his  status,  and  he  was  told  it 
would  take  120  to  180  days  to  review  his  petition. 

The  grim  prospects  for  foreign  workers  haven’t 
weakened  the  case  for  H-1B  visas,  says  Harris  Miller, 
president  of  the  Arlington,  Va.-based  Information 
Technology  Association  of  America.  Miller  was  one 
of  the  leaders  of  the  successful  campaign  to  raise  the 
H-1B  cap  last  fall  (after  2003,  the  cap  is  slated  to  re¬ 
turn  to  its  original  level  of  65,000).  “Without  more 
[visas],  we  would  have  been  in  trouble  again,”  he  says. 

There  were  163,200  visas  approved  in  the  govern¬ 
ment’s  fiscal  2001,  which  ended  Sept.  30,  with  anoth¬ 
er  29,000  petitions  pending,  according  to  INS  spokes¬ 
woman  Nancy  Cohen.  Miller  says  he  wouldn’t  be 
surprised  if  the  number  of  applications  drops  in  fis¬ 
cal  2002.  It’s  a  simple  case  of  supply  and  demand. 

“H-1B  [holders]  are  not  exempt  from  the  laws  of 
economics,”  says  Miller.  The  195,000  is  a  cap,  “not  a 
target,”  he  explains.  “What  we’re  arguing  is  that  the 
law  should  be  flexible  enough  that  the  labor  market 
should  decide.” 

But  Spassov  says  U.S.  companies  have  a  lot  to  gain 
by  hiring  foreign  workers.  “We  can  contribute  tremen¬ 
dously  to  the  success  of  this  country,  because  we  are 
motivated  to  stay,”  he  says. 

Spassov  says  he’s  not  sure  what  the  future  holds. 
He’s  just  trying  to  remain  realistic  about  his  options. 

‘America  is  not  the 


To  join  discussions 
relating  to  H-1B 
visas,  please  visit 
our  forum: 

www.computerworid.com/q7a1300 


same,”  says  Augustin. 
“The  charm  of  Ameri¬ 
ca,  the  security  of 
America  is  gone.”  I 


Staying  Focused  on  a  Dream 


For  Mohan  Babu,  the  dream  of  permanent  U.S.  residency 
is  still  alive.  But  his  illusion  of  America  as  the  land  where 
opportunities  abound  is  vanishing  before  his  eyes. 

Within  the  past  year,  Babu,  an  H-1B  visa  holder  from 
Bangalore,  India,  has  seen  friend  after  friend  lose  his  job 
and  pack  his  bags  to  return  home.  “They  had  a  couple  of 
weeks’  notice,"  and  they  had  to  sell  their  cars  and  furniture 
and  go,  says  Babu,  a  Colorado  Springs-based  consultant 
for  Compuware  Corp. 

Like  many  technology  firms,  Farmington  Hills,  Mich.- 
based  Compuware  has  been  affected  by  the  stalled  econ¬ 
omy.  But  much  to  the  surprise  of  its  employees,  the  com¬ 
pany  has  kept  many  of  its  consultants  on  staff  until  the  next 
project  comes  along,  says  Babu. 

“I’m  definitely  worried . . .  because  they  haven't  made  a 
statement  that  they  will  continue  their  policy  indefinitely," 
says  Babu.  Since  his  benefits  and  salary  are  tied  to  the  job 
market,  he’s  already  felt  the  pinch.  "That  has  taken  a  big 
hit,”  he  says.  “A  lot  of  us  were  not  counting  on  this.” 

Still,  Babu  knows  he’s  one  of  the  lucky  ones.  He’s  pretty 
far  along  in  the  green-card  application  process,  so  he  can 
remain  in  the  country  even  if  he  loses  his  job.  But  for  most 
foreigners,  the  prospects  are  grim,  he  says,  adding,  “If  you 
lose  a  job,  you  don’t  just  lose  a  job.  You  lose  visa  status.” 

The  situation  has  affected  every  aspect  of  life  for  the 
foreign  workers  still  in  the  U.S.  “When  times  were  good, 
we  had  a  strong  network,”  says  Babu.  Indians  from  around 
the  U.S.  connected  with  one  another  on  a  social  and  pro¬ 
fessional  level.  But  even  that  network  is  hard  to  tap  now, 
“because  everyone  is  in  the  same  boat,"  he  says. 

-  Melissa  Solomon 


Reducing  Your  Risk 


Xavier  Augustin,  president  and  CEO  of 
Y-Axis.com,  an  online  resource  for  H-1B  visa 
holders,  offers  the  following  tips  for  temporary 
foreign  workers  who  fear  they  may  be  laid  off: 


m  Know  your  rights  with  the  Immigration  and  Naturalization 
Service.  For  example,  if  you  are  about  to  lose  your  H-1B 
status,  you  can  enroll  in  a  college  master’s  program  and 
obtain  an  F-1  student  visa. 

■  Market  yourself  creatively.  Post  your  rdsumO  on  various 
online  job  sites. 

■  Look  for  jobs  in  growing  sectors,  such  as  biotechnology, 
as  well  as  in  secure  traditional  sectors,  such  as  insurance 
and  health  care.  If  you  can’t  find  work  directly  in  IT,  become 
a  teacher.  There  are  thousands  of  teaching  jobs,  especially 
in  science  and  math. 

■  Protect  your  last  dollars.  Start  by  bargaining  with  your 
employer,  who,  for  instance,  is  supposed  to  buy  your  return 
ticket  home.  And  know  when  to  give  up.  Don’t  waste  your 
savings  by  staying  in  the  U.S.  if  odds  are  that  you’ll  have  to 
return  home  anyway.  The  dollar  goes  much  further  abroad 
than  it  does  here. 

■  Be  on  the  lookout  for  new  income  opportunities.  See  if 
your  spouse  can  find  work  or  attend  school  to  learn  a  new 
profession.  Or  consider  moonlighting  or  freelancing. 

■  Consider  emigrating  to  Canada,  Germany  or  Australia,  all 
of  which  offer  wide  options  or  benefits  for  foreign  workers. 


BUSINESS 
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Nurturing  Relationships 

The  Andersons  Inc.  is  a  $1  billion 
agricultural  products  company,  but  it 
has  several  semiautonomous  business 
units  with  small  IT  organizations. 

Judy  Zilka,  IT  architect  at  the  Maumee, 
Ohio-based  company,  also  emphasizes 
the  importance  of  cultivating  relation¬ 
ships  with  IT  vendors’  sales  and  sup¬ 
port  staffs. 

Zilka  said  she  was  surprised  to  get  a 
call  “out  of  the  blue”  from  Microsoft. 
They  said,  ‘We  are  trying  to  get  more 
in  touch  with  small  and  midsize  com¬ 
panies,  and  what  can  we  do  for  you?’  ” 
she  recalls.  That  call  led  to  regular  con¬ 
tacts  between  the  companies,  which 
has  helped  Zilka  with  IT  planning. 


IT  managers  with  tiny  tech  budgets 
have  trouble  gaining  visibility  from 
big  vendors  and  luring  quality  staff 
to  their  small  and  midsize  compa¬ 
nies.  But  tactics  such  as  creative 
bargaining  can  help  put  them  on 
an  equal  footing  with  the  big  guys. 
By  Gary  H.  Anthes 


IT  managers  at  small  and  mid¬ 
size  companies  have  to  work  a 
little  harder  when  it  comes  to  IT. 
Bantam  budgets,  minimal  clout 
with  vendors  and  lack  of  re- 
to  take  on  the  latest  technolo¬ 
gies  all  handicap  IT  leaders  at  smaller 
firms. 

But  IT  managers  at  these  companies 
say  they  have  found  various  ways  to 
compete  with  the  Fortune  1,000,  from 
cross-training  their  staffs  to  enticing 
vendors  with  free  doughnuts. 

For  instance,  Cal  Farley’s  Boys 
Ranch  and  Affiliates  in  Amarillo, 
Texas,  with  an  annual  IT  budget  of  just 
$2  million,  wouldn’t  seem  to  be  the 
kind  of  outfit  to  get  any  special  treat¬ 
ment  from  mammoth  vendors  like 
Microsoft  Corp.  But  Cal  Farley’s,  a 
basic  care  facility  for  at-risk  children, 
happens  to  have  two  Microsoft  Certi¬ 
fied  Systems  Engineers  on  its  IT  staff 
of  19  people. 

“They  have  an  ‘in’  to  Microsoft,” 
says  Bob  Garrett,  CIO  at  Cal  Farley’s. 
“Microsoft  keeps  them  a  little  more 
informed,  and  they  can  get  on  a  hot 
line  and  get  into  some  different  areas 
[better]  than  anybody  else.” 
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Doing  More  With  Less 


Challenge:  Getting  the  atten¬ 
tion  and  support  of  IT  vendors. 
Response:  Cultivate  relation¬ 
ships  with  vendors’  sales  and 
support  people.  Meet  with 
them  regularly  and  make  sure 
that  they  understand  your 
business. 


Challenge:  Getting  the  best 
deals  from  vendors. 
Response:  Be  a  tough  and 
creative  negotiator;  remem¬ 
ber,  you  don’t  have  to  pay 
sticker  price.  Make  sure  sales 
reps  know  your  future  require¬ 
ments  so  they  can  be  on  the 
lookout  for  special  deals. 


Challenge:  Competing  with 
larger  firms  for  IT  staffers. 
Response:  Emphasize  the 
benefits  of  working  for  a 
smaller  IT  shop;  It’s  a  greater 


Meanwhile,  other  big  vendors  have 
been  much  more  standoffish,  Zilka 
says.  That’s  one  reason  why  she  advis¬ 
es  smaller  companies  to  seek  out  ven¬ 
dors  that  are  willing  to  meet  and  work 
with  them  regularly,  and  not  just  when 
they’re  trying  to  make  a  sale.  “Find  the 
closest  vendor  office  and  get  in  touch 
with  your  account  rep,”  says  Zilka. 
“They  may  be  willing  to  help  you,  and 
you  just  don’t  know  it.” 

That  kind  of  proactive  approach  also 
pays  off  at  contract  time,  says  Steve 
Arndt,  IT  vice  president  at  Assisted 
Living  Concepts  Inc.,  a  $139.4  million 
national  provider  of  assisted  living  ser¬ 
vices  in  Portland,  Ore.  Arndt  says  he 
gets  good  financial  deals  from  vendors 
through  tough  and  creative  bargaining, 


opportunity  to  develop  new 
technical  skills  and  to  work 
closely  with  businesspeople. 
Set  high  standards,  even  if 
that  increases  turnover.  Be 
prepared  to  spend  on  training. 


Challenge:  Balancing  new 
and  old  technologies  with  a 
small  staff  and  a  small  budget. 
Response:  Stay  with  main¬ 
stream  technologies  as  much 
as  possible.  Get  funding  by 
tying  a  new  technology  to  a 
mission-critical  system  need 
or  strong  end-user  desires. 
Find  creative  ways  to  keep 
older  technologies  viable. 


Challenge:  Keeping  business 
units  and  IT  in  sync. 
Response:  Have  a  written 
IT  plan  that  all  parties  under¬ 
stand  and  sign  off  on. 


even  though  he  works  for  a  small  com¬ 
pany  with  seemingly  little  negotiating 
clout.  “There’s  a  lot  more  flexibility 
[in  pricing]  than  most  people  realize,” 
he  says.  “Most  people  kind  of  have  the 
Microsoft  view  —  this  is  the  price,  and 
it’s  what  you’ve  got  to  pay.” 

But  when  it  comes  to  technical  and 
sales  support,  being  small  is  a  distinct 
disadvantage,  says  Arndt,  whose  com¬ 
pany’s  annual  IT  budget  is  $1.8  million. 
He  says,  for  example,  that  a  major  PC 
vendor  has  repeatedly  shipped  faulty 
products  to  his  firm  during  the  past 
18  months.  The  systems  rarely  arrive 
configured  as  specified  and  in  some 
cases  have  been  delivered  with  hard¬ 
ware  components  that  don’t  work.  “I 
don’t  think  I’d  have  [those  problems]  if 


I  were  a  larger  company,”  he  says. 

Not  surprisingly,  doughnuts  reign 
supreme  at  Krispy  Kreme  Doughnut 
Corp.  in  Winston-Salem,  N.C.  “The 
way  we  get  the  attention  of  those  [big 
vendors]  is  we  make  sure  they  under¬ 
stand  and  appreciate  the  Krispy  Kreme 
brand,”  says  CIO  Frank  Hood.  “That 
means  you  coming  in  and  sitting  on 
the  same  side  of  the  table,  and  you 
understanding  what  our  business  is. 
And,  at  the  end  of  the  day,  it’s  not 
technology;  it’s  understanding  what 
the  product  means  to  the  consumer.” 

Hood  says  he’s  able  to  bring  in 
representatives  from  big  companies 
such  as  Microsoft  and  Cisco  Systems 
Inc.  at  least  once  per  quarter.  “It 
doesn’t  hurt  when  you  entice  people 
with  free  doughnuts,”  he  says. 

Despite  the  company’s  modest  size 
—  it  reports  an  annual  revenue  of  $301 
million  —  Hood  says  he’s  able  to  get 
good  financial  deals  from  vendors.  He 
does  this  by  networking  extensively 
with  IT  managers  from  a  variety  of  in¬ 
dustries  to  learn  what  to  expect  from 
negotiations  with  vendors. 

Keep  It  Simple 

Smaller  companies  generally  can’t 
afford  to  be  on  the  bleeding  edge  of 
technology.  “It  doesn’t  make  sense  for 
a  small  company  to  go  outside  the 
mainstream,”  Arndt  says.  “So  for  us, 
Microsoft  is  the  simple  choice.” 

Zilka  says  she  wanted  to  bring  her 
Cobol  programmers  into  the  world  of 
Visual  Basic  and  Java  but  couldn’t  free 
up  her  limited  staff  for  the  training 
required.  So  she  looked  for  a  mission- 
critical  business  application  that 
required  those  skills.  “Users  said  they 
wanted  a  point-and-click  interface, 
and  I  said,  ‘I  think  we  can  do  this  with 
Visual  Basic.’  The  only  way  to  move 
forward  with  this  technology  was  to 
tie  it  to  a  business  need,”  she  adds. 

Sometimes,  keeping  things  lean  and 
mean  requires  making  do  with  older 
technology,  Garrett  says.  For  example, 
he  has  kept  some  old  100-MHz  PCs 
productive  —  machines  that  a  larger 
company  might  have  scrapped  —  by 
turning  them  into  thin  clients. 

Hood  says  he  uses  the  same  kind  of 
performance  criteria  at  Krispy  Kreme, 
such  as  return  on  investment,  as  any 
large  firm.  But,  he  notes,  “Our  scale  is 
a  lot  different  than,  say,  an  AT&T.  If 
AT&T  worries  about  a  $20  million 
project  going  south,  we’d  worry  about 
a  $200,000  project  going  south.” 

Arndt  says  he  has  also  been  forced 
to  be  a  bit  more  risk-averse.  “We  don’t 
have  the  luxury  of  missing”  with  a 
project,  he  says.  I 


When  Size 
Matters: 
Recruiting 

Underfunded  IT  shops  are  at  a 
disadvantage  when  it  comes 
to  offering  technicians  big 
salaries.  However,  these  firms 
have  an  edge  in  recruiting  be¬ 
cause  they  can  offer  jobs  with 
more  variety. 

“In  a  smaller  environment  like 
ours,  a  person  is  going  to  get 
the  opportunity  to  explore  a  lot 
more  diverse  technology  than 
they’d  ever  have  in  a  larger 
shop,”  says  Steve  Arndt,  IT  vice 
president  at  Assisted  Living 
Concepts.  “For  the  right  people, 
that  makes  a  big  difference.” 

But  there  is  some  added  risk 
for  IT  employees  at  petite  firms. 
Every  person  is  vitally  impor¬ 
tant,  and  hiring  mistakes  have 
to  be  avoided  at  all  costs,  says 
Arndt,  who  adds  that  he  has 
high  standards  and  isn’t  hesi¬ 
tant  about  cutting  people  loose 
who  don’t  measure  up.  “We  are 
not  afraid  to  let  people  go,  and 
we  have  a  fair  amount  of 
turnover,”  he  says.  “But  that 
really  helps  the  people  who 
[remain],  because  if  you  know 
there  are  high  expectations 
but  that  everyone  around  you 
is  part  of  the  team  and  is  high- 
performing,  it  really  breeds  high 
performance.” 

Judy  Zilka,  IT  architect  at  The 
Andersons,  says  she  has  been 
able  to  attract  strong  recruits 
by  showing  them  they  will 
have  a  chance  to  sharpen  their 
business  skills  as  well  as  their 
technical  acumen.  “Some 
people  want  to  provide  solu¬ 
tions  to  business  problems, 
and  in  smaller  companies,  you 
can  work  one-on-one  with  the 
businesspeople,”  she  says. 

IT  managers  say  these  small 
but  diverse  workforces  bring 
training  demands  with  them. 
“We  have  money  for  profes¬ 
sional  development  programs, 
and  I’ve  been  able  to  convince 
the  board  to  keep  that,”  says 
Bob  Garrett,  CIO  at  Cal  Farley’s 
Boys  Ranch  and  Affiliates.  “The 
smaller  the  organization,  the 
more  versatile  your  people  have 
to  be.” 

-  Gary  H.  Anthes 
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Exactly  when  did  you  stop 
buying  Wintel  servers 
and  start  collecting  them? 


•Based  on  customer  Instances  consolidating  Windows  NT  servers  using  PC  NetLInk.  '’Based  dn  comparable  2-  to  8-way,  700MHz  configurations  as  of  9/4/01  and  10/16/01  (Dell).  Equivalent  configurations  of  all  Dell,  HP  and  IBM  servers  include  the  cost  of  NAS  storage;  all  competitive  8  way  configurations  include  the 
cost  of  Windows  Datacenter.  <£>2001  Sun  Microsystems,  Inc.  All  rights  reserved.  Sun,  Sun  Microsystems,  the  Sun  logo,  Sun  Fire  and  Solaris  are  trademarks  or  registered  trademarks  of  Sun  Microsystems,  Inc.  in  the  United  States  and  other  countries.  All  SPARC  trademarks  are  used  under  license  and  are  trademarks  or 
registered  trademarks  of  SPARC  International,  Inc.  in  the  United  States  and  other  countries.  Products  bearing  SPARC  trademarks  are  based  on  an  architecture  developed  by  Sun  Microsystems,  Inc.  UNIX  is  a  registered  trademark  in  the  United  States  and  other  countries,  exclusively  licensed  through  X/Open  Company,  Ltd. 


Over  a  dozen  Wintel  servers? 

Or  one  Sun  Fire  V880  server? 

The  servers  keep  piling  up.  You  need 
more  power  to  support  your  enterprise, 
but  each  Wintel  server  adds  to  your 
management  complexity  and  overhead 
costs.  And  consolidation?  Too  expensive. 
Well,  with  the  Sun  Fire™  V880  server 
from  Sun,  our  new  2-  to  8-way,  750MHz 
entry  server,  you  can  afford  to 
consolidate  those  dim-bulb  Wintel 
servers  and  dramatically  reduce  the 
cost  and  complexity  of  your  infrastructure. 
How  good  is  it?  Well,  you  can  consolidate 
more  than  a  dozen  Wintel  servers 
onto  a  single  Sun  Fire  V880  server/ 
(No,  it’s  not  a  typo.) 


Consolidate  with  the 
new  entry  server  that 
costs  up  to 

47%  less 

than  an  NT  server. 


Big  brains  in  a  little  box. 

The  Sun  Fire  V880  server  runs  on 
the  award-winning,  incredibly  stable 
Solaris™  Operating  Environment- rated 
the  #1  UNIX'  OE  by  D.H.  Brown  Associates. 
And  because  it’s  built  to  enterprise-level 
standards  (with  scalability  that  beats 
the  pants  off  any  NT-based  server),  you’ll 
get  increased  system  performance  and 
the  reliability  and  security  that  make  it 
perfect  for  consolidating  your  database, 
mail,  ERP,  ecommerce  or  Web  applications. 
All  in  all,  a  great  enterprise-class  server 
for  your  workgroup. 


Better  Performance,  Better  Price'* 


Introducing 
the  New 
Sun  Fire™  V880 
Server 


A  smart  machine 
deserves  a  smart  price. 


Operating 

Environment 

2-way, 

4GB  memory, 

6  disks/36GB 

4-way, 

8GB  memory, 

6  disks/36GB 

8-way, 

32GB  memory 
12  disks/36GB 

$119,995 

Sun  Fire  V880  Proven  Solaris 

$29,995 

$49,995 

Compaq  ML750 

NT 

$45,307 

$66,741 

N/A 

HP  LXr8500 

NT 

$55,261 

$75,471 

$227,192 

IBM  x370 

NT 

$48,305 

$61,635 

$183,851 

Dell  8450 

NT 

$37,260 

$50,940 

$162,987 

With  Sun,  things  are 
simple,  end  to  end. 


The  V  is  for  value,  and  it  shows.  For 
up  to  47%  less  than  a  comparably 
configured  Wintel  server,  the  hardware 
savings  of  the  Sun  Fire  V880  server 
is  just  the  tip  of  the  iceberg.  By 
consolidating  with  the  Sun  Fire  V880 
server,  you’ll  also  save  big  on  adminis¬ 
tration  and  the  software  licensing  fees 
that  come  with  each  and  every  Wintel 
server  you  run.  And  unlike  Windows  NT, 
there  is  no  costly  rebooting  (bet  that 
sounds  good).  This  is  just  the  beginning 
of  a  whole  new  V  series  of  Sun  Fire 
servers  that  brings  you  incredibly  smart 
products  at  competitive  prices. 


I 


By  designing  your  enterprise  around 
Sun  servers,  you  actually  build  in 
simplicity  at  every  level.  That’s  because 
Sun  servers  run  on  the  Solaris/SPARC™ 
architecture,  making  them  compatible 
from  the  smallest  box  to  the  largest 
servers.  Which  means  you  can 
use  the  same  applications,  tools, 
administration  and  resources  up  and 
down  your  enterprise,  radically  cutting 
the  complexity  and  costs  of  your  entire 
infrastructure.  For  more  information 
about  the  Sun  Fire  V880  server,  visit 
an  authorized  Sun  reseller  or  go  to 
www.sun.com/sunfirev880servers. 
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B(x>kRdpews 

How  to  capture  workplace  creativity, 
plan  for  m-business  investments  and 
thrive  in  the  New  Economy. 


The  Business  of  Innovation:  Managing  the 
Corporate  Imagination  for  Maximum  Re¬ 
sults,  by  Roger  Bean  and  Russell  Rad¬ 
ford  (Amacom  Books,  289  pages,  $27.95). 
Innovation  is  a  hallmark  of  any  suc¬ 
cessful  company.  In  this  book,  the  au¬ 
thors,  both  con¬ 
sultants,  draw 
upon  innovation 
at  several  big- 
name  companies 
(such  as  McDon¬ 
ald’s  Corp.,  Toy¬ 
ota  Motor  Corp. 
B?  and  3M  Co.)  to 
F  help  give  man¬ 
agers  and  execu¬ 
tives  guidance  in 
enhancing,  evaluating  and  exploiting 
workforce  creativity. 

For  readers  who  like  to  breeze 
through  a  book,  the  authors  offer  use¬ 
ful  bullet-point  summaries  at  the  end 
of  each  of  the  15  chapters. 

—  Rick  Saia 


D2D  -  Dinosaur  to  Dynamo:  How  20  Estab¬ 
lished  Companies  Are  Winning  in  the  New 
Economy,  by  David  Stauffer  (Capstone 
Publishing  Ltd.,  232  pages,  $27.95). 
Stauffer,  a  business  writer  who  previ¬ 
ously  penned  books  on  America  On¬ 
line  Inc.  and  Cisco  Systems  Inc.,  does  a 
solid  job  of  amassing  case  studies  on 
20  Old  Economy  companies  such  as 
Bertelsmann  AG  and  Merck-Medco 
Managed  Care  LLC  that  have  succeed¬ 
ed  in  making  the  leap  to  the  New 
Economy. 

Although  some 
of  the  companies 
featured  have 
since  fallen  on 
hard  times 
(Enron  Corp.,  for 
example),  Stauf- 
.  fer  nevertheless 
Fdeftly  quantifies 
the  financial  and 
productivity 


gains  that  these  dinosaurs  have  pro¬ 
duced  since  emerging  from  the  tar  pits. 

—  Thomas  Hoffman 


M-Business:  The  Race  to  Mobility,  by  Ravi 
Kalakota  and  Marcia  Robinson  (Mc¬ 
Graw-Hill  Trade,  302  pages,  $24.95).  To 
date,  much  of  the  discussion  surround¬ 
ing  mobile  commerce  has  dwelled  on 
consumer  applications,  such  as  trading 
stocks  via  a  handheld  device  or  order¬ 
ing  a  book  from  Amazon.com  using  a 
PalmPilot. 

But  in  the  trenches  of  corporate 
America,  the  real  focus  has  been  on 
mobil e-business  applications  —  those 
that  allow  airline  mechanics  to  use  a 
handheld  to  check  for  a  needed  part,  or 
utility  workers  to  use  a  wireless  laptop 
to  view  a  customer’s  service  history 

before  handling 
a  service  call, 
for  example. 

In  this  book, 
Kalakota  and 
Robinson,  who 
are  the  CEO 
and  president, 
i  respectively,  of 
IP  Alpharetta,  Ga.- 
r  based  consul¬ 
tancy  e-Busi- 
ness  Strategies, 
offer  readers  advice  about  how  to  plan 
for  and  manage  their  m-business  in¬ 
vestments.  The  book  provides  an  easy- 
to-follow,  modular  design  that  offers 
managers  quick  takeaways  on  every¬ 
thing  from  various  portal  revenue 
models  to  mobile  applications  in  the 
supply  chain. 

Though  the  authors  do  a  credible  job 
of  identifying  the  successes  of  mobile 
pioneers  such  as  United  Parcel  Service 
Inc.  and  NTT  DoCoMo  Inc.,  there’s  lit¬ 
tle  discussion  of  any  mobile-business 
misstarts  or  failures  that  could  have 
provided  readers  with  some  valuable 
lessons. 

—  Thomas  Hoffman 


«/eb  Property,  Pri- 
acy  and  Patents, 

y  Bill  Zoellick 

ment  interest  in  Internet-based  activi¬ 
ties.  Zoellick,  a  consultant  and  author 
of  two  previous  books,  uses  CyberRegs 
to  bring  readers  up  to  date  on  legal  de¬ 
velopments  affecting  the  Internet,  such 
as  the  Digital  Millennium  Copyright 
Act  (passed  by  Congress  in  1998)  and 
the  E-Sign  Act  (signed  into  law  last 
year).  He  also  discusses  many  issues 
now  being  debated  and  speculates  on 
possible  legal  outcomes. 


The  book  is  neatly  split  into  four 
parts,  each  devoted  to  a  major  aspect 
of  technology  law:  copyright,  patents, 
electronic  signatures  and  privacy. 

—  Rick  Saia 


The  Death  of  e  and  the  Birth  of  the  Real 
New  Economy,  by  Peter  Fingar  and 
Ronald  Aronica  (Meghan-Kiffer  Press, 
358  pages,  $44.95).  This  book  is  a  great 
read  for  any  CxO  who  is  looking  for  a 
quick  primer  on  the  evolving  New 
Economy  landscape  and  e-business 
strategies  their  organizations  may 
want  to  consider  adopting. 

Fingar,  the  author  of  the  well- 
received  Enterprise  E-Commerce 
(Meghan-Kiffer  Press,  2000),  hooks  up 
with  industry  veterans  such  as  Groove 
Networks  Inc.’s  Bob  Anderson  to  dis¬ 
pel  many  of  the  myths  of  the  new  busi¬ 
ness  order  (such  as  the  death  of  e-com¬ 
merce)  and  to  provide  readers  with  a 
well-constructed  road  map  of  where 
the  New  Economy  is  headed.  Particu¬ 
larly  useful  are  tips  such  as  how  to  im¬ 
plement  these  new  business  models  in 
a  business-to-business  marketplace. 

—  Thomas  Hoffman 


”•**“">  MOBILITY 


TA  I 

MA,CU  »ob/JTs~o iy  P 


DOESN’T 
PLAY  BY  THE 
COMPANY 


We  live  in  a  world  of  data. 


Take  yours  with  you 


f  like  to  think  I’m  a  company  guy .  But  when  they  limited  my  space  on  the 
server,  I  confess,  I  questioned  the  wisdom  of  the  powers  that  be.  But  instead 
of  sending  a  sarcastic  email  upstairs,  I  bought  a  Zip®  drive  and  Life  Works"  File 
Cabinet  software.  Now,  I  scan  all  my  papers  and  organize  my  electronic  files  by 
dragging  and  dropping.  Zip®  disks  give  me  infinite  space.  When  I  fill  up  one, 
I  go  buy  another.  Now,  about  casual  Fridays?  Why  not  casual  everyday?  99 


To  download  free  software 
purchase  products  or  find 
a  dealer,  visit 


Logitech  Quickcam  Express  with  the  purchase  of  select  Zip  drives! 


36 


COMPUTERWORLD  December  3, 2001 


BUSINESSROi 


McKinsey: 
Stand-alone  IT 
Investments  Are  a 
Strategic  Mistake 

Boosting  productivity  requires 
aligning  IT  with  business  units  on  a 
comprehensive  plan.  By  Julia  King 


Forget  one-year  it  project 

wonders.  Boosting  productivi¬ 
ty,  cutting  costs  and  generating 
positive  business  payback  on 
IT  investments  require  a  com¬ 
prehensive  action  plan  sustained  over 
several  years  by  multiple  business 
units  and  departments  beyond  IT,  ac¬ 
cording  to  a  recent  study  by  New  York- 
based  management  consulting  firm 
McKinsey  &  Co. 

Indeed,  McKinsey  found  that  IT  was 
only  one  of  several  factors  that  con¬ 
tributed  to  an  upward  surge  in  U.S. 
labor  productivity  between  1995  and 
2000,  when  productivity  grew  at  an 
annual  rate  of  2.5%.  Between  1987  and 
1995,  the  rate  was  1.4%. 

For  pointers  on  how  to  effectively 
improve  productivity,  look  to  the  re¬ 
tail,  wholesale,  securities,  telecommu¬ 
nications,  semiconductor  and  comput¬ 
er  manufacturing  industries.  McKin¬ 


sey  calls  these  six  industries  “jump¬ 
ing”  industries  because  they  account¬ 
ed  for  almost  all  of  the  productivity 
growth  in  the  U.S.  economy  between 
1995  and  2000. 

In  stark  contrast,  the  industries  that 
make  up  the  other  70%  of  the  economy 
—  and  that  also  happened  to  be  among 
the  biggest  buyers  of  IT  during  the 
same  period  —  recorded  a  mix  of  small 
gains  and  losses  that  offset  each  other. 

In  fact,  according  to  McKinsey,  some 
of  these  so-called  paradox  sectors,  such 
as  the  hotel  and  retail  banking  indus¬ 
tries,  have  experienced  almost  no  pro¬ 
ductivity  growth  over  the  past  14  years. 

“Two  things  are  surprising  to  us 
from  this  research.  The  first  is  how 
large  the  benefit  is  if  companies  get 
all  of  the  [business]  factors  aligned 
with  IT,”  says  Mike  Nevens,  an  analyst 
at  McKinsey.  The  other  big  surprise, 
he  says,  “is  how  few  companies  are 


actually  able  to  do  it.” 

Among  the  companies  that  are 
succeeding  is  Wal-Mart  Stores  Inc., 
which  over  the  past  decade  or  so  has 
applied  the  bulk  of  its  IT  investments 
and  made  big  business-process  changes 
to  improve  basic  operations,  notably 
inventory  and  warehouse  manage¬ 
ment.  The  result:  By  1999,  the  Ben- 
tonville,  Ark.-based  retail  giant  had 
captured  30%  of  its  market,  up  from 
just  9%  in  1987. 

What  has  differentiated  Wal-Mart’s 
IT/business  plan  is  its  long-term  appli¬ 
cation  of  technology  to  core  business 
activities,  such  as  inventory,  rather 
than  support  functions,  says  Nevens. 

Moreover,  IT  was  just  part  of  the  re¬ 
tailer’s  overall  business  strategy.  Along 
with  implementing  technology,  Wal- 
Mart  changed  the  layout  of  its  stores, 
shifted  merchandising  techniques 
based  on  what  it  learned  from  mining 
customer  data  and  changed  its  concept 
of  the  distribution  chain. 

“It  was  by  attacking  a  piece  of  their 
business  that’s  a  core  activity  —  picking 
and  packing  as  opposed  to  automating 
the  invoicing  process  —  that  changed 
the  game  competitively,”  says  Nevens. 

Catching  On 

Subsequently,  other  retailers  caught 
on  and  adopted  many  of  Wal-Mart’s 
IT/business  innovations  by  the  mid- 
1990s,  including  electronic  data  inter¬ 
change  and  wireless  bar-code  scan¬ 
ning  in  warehouses. 

Wal-Mart  raised  the  bar  even  higher 
by  increasing  its  own  efficiency  anoth¬ 
er  20%  between  1995  and  2000.  Still, 
with  Wal-Mart  setting  a  fierce  com¬ 
petitive  pace,  the  retail  industry  be¬ 
came  one  of  the  most  productive  users 
of  IT  during  that  period. 

At  the  other  end  of  the  spectrum  are 
the  retail  banking,  long-distance  data 


IT  Investments  and 
Productivity:  An  Unbalanced  Yield 


1987-1995 

1995-2000 

Growth  in  IT  investment 

11% 

20.2% 

Growth  in  labor  productivity 

1.4% 

2.5% 

Proven  IT  Strategies  for  Boosting  Productivity 

tTOKWOTOlffiVto  core  operations  first,  before  support  activities. 

INVEST  IN  TUHN0106Y  to  leapfrog,  not  match,  competitors'  capabilities. 

CALCytATE  INVESTMENTS  in  IT  the  same  as  for  other  capital  assets. 


Productivity 
Winners  and  Losers 

WINNERS 

•Retail 

•Wholesale 

•Securities 

•Telecommunications 

•Semiconductors 

•  Computer  manufacturing 

LOSERS 
•Hotels 
•Retail  banking 

•  Long-distance  data  transmission 


One  of  the  reasons 
[firms]  haven’t 
realized  huge 
savings  is  that 
they  always 
underestimate  the 
cost  of  building 
the  Web  site. 

GIN0  GIOVANNELLI, 

DIRECTOR  OF  E-COMMERCE, 
RADISS0N  HOTELS  &  RESORTS 

transmission  and  hotel  industries, 
which  the  McKinsey  study  ranks  among 
the  least-productive  investors  in  IT. 

For  example,  McKinsey  found  that 
hoteliers  have  funneled  a  lot  of  money 
and  effort  into  using  IT  to  discern 
what  their  customers  want.  But  in  the 
end,  it’s  made  little  to  no  difference  in 
actual  occupancy  rates. 

Among  the  industry’s  biggest  invest¬ 
ments  were  Web  sites  where  customers 
could  make  their  own  reservations 
electronically  instead  of  having  to  tele¬ 
phone  a  live  —  and  more  costly  — 
reservations  agent. 

“Companies  got  all  excited  about 
building  a  Web  site  which  would  have 
relatively  lower  variable  costs,”  ac¬ 
knowledges  Gino  Giovannelli,  director 
of  e-commerce  at  Minneapolis-based 
Radisson  Flotels  &  Resorts.  “But  one  of 
the  reasons  they  haven’t  realized  huge 
savings  is  that  they  always  underesti¬ 
mate  the  cost  of  building  the  Web  site.” 

Another  big  factor  contributing  to 
the  low  productivity  rate  of  Web  sites 
thus  far  is  that  for  most  hotels,  includ¬ 
ing  Radisson’s,  less  than  5%  of  all  busi¬ 
ness  comes  in  over  the  Web. 

The  bottom  line:  “Every  additional 
reservation  we  get  online  still  dramati¬ 
cally  reduces  our  variable  costs,  but 
there’s  not  a  lot  of  online  reservations 
to  divide  that  big  fixed  cost  of  the  Web 
site,”  says  Giovannelli. 

Looking  ahead,  McKinsey  estimates 
that  companies  in  the  six  jumping  in¬ 
dustries  can  maintain  at  least  half  of 
the  productivity  results  they  achieved 
from  1995  to  2000. 

But  overall,  its  analysis  shows  that 
between  now  and  2005,  the  U.S.  econo¬ 
my  isn’t  likely  to  revert  to  even  pre- 
1995  productivity  growth  rates.  ) 
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Introducing  Computerworld  s  Knowledge  Centers. 
All  the  information  you  need.  All  in  one  place. 


Are  you  tired  of  scouring  the  Web  to  find  the  IT 
resources  you  need  to  do  your  job?  Then  go  to 
Computerworld  online  at  www.computerworld.com. 

It’s  the  one  place  where  you  can  find  the 
insightful,  award-winning  editorial  found  in 
Computerworld  —  plus  links  to  a  wealth  of 
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Buy  business  and  IT  books.  Discuss  IT  issues  with 
peers  and  experts.  Check  out  upcoming  IT  events 
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the  IT  resources  you  need  to  succeed. 
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areas  of  interest  in  IT.  So  you  can  quickly  find  what 
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It’s  no  secret.  The  better  informed  you  are  about 
your  suppliers,  the  better  your  chance  of  having 
a  profitable  relationship.  Unfortunately,  getting 
the  whole  story,  especially  when  it  spans  multi¬ 
ple  locations  and  contracts,  has  never  been  easy. 
But  now  SAS,  the  worldwide  leader  in  providing 
solutions  to  drive  the  enterprise,  has  joined  forces 
with  Dun  &  Bradstreet  to: 

•  Bring  insight  and  certainty  to  supplier 
relationship  management. 

•  Leverage  supplier  intelligence  to  save  as  much 
as  1 5%  on  your  total  procurement  costs. 

Find  out  what  SAS  supplier  intelligence  can 
mean  for  your  business.  And  your  bottom  line. 
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The  Power  to  Know, 


Call  us  at  1-800-727-0025  or  stop  by  mvw.sas.com 
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BUSINESSCAREERS 


What  happens  if  a  company's  shares  are  delisted?  The 
stock  of  the  company  I  work  for  is  traded  on  Nasdaq ,  but 
it's  now  selling  at  about  $1  per  share.  Will  I  still  be  able  to 
sell  my  shares?  —  Tumbled  Options 


Dear  Career  Adviser: 


Dear  Tumbled: 

Usually,  securities  industry 
regulations  would  preclude 
your  company’s  shares  from 
trading  on  the  Nasdaq  ex¬ 
change  once  the  price  dips 
below  $1  per  share  for  30  con¬ 
secutive  days.  If  that  happens, 
the  company  has  90  days  to 
regain  listing  status.  However, 
on  Sept.  22,  Nasdaq  Stock 
Market  Inc.  suspended  this 
rule  until  Jan.  2. 

“We  felt  we  would  allow 
companies  to  take  care  of 
business  and  not  be  concerned 


with  being  delisted  at  this 
time,”  says  Bruce  Aust,  head 
of  West  Coast  operations  at 
Washington-based  Nasdaq. 

A  company  whose  share 
price  is  in  danger  of  dropping 
below  the  Nasdaq  limit  often 
voluntarily  moves  its  stock 
from  the  Nasdaq  exchange 
to  a  smaller  exchange,  such 
as  the  national  small-cap  mar¬ 
ket  or  an  over-the-counter  ex¬ 
change,  so  shares  can  continue 
to  be  traded. 

But  in  your  situation,  the 
question  of  where  your  shares 


can  trade  is  less  important 
than  whether  your  employer 
can  avoid  filing  for  Chapter  11 
protection,  which  would  stop 
the  shares  from  trading  alto¬ 
gether,  and  regain  revenue  to 
get  the  share  price  back  on 
track.  To  get  the  latest  stock 
information,  visit  Nasdaq.com, 
Nasdaqtrader.com  and  Nasdaq- 
news.com. 

Dear  Career  Adviser: 

I  have  been  working  for  my 
company  as  the  “IT  everything 


guy."  Recently,  my  employer 
told  me  that  it  can  no  longer 
afford  my  salary  and  wants  to 
hire  me  as  a  consultant.  Help  — 
I  have  no  idea  which  way  to 
proceed. 

—  Lost  in  Arizona 

Dear  Arizona: 

Don’t  just  go  ahead  and  say 
yes  to  this  proposal.  If  you  be¬ 
come  a  true  independent  con¬ 
tractor,  you  will  lose  the  pro¬ 
tection  accorded 
to  wages  of  per¬ 
manent  employ¬ 
ees  under  the 
labor  code,  says 
Stephen  Tedesco, 
an  attorney  at  San 
Francisco-based 
law  firm  Littler 
Mendelson  PC. 

In  other  words, 
since  unemploy¬ 
ment  benefits  are 
based  on  wages 
earned,  not  con¬ 
sulting  fees,  be¬ 
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coming  an  independent  con¬ 
tractor  could  drastically  affect 
your  ability  to  qualify  for  un¬ 
employment  compensation 
and  your  ability  to  continue  to 
receive  health  coverage  under 
the  Consolidated  Omnibus 
Budget  Reconciliation  Act  of 
1985  if  your  employer  goes  out 
of  business. 

Moreover,  becoming  an  in¬ 
dependent  consultant  requires 
significant  tax  reporting.  And, 
given  your  company’s  current 
precarious  cash 
position,  you 
might  become  a 
consultant  and 
never  be  paid. 

For  further  in¬ 
formation,  consult 
the  “Arizona  Un¬ 
employment  In¬ 
surance  Hand¬ 
book”  online  at 
www.destate. 
az.us/links/esa/ 
clmt.html,  or  visit 
a  state  unemploy¬ 
ment  office.  I 


fran  quittel  is  an  expert 
in  high-tech  careers  and 
recruitment.  Send 
questions  to  her  at 

www.computerworld.com/ 

career.adviser. 


WORKSTYLES 

Helping  Clients 
Visualize  Data 


RS  Information  Systems  Inc. 
(RSIS)  is  under  contract  to 
NASA’s  Glenn  Research  Cen¬ 
ter  (GRC),  which  develops 
technologies  that  address 
national  priorities  in  aero- 
propulsion  and  space  applica¬ 
tions  (see  grc.nasa.gov).  Phil 
O’Connor,  a  virtual  reality 
software  engineer  in  GRC’s 
Graphics  and  Visualization 
Services  (GVis)  group,  explains 
what  it’s  like  to  work  at  NASA. 

Mission-critical  systems:  “GRC 
is  developing  a  lot  of  differ¬ 
ent  technologies.  RSIS  is 
here  under  the  Pace  con¬ 
tract,  an  umbrella  contract 
[encompassing]  many  differ¬ 
ent  companies  that  provide 
the  majority  of  IT  services  tp 
GRC,  from  the  help  desk  to 
applications  development. 


I’m  in  the  Graphics  and  Vi¬ 
sualization  Services  group.” 

What  does  GVis  do?  “GVis  pro¬ 
vides  visualization  and  simu¬ 
lations  for  projects  within 
GRC  and  outside  NASA  as 
well.  We  show  [internal  and 
external  clients]  how  they 
can  visualize  data  or  en¬ 
hance  their  products.  We 
write  some  of  our  own 
graphics  software  and  adapt 
a  lot  of  existing  technology 
to  our  projects,  like  off-the- 
shelf  graphics  software  and 
APIs.” 

Major  projects:  “Our  flagship 
project  is  a  space  shuttle  and 
international  space  station 
educational  simulation.  It 
is  very  similar  to  a  computer 
game  —  it  simulates  piloting 


the  space  shuttle  and  dock¬ 
ing  it  in  the  space  station. 
The  purpose  is  to  stimulate 
interest  in  science  and  the 
space  program  among  school 
kids  in  the  6th  to  9th  grades. 

IT  training:  “RSIS  allocates 
elective  training  funds  for 
each  person,  and  for  me,  at¬ 
tending  [the]  Siggraph  [trade 
show]  is  the  most  appropri¬ 
ate,  so  I  always  use  mine  for 
that.  I  go  every  year.” 

Employee  reviews:  “I  have  an 
RSIS  review  once  a  year,  and 


NASA  does  performance  re¬ 
views  of  all  its  contractors.” 

Compensation  and  bonuses: 

“RSIS  employees  get  private- 
sector  salaries  [instead  of 
government  salaries],  and 
merit  bonuses  are  awarded 
every  six  months.” 

Workday:  “The  core  hours, 
when  we’re  all  expected  to 
be  here,  are  9:00  to  3:00.  But 
it’s  flexible  [otherwise].” 

Dress  code:  “Very  casual  — 
I’m  wearing  jeans  now. 


Little  perks:  “We  got  to  meet 
John  Glenn  once.  RSIS  gave 
all  employees  a  choice  of  a 
turkey,  ham  or  two  pies  for 
Thanksgiving,  and  NASA  is 
throwing  a  holiday  party  for 
all  Pace  contractors.  There 
are  day  care  and  fitness  facil¬ 
ities  on-site  for  NASA  em¬ 
ployees  and  contractors.  And 
we  have  a  lot  of  high-tech 
toys  to  play  with.” 

The  last  word:  “The  biggest 
difference  between  this  envi¬ 
ronment  and  private  indus¬ 
try  is  that  we  don’t  have  the 
market-driven  deadlines  that 
fuel  other  companies.  We 
don’t  have  to  race  to  market 
to  beat  a  competitor,  so  we 
can  be  much  more  relaxed. 
And  saying  you  work  at 
NASA  certainly  seems  to  im¬ 
press  people.  I  was  stopped 
for  speeding  once,  and  after 
the  officer  learned  that  I 
work  at  NASA,  he  became 
more  friendly  and  ended  up 
not  giving  me  a  ticket.” 

-  Leslie  Jaye  Goff 
(lgoff@ix.netcom.  com) 
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TECHNOLOGY 


THIS  WEEK 


COOL  STUFF 

Just  in  time  for  the  holiday  shop¬ 
ping  season,  here’s  Computer- 
world’s  annual  roundup  of  some 
of  the  neatest  high-tech  gadgets 
and  gizmos  around.  PAGE  42 


QUICKSTUDY 

Extreme  programming  is  a  soft¬ 
ware  development  approach  based 
on  rapid  iterations,  an  emphasis  on 
code  writing  and  working  closely 
with  end  users  to  achieve  business 
results.  Learn  more  in  this  week’s 
primer.  PAGE  48 


FUTURE  WATCH 


Researchers  are  teaching  com¬ 
puters  to  recognize  human  emo¬ 
tions  based  on  facial  expressions 
Within  three  years,  they  say,  the 
technology  could  revolutionize 
customer  relationship  manage¬ 
ment.  PAGE  50 


SECURITY  MANAGER’S  JOURNAL: 

Mathias  Thurman  has  little  time 
to  reflect  on  passing  the  CISSP  cer¬ 
tification  exam  as  he  delves  into 
the  security  implications  of  a  new 
project  to  provide  wireless  access 
to  sensitive  e-mail  and  calendar 
information.  PAGE  52 


EMERGING  COMPANIES:  Mobular 
Technologies’  Mobular  Engine  ser¬ 
vice  compresses  catalogs  and  other 
content  into  e-mail  messages  that 
users  can  surf  from  their  in-boxes. 
PAGE  54 


NICHOLAS  PETRELEY 

The  Power  of  X 

MY  RECENT  COLUMNS  about  Windows  XP  and  Linux 

sparked  a  number  of  questions  from  readers.  The  answers 
are  worth  sharing  because  they  shed  some  light  on  a  re¬ 
cently  leaked  memo  by  Microsoft  Vice  President  Brian 
Valentine.  It  begins  by  saying  customers  are  “fed  up  with 


expensive  Unix/RISC  solutions  from  Sun,  HP 
and  IBM.  They’re  looking  to  move,  and  they  want 
to  migrate  to  the  Intel  platform.  Unfortunately, 
because  Linux  is  very  similar  to  Unix,  and  porting 
applications  from  Unix  to  Linux  isn’t  that  hard,  we’re 
starting  to  see  customers  move  their  Unix  applica¬ 
tions  to  Linux  on  Intel  platforms.  I  need  you  to  make 
sure  that  as  many  of  these  customers  as  possible 
continue  to  migrate  off  of  Unix,  but  on  to  Windows 
2000  on  Intel.” 

Most  of  the  questions  from  readers  revolved 
around  my  claim  that  I  could  log  in  as  several  differ¬ 
ent  users  on  a  single  Linux  desktop  box  and  for  each 
user  run  different  graphical  desktop  environments, 
one  of  which  happened  to  be  called  WindowMaker. 
Many  readers  wondered  why  I  would  want  to  do 
such  a  thing.  Let  me  assure  you  that  I  don’t  have  a 
multiple  personality  disorder.  In  this  case,  the  only 
reason  I  logged  in  as  multiple  users  was  to  demon¬ 
strate  that  Unix  is  light-years  ahead  of  Windows  in 
terms  of  multiuser  capabilities. 

What  concerned  me  most,  however,  was  the  fact 
that  many  readers  asked  if  WindowMaker  was  soft¬ 
ware  that  lets  you  run  Windows  applications  under 
Linux.  The  answer  is  no.  There  are  ways  to  run  Win¬ 
dows  applications  under  Linux,  but  WindowMaker 
isn’t  one  of  them.  WindowMaker  is  one  of  many  Xll- 
based  window  managers.  Others  include  AfterStep, 
Blackbox,  CDE,  Enlightenment,  FVWM,  IceWM, 
sawfish,  TWM  and  XFce.  If  you’re  familiar  with  Xll 
and  have  simply  never  heard  of  WindowMaker,  re¬ 
lax.  But  if  you  don’t  know  what  a  window 
manager  is  or  how  Xll  works,  your  igno¬ 
rance  could  cost  your  company  hundreds 
of  thousands  of  dollars. 

Xll  is  essentially  a  graphical  user  inter¬ 
face  library,  but  don’t  make  the  mistake 
of  thinking  it’s  anything  like  Win32.  Xll 
and  the  Win32  application  programming 
interface  are  as  different  as  night  and  hot. 

They’re  not  even  similar  enough  to  de¬ 
serve  a  comparison  like  night  and  day 
or  cold  and  hot. 

There  are  two  key  differences.  First,  Xll 
is  as  bare-bones  as  you  can  get.  Xll  doesn’t 


do  icons,  task  bars,  resizable  windows  or  anything 
else.  If  you  want  those  features,  you  need  to  add  a 
window  manager  like  WindowMaker  to  Xll.  If  you 
want  to  drag  and  drop  components  from  one  appli¬ 
cation  to  another,  you  also  need  to  add  a  desktop 
environment  like  KDE  or  Gnome. 

The  above  description  makes  Xll  sound  pretty 
useless,  but  nothing  could  be  further  from  the  truth. 
The  secret  value  of  Xll  is  that  it’s  a  client/server  user 
interface  library.  The  only  tricky  part  to  remember 
is  that  the  client  and  server  are  located  in  reverse 
order  of  where  you’d  expect  them  to  be.  In  other 
words,  your  local  keyboard,  mouse  and  display  are 
handled  by  the  Xll  server.  A  typical  example  of  an 
Xll  client  would  be  a  word  processor  such  as 
KWord,  which  I’m  using  right  now. 

The  power  of  Xll  is  that  you  can  run  applications 
like  KWord  on  your  local  machine  or  on  a  remote 
server  and  it  will  look  and  behave  exactly  the  same 
either  way.  You  don’t  have  to  rewrite  the  application 
to  add  remote  access  as  a  feature.  There  are  no  reg¬ 
istry  entries  to  fudge  in  order  to  prevent  it  from 
overwriting  someone  else’s  settings.  And  you  can 
run  as  many  local  and  remote  applications  as  you 
want,  side-by-side. 

So  why  is  it  important  for  you  to  know  all  this? 
Because  if  you  migrate  from  Unix  to  Linux,  you’ll  still 
have  the  features  of  Xll.  If  you  migrate  from  Unix  to 
Windows  2000,  you’ll  lose  these  features  because 
Microsoft’s  standard  client  access  licenses  allow  you 
to  run  only  local  applications.  If  you  want  to  run  any 
applications  remotely,  it  will  cost  you  an 
additional  $2,669  for  every  20  users. 

In  short,  you  can  keep  all  your  features, 
migrate  five  servers  to  Windows  2000 
Advanced  Server  and  install  Windows 
XP  Professional  on  250  clients  for  about 
$133,000,  not  including  hardware  or  ser¬ 
vice  contracts.  Or  you  can  migrate  five 
servers  and  250  clients  to  Linux  for 
anywhere  between  $1  and  $200,  not  in¬ 
cluding  hardware  or  service  contracts. 
Gosh,  Brian,  I  can  hardly  wait  to  see 
how  your  next  leaked  memo  addresses 
that  difference.  ► 


NICHOLAS  PETRELEY  Is  a 

computer  consultant  and 
author  in  Hayward,  Calif. 
He  can  be  reached  at 

nicholas@petreley.com. 
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Gotta  get 
(or  give) 
the  greatest? 
Here  are  one 
reviewer’s 
licks  for  the 
oest  gear 
around  By 
Russell  Kay 


It’s  that  time  of  year  again,  and  for  the  IT  person  looking  for  a  gift,  we've  assembled  a  gallery  of  high-tech  gadgets,  gizmos  and  good  things  to  have 
or  give.  Some  of  these  things  are  slightly  far  out,  of  course,  and  you  may  consider  one  or  two  overpriced,  but  that’s  part  of  the  fun. 


Music 

Mazda  MP3  t 

MANUFACTURER:  Mazda  Motor  Corp.,  Hiroshima,  Japan 
WEB  SITE:  www.mazda.com 
PRICE:  $18,500 

You  may  think  this  is  just  a  car:  we  prefer  to  call  it  the  world’s  largest  and 
most  elaborate  MP3  music  player.  It’s  a  special  version  of  Mazda’s  Protegd 
(not  to  be  confused  with  Toshiba's  Portegb  laptops)  that’s  been  tricked  out 
with  a  performance-tuned  suspension,  custom  17-in.  alloy  wheels  with  tires 
rated  for  168  miles  per  hour,  a  leather-covered  steering  wheel  and  drilled 

aluminum  foot  pedals. 

But  what  about  the  tunes? 
Where’s  the  music,  the  MP3? 
That’s  taken  care  of  by  Tokyo- 
based  Kenwood  Corp.’s 
280-watt  eXcelon  MP3/CD 
sound  system  with  a  trunk- 
mounted  subwoofer.  The  CD 
player  can  handle  regular  audio  CDs  and  those  with  MP3  music  files, 
meaning  you  can  stuff  a  whole  day’s  worth  of  nonstop  listening  on  a  single 
CD.  Road  trip,  anyone? 

Bose  Wave/PC  Interactive  Audio  System  * 

MANUFACTURER:  Bose  Corp.,  Framingham,  Mass. 

WEB  SITE:  www.bose.com 
PRICE:  $449 

Music  used  to  be  simple  and  straightforward;  either  you  made  it  yourself,  you 


listened  to  it  on  the  radio  or  you  bought  a  recording 
and  played  it  on  a  stereo  or  boombox.  But  the  Internet 
has  added  new  media  and  complicated  the  issue. 

MP3  files  and  Web  radio  are  important  new  music 
sources,  and  you  can  now  buy  and  download  music 
over  the  Internet.  But  most  of  us  don’t 
have  PCs  in  our  living  rooms,  so  how 
do  we  get  that  music  to  our  stereos? 

One  easy  answer  is  the  Wave/PC, 
a  device  that  gives  seamless  access 
to  online  and  off-line  music  via  Web 
radio,  MP3  music  files,  CDs  and  AM  or 
FM  broadcast  radio.  The  unit  uses  Bose’s  acoustic  waveguide  speaker 
technology  to  deliver  rich  sound  from  a  relatively  small  enclosure,  and  it 
comes  with  a  remote  control  and  a  15-ft.  cable  to  connect  to  your  PC. 
Included  software  and  six  presets  for  each  audio  source  help  manage  and 
organize  your  personal  music  collection,  no  matter  what  media  it’s  stored  on. 


Mini  CD/MP3  Player  -» 

MANUFACTURER:  TEAC  America  Inc.,  Montebello,  Calif. 
WEB  SITE:  www.teac.com 
PRICE:  $130 


For  a  take-anywhere,  high-capacity  MP3  player,  this  portable  from  TEAC  will 
fill  the  bill  nicely.  It  can  play  up  to  three  and  a  half  hours  of  MP3  music  stored 
on  a  mini-CD  disc  that’s  just  80mm  in  diameter  and  holds  185MB.  It  will  run 
for  up  to  seven  hours  on  two  AA  alkaline  batteries  and  offers  antishock 
protection,  a  preset  digital  equalizer  and  bass  boost.  The  player  includes 
earbuds  from  Old  Lyme,  Conn.-based  Sennheiser  Electronic  Corp.,  Jukebox 
software  from  San  Diego-based  MusicMatch  Inc.,  and  an  AC  adapter. 
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RipGo! 

MANUFACTURER:  Imation  Corp.,  Oakdale,  Minn. 

WEB  SITE:  www.imation.com 
PRICE:  $399 

Designed  to  fit  in  the  palm  of  your  hand,  Imation’s  RipGo!  looks  a  lot  like 
the  TEAC  below,  an  MP3  player  that  takes  mini-CDs.  Well,  it  also 
does  more.  It  will  burn  those  80mm,  185MB  mini-CDs  too, 
making  it  the  first  mini-CD  recorder  on  the  market.  For 
playback  of  digital  music,  the  RipGo!  handles  both  MP3  and 
Windows  Media  WMA  files,  squeezing  as  much  as  six  hours 
of  CD-quality  music  onto  a  single  mini-CD. 


Communications 

Treo  180  «- 

MANUFACTURER:  Handspring  Inc.,  Mountain  View,  Calif. 

WEB  SITE:  www.handspring.com 

PRICE:  $399 

To  date,  products  that  combine  a  cell  phone  and  a  personal  digital  assistant 

(PDA)  have  been  awkward,  unwieldy  and  just  plain  too  big.  Now  the 

creators  of  the  original  PalmPilot  have  come  up  with  a  unit  that  succeeds  in 
both  usability  and  packaging.  The  Treo,  due  out  early  next 
year,  is  larger  than  a  Palm  Inc.  device  or  Handspring 
Visor  but  still  small  enough  for  a  shirt  pocket.  The  two 
devices  are  well  integrated,  so  you  can  look  up  a  person 
in  your  address  book  and  make  a  phone  call  by  pressing 
a  button.  However,  initial  models  are  compatible  only  with 
Europe’s  Global  System  for  Mobile  Communications 
standard,  so  their  use  in  the  U.S.  will  be  limited  at  first. 

The  most  radical  difference,  especially  for  dedicated 
Palm  fans,  is  the  keyboard.  Recognizing  that  wireless 
e-mail  and  Short  Messaging  Service  paging  are  the  future, 
and  acknowledging  that  the  Palm’s  Graffiti  pen  input 
system  isn't  suited  for  everyone  or  every  application, 
Handspring  has  built  in  a  thumb  keyboard,  with  the 
standard  QWERTY  layout,  rather  like  the  one  used 
in  Research  In  Motion  Ltd.’s  BlackBerry  device. 


Yamaha  Disklavier 
Mark  III  Singing  Piano  -» 

MANUFACTURER:  Yamaha  Corp.  of  America,  Buena  Park,  Calif. 
WEB  SITE:  www.yamaha.com 
PRICE:  $31,000  to  $100,000 
Player  pianos  are  nothing  new.  A  digital  computerized 
piano,  the  Disklavier,  has  been  around  in  various 
models  since  1986.  Yamaha  may  be  better  known  for 
its  motorcycles  and  electronics,  but  the  company  has  been 
making  pianos  for  100  years.  The  Disklavier  has  always  been 
capable  of  recording  and  playing  piano  music,  and  Yamaha 
recently  added  numerous  synthesizer  options  to  increase  its 
versatility.  Now,  it  has  a  voice.  Actually  many  voices.  It  sings. 

Yes,  for  a  mere  $31,000  you  can  have  the  synthesized  voices 
of  Frank  Sinatra,  Christopher  Cross  and  others  singing  their  hits 
right  in  your  living  room,  accompanied  by  your  acoustic  piano 
and  a  synthesized  orchestra. 


PDAs 

Toshiba  Pocket  PC  e570 


MANUFACTURER:  Toshiba  America  Information  Systems  Inc.,  Irvine,  Calif. 
WEB  SITE:  www.pda.toshiba.com 
PRICE:  $569 

This  new  entrant  in  the  Pocket  PC  world  has  a  lot  going  for  it.  Besides  the 
standard  Pocket  PC  applications  and  features,  the  e570  has  two  built-in 
expansion  card  slots:  one  for  a  compact  flash  card,  the  other  for  a  secure 
digital  card.  This  allows  the  simultaneous  use  of  added  memory  and  an 
externally  attached  device  like  a  wireless  network  adapter  or  Global 
Positioning  System  (GPS)  card.  All  this  comes  in  a  fairly  slim  package  with  a 
bright,  clear  screen. 

Jornada  568 

MANUFACTURER:  Hewlett-Packard  Co. 

WEB  SITE:  www.hp.com/jornada 
PRICE:  $699 

With  its  second-generation  Pocket  PC,  HP  shows  it  listened  to  users.  The 
Jornada  568's  screen  is  much  brighter  than  those  on  540  series  models. 
The  processor  is  faster  and  is  Flash-upgradable.  A  more  conventional  stylus 
has  replaced  the  older  machine’s  rather  odd  flat  stylus  (which  I  liked).  But 
the  real  news  is  the  battery.  Pocket  PCs  are  criticized  for  short  battery  life 
and  long  recharge  times  -  especially  by  people  used  to  monochrome  Palm 
devices,  whose  AAA  batteries  last  for  weeks.  The  new  Jornada  uses  a 
replaceable  rechargeable,  so  you  can  have  a  second  battery  ready  when 
your  Jornada  goes  dead.  It's  the  only  Pocket  PC  that  can  do  that. 


2002 


Scott  eVest 

MANUFACTURER:  Scott  eVest  LLC,  Chicago 
WEB  SITE:  www.scottevest.com 
PRICE:  $139 

Got  too  many  gadgets  to  carry  around  -  cell  phone,  PDA,  MP3  player,  GPS 
unit,  digital  camera?  One  solution  is  the  eVest,  which  is  chock-full  of 
pockets  for  devices  (including  pockets  inside  other  pockets,  and  a  secret 
pocket)  and  built-in  Velcro-closed  channels  to  run  wires  through. 

Hidden  collar  loops  hold  your  headphones  or  earbuds  close.  Made  of  a 
lightweight  but  sturdy  water-repellent  cotton  and  nylon  fabric  with  a 
mesh-lined  back  and  neck  area  to  keep  you  cool  and  dry,  it  has  a  raised 
collar  and  is  reinforced  at  armholes  and  other  stress  points.  Plus, 
there’s  an  interior  reward  tag  in  case  you  lose  it. 


Travel  Mouse 

MANUFACTURER:  Logitech  Inc.,  Fremont,  Calif. 

WEB  SITE:  www.logitech.com 

PRICE:  $50 

If  you’re  like  most  people,  you’d  rather  use  a  mouse  with  your  laptop 
than  whatever  else  the  maker  provided.  A  new  travel  package  from 
Logitech  combines  a  high-styled,  scroll-wheel  USB  optical  mouse 
with  a  short  cord,  plus  a  USB  extension  cord  and  carrying  case  in  a 
compact  unit  that  takes  up  little  space  in  your  case.  If  you  look  at 
this  and  wonder  what  happened  to  the  buttons,  never  fear.  The 
sleek  one-piece  aluminum  top  actuates  the  two  buttons,  even  if  it 
doesn’t  look  like  it.  Works  like  a  charm. 

Keyspan  Mini-USB  Hub 

MANUFACTURER:  Keyspan  Corp.,  Richmond,  Calif. 

WEB  SITE:  www.keyspan.com 

PRICE:  $39 

My  laptop  has  only  one  Universal  Serial  Bus  (USB)  connection  on  it. 


But 


sometimes  I  need  to  connect  three  or  four  USB  devices,  such  as  a  mouse, 
PDA,  Zip  drive,  external  CD-rewritable  drive,  business  card  scanner,  digital 
camera  or  memory  card  reader  -  it  seems  as  if  there  are  more  USB 
peripherals  every  day.  The  Keyspan  Mini-USB  Hub  is  perhaps  the  best 
answer  to  that  situation  when  you’re  on  the  road.  There  are  many  others 
available,  but  Keyspan’s  nifty  little  package  is  the  smallest  of  the  bunch, 
and  when  you’re  traveling,  smallest  and  lightest  is  the  name  of  the  game. 
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Kidstation  ^ 

MANUFACTURER:  Kidstation,  Monrovia,  Calif. 

WEB  SITE:  www.kidstation.com 
PRICE:  $200  to  $300  per  item 

Are  you  trying  to  raise  a  couple  of  future  sysadmins,  but  you’re  worried 
about  their  posture  and  the  potential  for  early-onset  repetitive  stress 
injuries  from  spending  too  much  time  at  the  computer?  Tired  of  sharing 


your  desk  with  the  little  ones?  Here’s  a  line  of  computer  furniture  designed 
by  parents  and  built  especially  for  children. 

The  chair,  desktop  and  monitor  shelf  easily  adjust  to  meet  the 
ergonomic  requirements  of  your  children  as  they  grow.  Colorful  melamine 
surfaces  resist  scratches  and  spills.  The  desks  come  in  single  and  double¬ 
wide  models;  the  latter  comfortably  accommodate  two  children  ages  3  to 
8.  The  chairs  each  have  two  wheels  that  allow  for  mobility  as  well  as 
stability.  And  don’t  forget  the  matching  CPU/printer  stand.  Finally,  if  you 
think  it’s  a  good  idea  but  the  colors  are  just  too  much  for  your  dbcor,  the 
items  are  also  available  in  white. 

Lap  Wrap 

MANUFACTURER:  Seale  and  Hull  Inc.,  Dallas 
WEB  SITE:  www.thelapwrap.com 
PRICE:  $24  to  $30 

What  color  is  your  laptop  computer?  Unless 
it's  an  iBook  from  Apple  Computer  Inc., 
chances  are  it’s  either  black,  gray  or  silver. 

If  you’d  like  to  dress  your  computer 
up,  however,  LapWrap  may  be 
just  the  ticket.  This  foam- 

padded,  hook-and-loop-attached  fabric  cover  will  fit  any  laptop 
between  11.75  in.  and  12.75  in.  in  width  and  is  available  in  a 
variety  of  solid  colors.  If  that’s  not  fancy  enough,  you  can  also 
get  it  in  fake  fur  (I'm  partial  to  the  giraffe,  shown  above,  but  you 
can  also  get  zebra,  tiger  or  leopard),  camouflage,  tie-dye  or 
genuine  leather. 


Continued  on  page  46 


THE  ROOK  OF  (©  BUSINESS 


GROWTH. 


HOW  WILL  YOUR  INFRASTRUCTURE 

HANDLE  IT? 


Infrastructure  a  tad  skimpy? 
Our  free  Web  seminar  can  fix  that. 


Is  your  infrastructure  scalable?  Which  application  architec¬ 
tures  are  the  most  flexible?  Does  your  hardware  maximize 
performance?  Before  you  answer,  consider  that  a  recent 
study  revealed  that  a  majority  of  Web  apps  and  servers 
failed  to  scale  when  tested  at  their  projected  capacity. 

Fortunately,  IBM  and  its  Business  Partners  can  help. 
IBM  offers  a  wide  range  of  complete  and  comprehensive 
solutions  to  enhance  the  performance  and  scalability  of 
your  mission-critical  e-business  infrastructures. 

Resources  such  as  IBM  Global  Services  help  identify 
and  eliminate  compromising  infrastructure  issues  that 
could  limit  performance.  Software  like  IBM  WebSphere® 
can  handle  huge  spikes  and  still  provide  excellent  response 


times.  And  hardware  like  IBM  (©server  with  Capacity  on 
Demand  delivers  instant  growth  at  the  touch  of  a  button. 

To  learn  more  about  scalability,  including  mission- 
critical  e-business,  performance  strategies,  the  impact 
of  Java  ”  and  Linux®  plus  trends  and  recommendations, 
click  into  our  Web  seminar.  It’s  absolutely  free— just  take 
a  few  seconds  and  register  online. 

This  30-minute  co-production  by  ITworld.com  and 
IBM  will  bring  you  up-to-date  information  on  the  people, 
hardware  and  software  that  can  help  you  plan  for  every¬ 
thing  your  system  may  require,  including  the  unexpected. 
It’s  what  you  need  to  know  to  keep  your  infrastructure 
reliable,  scalable  and  —  oh,  yeah  —  looking  good. 


REGISTER  NOW  FOR  A  FREE  SCALABILITY  WEB  SEMINAR. 


(go  ibm.com/e-business/expand  Q  1800  IBM  7080,  ask  for  Expand 


(e>b  usiness  infrastructure 


*  L  EGA  l  NOTE  •'  IBM,  the  e-business  logo  and  other  marks  designated "  or  ”  are  trademarks  of  International  Business  Machines  Corporation  in  the  United  States  and/or  other  countries.  Java  and  all  Java-based  trademarks 
are  trademarks  of  Sun  Microsystems,  Inc.  in  the  United  States,  other  countries,  or  both.  Linux  is  a  registered  trademark  of  Linus  Torvalds.  Other  company,  product  and  service  names  may  be  trademarks  or  service  marks 
of  others.  ©  2001  IBM  Corporation.  All  rights  reserved. 
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Latte  and  Macaroni 

MANUFACTURER:  Sony  Electronics  Inc.,  Park  Ridge,  N.Y. 

WEB  SITE:  www.aibo.com 
PRICE:  $850  each 

Remember  Aibo,  Sony's  $1,500  robotic  dog  that  we  mentioned  in  last 
year’s  Cool  Stuff?  This  year,  there  are  two  new  puppies,  Latte  (white) 
and  Macaron  (gray).  Where  Aibo  was  mechanistic  and  futuristic-looking, 
the  puppies  are  adorable,  with  bodies  made  up  of  simple  round  shapes. 

Latte  and  Macaron  have  lots  of  interesting  aspects:  they  recognize 
75  voice  commands  and  will  take  digital  pictures  -  and  software  is 
available  to  teach  them  new  tricks.  In  Japan  (though  not  yet  in  the 
U.S.),  they  react  to  TV  programs  with  a  show  of  emotion  -  news 
coverage  of  a  disaster  will  produce  sad  expressions.  But  perhaps  the 
most  novel  thing  is  that  you  can  get  them  either  as  puppies  that  you 
have  to  raise  and  train  or  as  fully  trained  adult  companions. 

Smallest  Digital  Projector  ^ 

MANUFACTURER:  Lightware  Inc.,  Beaverton,  Ore. 

WEB  SITE:  www.lightware.com 
PRICE:  $2,295 

About  half  the  size  of  a  magazine  cover,  this  new  V-807  projector 
weighs  just  2  lb.  -  nearly  a  full  pound  less  than  its  nearest  competitor. 
With  700  lumens  of  brightness,  this  is  a  full-featured  unit.  It  has 
picture-in-picture,  four-way  digital  keystone 
correction,  a  short-focus  lens  and  remote 
control,  and  it  supports  the  latest 
video  standards,  including  1080i 
,  High  Definition  imaging.  It  will 
automatically  detect  input 
signals  and  project  both 
red-green-blue  and  video 
signals. 


TECHNOLOGY 

Digital  Photography 

Toshiba  PDR-M25 

MANUFACTURER:  Toshiba  America  Information  Systems 
WEB  SITE:  www.toshiba.com 
PRICE:  $279 

If  you’re  thinking  about  a  digital  camera  but  don’t 
want  to  spend  a  fortune,  a  new  crop  of  affordable 
machines  offers  terrific  performance.  Consider 
this  model  from  Toshiba,  which  offers  a  three- 
times  zoom  lens  and  2.2-megapixel 
resolution  for  sharp,  clear  prints  at  a 
price  that’s  half  what  you  would  have  paid  a  year  ago. 

Olympus  E20N 

MANUFACTURER:  Olympus  America  Inc.,  Melville,  N.Y. 

WEB  SITE:  www.olympus.com 
PRICE:  $1,999 

This  isn’t  the  most  expensive  digital  camera  on  the 
market,  but  it’s  likely  to  be  one  of  the  standards  by  which 
others  are  measured.  A  true  single-lens  reflex  with  a  four-  I  |  TJljl 
times  zoom  lens  offering  5-megapixel  resolution,  this  is 
the  camera  that  many  advanced  amateur  (and 
professional)  photographers  have  been  looking  for. 

Minolta  Dimage  7 

MANUFACTURER:  Minolta  Co.,  Osaka,  Japan 
WEB  SITE:  www.minolta.com 
PRICE:  $1,300  list,  $900  to  $1,000  street 
With  a  5-megapixel  resolution  and  a  zoom  lens  equivalent  to 
28mm  to  200mm  on  a  35mm  camera,  this  will  be  a  winner. 

Minolta  has  reduced  the  lag  time  between  hitting  the  shutter 
and  taking  the  picture  to  just  one-eighth  of  a  second,  and  cycle 
time  between  pictures  is  less  than  a  second. 
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Mach  1  Speed  Charger 

MANUFACTURER:  Lenmar  Enterprises  Inc.,  Westlake  Village,  Calif. 

WEB  SITE:  www.lenmar.com 
PRICE:  $100 

Most  lovers  of  high-tech  gadgets  have  a  hearty  appetite  for  batteries.  Many 
devices  use  rechargeable  batteries,  but  have  you  noticed  how  long  they  take 
to  recharge?  Now  there’s  an  answer,  a  high-speed,  microprocessor- 
controlled  battery  recharger.  The  Mach  1  Speed  Charger  will  recharge 
popular  7.2-volt  lithium-ion  camcorder  batteries  as  well  as  batteries  for 
popular  makes  of  digital  cameras  in  just  30  minutes. 

New  models  for  different  voltages,  including  popular  nickel  metal  hydride 
AA  and  AAA  cells,  are  on  the  way.  What  makes  this  unit  work  so  quickly  is  a 
thermal  sensor  technology  and  microprocessor  control  that  delivers  maximum 
energy  to  the  battery  but  prevents  overheating.  This  technology  can  make 
batteries  last  up  to  five  times  longer  than  normal. 

It  also  works  with  12-volt  outlets,  so  you  can 
recharge  batteries  while  you  drive. 

CardScan  600 

MANUFACTURER:  Corex  Technologies 
Corp.,  Cambridge,  Mass. 

WEB  SITE:  www.cardscan.com 
PRICE:  $300 

Business-card  scanners  are  a  handy  way  to  deal  with 


a  stack  of  business  cards  collected  at  a  trade  show.  This  newest  scanner 
from  the  company  that  pretty  much  originated  the  category  is  twice  as  fast 
as  its  predecessor,  and  it  scans  in  color.  Equally  important  is  the  new 
software  that  comes  with  the  unit,  CardScan  6.0,  which  features  improved 
recognition  of  address  elements  and  the  ability  to  store  the  actual  card 
images  (front  and  back,  if  you  choose).  As  with  the  previous  release, 
CardScan  automatically  updates  your  other  address  books,  such  as  Outlook  or 
Notes.  Finally,  you  can  sync  your  addresses  to  those  stored  online  at 
www.cardscan.net.  At  that  point,  you  can  also  click  on  an  address  and  get 
instant  maps  and  driving  directions.  All  in  all,  it’s  a  slick  system. 

Office  Keyboard 

MANUFACTURER:  Microsoft  Corp. 

WEB  SITE:  www.microsoft.com/hardware/keyboard 

PRICE:  $65 

Every  computer  needs  a  keyboard,  and  this  may  be  the 
handiest  one  I’ve  ever  seen.  I’m  not  excited  by  programmable 
buttons  -  everyone's  got  those,  it  seems.  But  Microsoft  has 
created  a  keyboard  that's  tailored  for  use  with  Microsoft 
Office  XP.  The  usual  12  function  keys  now  do  double  duty: 
each  has  a  function  or  application  mapped  to  it,  and  a  lot  of 
thought  went  into  picking  those  functions.  A  push  opens  or  closes 
the  task  pane  in  any  Office  application.  Another  button  brings  up  the 
Windows  calculator,  otherwise  buried  beneath  two  layers  of  menus. 

On  the  left  side,  there’s  a  large  scroll  wheel  and  Forward  and  Back 
buttons  -  very  nice  for  Web  surfing.  There's  also  a  rocker  switch  that  lets 
you  move  quickly  between  all  open  applications,  and  dedicated  Cut  and 
Paste  buttons.  All  of  these  are  programmable  if  you  don’t  like  the  defaults.  > 


/  \  There’s  more  cool  stuff  online. 
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Capturing  and  Serving  Customers  with  CRM 
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•  Outsourcing,  Service  Level  Agreements 
and  Partnership  Development 

•  ROI  Revisited:  Tools  and 
Techniques  for  Measurable  Results 


•Next  Generation  Desktops  and 
Windows  Migration 


©  Infrastructure  Planning  and 
Implementation  in  Data 
Management,  Storage  and  Networks 

•Enterpri  se  Integration:  Applications, 
Security  Considerations,  Wireless 
Technologies  and  More 


For  more  information  or  to  register ;  visit 

www.computerworld.com/plOO 

or  call  1-800-883-9090 

For  companies  interested  in  sponsoring  and  exhibiting,  contact  your 
Computerworld  sales  executive,  or  Kevin  Downey  at  508-820-8667. 
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Extreme  Programming 


DEFINITION 

Extreme  programming  (XP)  is 

a  software  development 
approach  built  around  rapid 
iterations,  an  emphasis  on  code 
writing  and  working  closely 
with  end  users  to  achieve  busi¬ 
ness  results.  The  12  basic  prac¬ 
tices  of  XP  include  continual 
testing  and  the  idea  that  pro¬ 
grammers  should  work  in  pairs. 


BY  LEE  COPELAND 

FTENTIMES,  the 

little  things  can 
make  the  biggest 
difference.  Con¬ 
sider  some  of  the 
tenets  of  a  new  programming 
approach:  keep  the  code  sim¬ 
ple,  review  it  frequently,  test 
early  and  often,  and  work  a  40- 
hour  week. 

Programmer  Kent  Beck  de¬ 
veloped  extreme  programming 
(XP)  while  serving  as  project 
leader  on  Chrysler  Compre¬ 
hensive  Compensation  (C3), 
a  long-term  project  to  rewrite 
Chrysler  Corp.’s  payroll  appli¬ 
cation.  Beck  then  spelled  out 
the  development  methodology 
in  a  book  titled  Extreme  Pro¬ 
gramming  Explained:  Em¬ 
brace  Change  (Addison-Wes- 
ley,  1999). 

Since  then,  advocates  of  XP 
have  cropped  up  like  kudzu 
and  sparked  a  maelstrom  of  de¬ 
bate  among  programmers  and 
project  managers  who  either 
love  or  love  to  hate  its  ideas. 

According  to  Beck,  XP  is 
a  lightweight  methodology, 
meaning  that  it  dispenses  with 
much  of  the  usual  application 
development  process,  such  as 
lengthy  requirements  defini¬ 
tion  and  extensive  documenta¬ 


tion,  and  that  it  emphasizes 
keeping  development  teams 
small  and  the  code  simple. 

Instead  of  creating  large 
functional-requirements  docu¬ 
ments,  an  XP  project  begins  by 
having  the  end  users  of  the 
software  create  user  stories  de¬ 
scribing  what  the  new  applica¬ 
tions  need  to  do.  Functional 
testing  of  requirements  is  done 
before  any  coding  begins,  and 
automated  testing  of  the  code 
is  done  throughout  the  project. 
“Refactoring”  —  the  frequent 
streamlining  of  design  and  im¬ 
proving  of  code  —  is  also  a 
core  doctrine. 

XP  devotees  say  the  method¬ 
ology  helps  them  deliver  code 
more  quickly,  with  fewer  bugs. 
By  creating  user  stories  and 
performing  upfront  functional 
testing,  Noggin  LLC  was  able 
to  quickly  restart  a  project  that 
had  been  bogged  down  for  six 
months  while  functional  re¬ 
quirements  were  being  writ¬ 
ten,  says  Kenny  Miller,  vice 
president  of  programming  and 
production  at  the  New  York- 
based  entertainment  channel. 

“With  XP,  our  client  was 
able  to  see  results  sooner,”  says 
Wyatt  Sutherland,  director  of 
technology  at  New  York-based 
CodeFab  Inc.,  which  managed 


Noggin’s  project.  “We  try  to  do 
pair  programming,  and  in  all 
cases,  we  do  unit  testing  and 
user-story  task  creation  and 
refactoring.”  CodeFab’s  clients 
decide  whether  a  project  will 
include  XP,  says  Sutherland, 
and  about  60%  elect  to  use  it. 

XP  also  requires  constant 
communication  between  the 
customer  and  the  developer 
team,  as  well  as  among  the  de¬ 
velopers.  Beck  advises  limiting 
project  teams  to  no  more  than 
12  developers  working  in  pairs. 

Two  by  Two 

Pair  programming  is  per¬ 
haps  the  most  controversial  as¬ 
pect  of  XP.  Two  developers 
work  side  by  side  on  a  single 
assignment.  Beck  claims  this 
duo  approach  leads  to  higher- 
quality  code  that  requires  less 
time  to  test  and  debug. 

“Coding  by  yourself  —  it’s 
easy  to  get  distracted;  you’re 
not  as  disciplined,”  says  Tim 
MacKinnon,  senior  developer 
at  London-based  Connextra 
Ltd.  “With  pair  programming, 
it’s  like  having  your  conscience 
sitting  next  to  you.” 

The  start-up  reorganized  its 
development  space  to  accom¬ 
modate  XP,  he  said.  MacKin¬ 
non  brought  in  special  curved 
desks  so  the  developer  pairs 
could  sit  side  by  side  and  share 
computers. 

But  pair  programming  won’t 
work  for  every  company  or  de¬ 
veloper.  “When  XP  works  well, 
it  works  very  well  —  but  it 
doesn’t  generalize  well,”  says 
Jim  Duggan,  an  analyst  at  Gart¬ 
ner  Inc.  in  Stamford,  Conn. 
“You  can’t  sit  any  two  pro¬ 
grammers  down  at  a  terminal 
and  expect  good  results,  be¬ 
cause  it  flies  in  the  face  of  why 
many  people  program. 

“Programmers  consider  them¬ 
selves  masters  and  artists,” 
Duggan  continues.  “And  if  you 
have  two  artists  at  the  same 
palette,  they’re  going  to  fight 
over  the  brush.” 


XP’s  12  Core 
Practices 

O 

Customers  define  application 
features  with  user  stories. 

© 

XP  teams  put  small  code  releases 
into  production  early. 

Q 

XP  teams  use  a  common  system 
of  names  and  descriptions. 

O 

Teams  emphasize  simply- 
written,  object-oriented  code  that 
meets  requirements. 

Q 

Designers  write  automated  unit 
tests  upfront  and  run  them 
throughout  the  project. 

O 

XP  teams  frequently  revise  and 
edit  the  overall  code  design,  a 
process  called  refactoring. 

O 

Programmers  work  side  by  side 
in  pairs,  continually  seeing  and 
discussing  each  other’s  code. 

O 

All  programmers  have 
collective  ownership  of  the  code 
and  the  ability  to  change  it. 

Q 

XP  teams  integrate  code  and 
release  it  to  a  repository  every  few 
hours  and  in  no  case  hold  on  to  it 
longer  than  a  day. 

0 

Programmers  work  only  40  hours 
per  week;  there's  no  overtime. 

O 

A  customer  representative 
remains  on-site  throughout  the 
development  project. 

0 

Programmers  must  follow  a  common 
coding  standard  so  all  the  code  in  the 
system  looks  as  if  it  was  written 
by  a  single  individual. 


James  Gosling,  a  vice  presi¬ 
dent  and  fellow  at  Sun  Micro¬ 
systems  Inc.,  says  the  company 
uses  some  XP  techniques,  such 
as  unit  and  performance  test¬ 
ing,  but  it  has  passed  on  pair 
programming. 

“I  don’t  know  that  people 
would  do  it,”  he  says.  “[It 
gives]  most  of  the  people  I 
know  the  creeps.  But  for  some 
people,  it  might  make  sense.” 

It’s  not  just  pair  program¬ 
ming  that  has  slowed  the  adop¬ 
tion  of  XP.  Steve  Metsker,  soft¬ 
ware  development  manager  at 
Falls  Church,  Va.-based  Capital 
One  Financial  Corp.,  cites  col¬ 
lective  code  ownership  as  be¬ 
ing  problematic. 

“In  XP,  anyone  can  change 
the  code,”  he  explains.  “But  I 
don’t  want  someone  to  change 
the  threading  model  or  data  ac¬ 
cess  architecture.” 

Metsker’s  project  team  built 
a  call  center  application  for  a 
now-defunct  telecommunica¬ 
tions  unit  at  Capital  One  using 
XP  methods.  Although  he 
lauds  the  productivity  gained 
by  such  XP  methods  as  unit 
testing,  peer  code  review  and 
obtaining  rapid  feedback  from 
an  on-site  customer,  Metsker 
said  his  current  project  won’t 
adopt  full-scale  XP. 

Still,  Duggan  says,  XP’s  focus 
on  core  development  funda¬ 
mentals  is  causing  more  and 
more  developers  to  look  more 
closely  at  the  methodology. 

“One  thing  that’s  good  about 
XP  is  that  it  [simplifies]  things 
developers  don’t  classically 
like  to  do,  like  testing  and  code 
review.  And  anything  that 
makes  developers  do  that  is  a 
desirable  thing,”  adds  Duggan. 
“But  right  now,  there  isn’t 
enough  evidence  yet  that  XP  is 
a  breakthrough  that  all  teams 
should  embrace.”  I 
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Smile,  \bure  on 
Candid  (aonputer 

Computers  are  learning  to  read  your  mind  -  through 
your  facial  expressions.  By  Gary  H.  Anthes 


An  elderly  man 
squints  at  an  au¬ 
tomated  teller 
machine  (ATM) 
screen  and  the 
font  size  doubles  almost  in¬ 
stantly.  A  woman  at  a  shopping 
center  kiosk  smiles  at  a  travel 
ad,  prompting  the  device  to 
print  out  a  travel  discount 
coupon.  Several  users  at  anoth¬ 
er  kiosk  frown  at  a  racy  ad, 
leading  a  store  to  pull  it. 

Machine  response  to  facial 
expressions  that  indicate  emo¬ 
tions  will  be  a  commercial  re¬ 
ality  in  three  years,  says  Dave 
Schrader,  director  of  market¬ 
ing  for  e-business  at  Teradata, 
a  division  of  NCR  Corp.  in 
Dayton,  Ohio.  NCR,  which 
handles  20  billion  self-service 
transactions  annually,  says 
users’  emotions  can  provide  a 
rich  source  of  marketing  intel¬ 
ligence  for  banks  and  retailers. 

NCR  is  working  with  the  In¬ 
tegrated  Media  Systems  Cen¬ 
ter  at  the  University  of  South¬ 
ern  California  (USC)  in  Los 
Angeles  on  a  project  called 
E-Motions.  The  idea  is  to  cap¬ 
ture  an  image  of  a  user’s  facial 
features  and  movements  — 
especially  around  the  eyes  and 
mouth  —  and  discover  the  un¬ 
derlying  emotions  by  compar¬ 
ing  the  image  against  facial  fea¬ 
ture  templates  in  a  database. 

Customer  relationship  man¬ 
agement  (CRM)  systems  typi¬ 
cally  collect  customer  data  at 
the  front  end  —  at  a  point-of- 
sale  terminal  or  ATM,  for  ex¬ 
ample  —  and  pass  that  infor¬ 
mation  to  a  data  warehouse 
where  it’s  later  analyzed  for 
marketing  opportunities. 


“But  the  new  news  in  CRM 
is  the  idea  that  the  gathering 
of  all  those  clues  about  cus¬ 
tomers  should  be  linked  to  an 
interactive  system  so  you  can 
go  back  and  forth,”  Schrader 
says.  “The  more  times  you 
purchase,  the  more  we  learn 
about  you  and  the  more  fo¬ 
cused  the  marketing  offers  can 
be  to  you.” 

NCR  and  USC  are  experi¬ 
menting  with  two  kinds  of  fa¬ 
cial  feature  extraction.  One 
defines  standard  parts  of  the 
face  and  measures  the  dis¬ 
tance,  and  the  changes  in  dis¬ 
tance  over  fractions  of  a  sec¬ 
ond,  between  them.  The  other 
does  something  similar  with 
small  regions  of  the  face. 


But  current  technology 
sometimes  produces  ambigu¬ 
ous  results.  For  example,  the 
face  of  a  person  who  is  clearly 
happy  can  also  produce  strong 
indicators  for  sadness  and 
disgust. 

Researchers  also  must  build 
good  test  samples  of  known 
emotional  states.  “There  are 
no  databases  of  happy  people 
or  sad  people,”  Schrader  says. 
“Also,  in  testing,  it’s  hard  to 
come  up  with  a  genuinely  sad 
face.” 

And  cultural  problems  can 
intrude.  For  example,  Schrad¬ 
er  says,  in  Japan,  smiles  often 
mask  embarrassment. 

Current  technology  is  pretty 
good  at  recognizing  six  basic 


E-Motions 

Facial  features  and  their  movements  over  fractions  of  a  second  are  measured  and 
compared  against  a  database  of  face  templates  to  identify  the  predominant  emo¬ 
tion.  Even  faces  that  are  obviously  happy  or  sad  show  (perhaps  falsely)  elements  of 
other  emotions. 


SOURCE:  INTEGRATED  MEDIA  SYSTEMS  CENTER.  UNIVERSITY  OF  SOUTHERN  CALIFORNIA.  LOS  ANGELES:  TERADATA 


emotions  —  fear,  anger,  joy, 
surprise,  disgust  and  sadness 
—  says  Jeffrey  Cohn,  a  psy¬ 
chology  professor  at  the  Uni¬ 
versity  of  Pittsburgh  who  is 
also  doing  research  at  Carne¬ 
gie  Mellon  University  in  Pitts¬ 
burgh.  But  there  are  thousands 
of  combinations  and  varia¬ 
tions,  he  says.  “For  instance, 
there  are  different  kinds  of 
disgust  —  to  physical  stimuli, 
to  moral  stimuli  and  so  on,”  he 
explains. 

Cohn  and  his  colleagues 
have  defined  40  facial  “action 
units”  —  the  smallest  visually 
distinguishable  changes  in  fa¬ 
cial  appearance  —  and  have 
compiled  a  database  of  210 
people,  with  10  images  of  each, 
illustrating  different  combina¬ 
tions  of  action  units. 

Cohn  says  he  hopes  to  see 
the  technology  refined  so  it 
can  be  used  reliably  to  diag¬ 
nose  people  with  mental  dis¬ 
orders  and  assess  the  efficacy 
of  treatment.  He  says  it  might 
also  be  used  as  an  adjunct  in 
lie-detector  tests  and  in  secu¬ 
rity  systems  that  attempt  to 
identify  people  by  their  faces. 

Meanwhile,  IBM  is  working 
on  computer  recognition  of 
emotional  expressions  at  the 
Almaden  Research  Center  in 
San  Jose.  Through  its  Blue 
Eyes  project,  it’s  developing  al¬ 
gorithms  for  “affect  detection” 
based  on  the  position  of  the 
eyebrows  and  mouth  corners. 

IBM  is  also  trying  to  perfect 
an  “emotion  mouse”  that  will 
determine  users’  emotional 
states  by  measuring  pulse, 
temperature,  general  somatic 
activity  and  galvanic  skin  re¬ 
sponse.  The  company  has 
mapped  those  measurements 
for  anger,  fear,  sadness,  dis¬ 
gust,  happiness  and  surprise. 

The  idea  is  to  have  the  com¬ 
puter  adopt  a  working  style 
that  fits  a  user’s  personality.  It 
might,  for  example,  offer  to 
present  a  different  kind  of  dis¬ 
play  if  it  senses  that  the  user  is 
frustrated. 

IBM  says  computers  would 
be  much  more  powerful  if 
they  had  a  small  fraction  of 
the  perceptual  ability  of  ani¬ 
mals  or  humans.  The  aim  of 
Blue  Eyes  is  to  enable  humans 
and  computers  to  work  to¬ 
gether  as  partners.  I 
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Passing  the  CISSP  exam  turns  out  to  be  an  easier  task 
than  setting  up  a  secure  wireless  e-mail  system 


BY  MATHIAS  THURMAN 

ecently,  I’VE  been  study¬ 
ing  for  the  Certified  Infor¬ 
mation  Systems  Security 
Professional  (CISSP)  certi¬ 
fication.  I  took  the  exam  a 
few  weeks  ago  and  just  found  out  that  I 
passed.  I  had  six  hours  to  complete  a 
250-question  multiple-choice  test.  I  fin¬ 
ished  it  in  just  over  three  hours.  About 
40  people  took  the  exam  with  me. 

My  study  technique,  which  I  ex¬ 
plained  last  time  [Nov.  5],  should  more 
than  prepare  most  securi¬ 
ty  managers  for  the  test. 
Unfortunately,  the  test’s 
sponsor,  Framingham, 

Mass.-based  International 
Information  Systems  Se¬ 
curity  Certification  Con¬ 
sortium  Inc.,  doesn’t  pub¬ 
lish  test  scores,  so  I’ll  nev¬ 
er  know  exactly  how  well  I 
did.  What’s  important  is 
that  I  passed  and  don’t 
have  to  take  the  test  again. 

Now  I  get  to  put  the 
coveted  CISSP  acronym 
next  to  my  name,  but  I 
don’t  have  much  time  to 
reflect  on  that. 

One  new  technology 
that  excites  me  is  wireless, 
and  today  I  received  a  call  from  a  pro¬ 
ject  manager  asking  me  to  consult  on  a 
wireless  initiative  for  our  company’s  ex¬ 
ecutive  staff.  He  wants  to  let  staffers  re¬ 
ceive  e-mail,  calendar  and  contact  in¬ 
formation  from  our  Microsoft  Exchange 
server  via  handheld  wireless  devices.  I 
jumped  at  the  chance  to  represent  the 
security  department  in  reviewing  the 
infrastructure. 

Security  is  no  small  consideration: 
In  this  company,  a  compromise  of  the 
e-mail  system  could  result  in  disaster. 
Acquisition  targets,  corporate  strategy 
and  reorganization  plans  are  all  de¬ 
scribed  in  e-mail  correspondence,  and 
such  information  could  have  a  detri¬ 
mental  effect  if  made  public  or  other¬ 
wise  exposed. 


The  elements  of  a  wireless  infra¬ 
structure  aren’t  complicated,  so  I’ve  de¬ 
cided  that  the  best  way  to  assess  the  in¬ 
frastructure’s  security  will  be  to  take 
each  element  and  address  the  three 
main  security  elements:  confidentiality, 
integrity  and  availability. 

The  Wireless  Agenda 

The  wireless  system  we’re  designing 
has  three  primary  components:  a  com¬ 
munications  server,  an  administration 
server  and  the  wireless  end-user  de¬ 
vices.  In  addition,  we  must 
consider  security  implica¬ 
tions  for  the  wireless  and 
wired  segments  of  the  data 
network. 

The  system  works  like 
this:  The  Exchange  server 
contains  special  software 
that  sends  e-mail  intended 
for  a  wireless  user  to  the 
communications  server. 
This  server  actually  func¬ 
tions  as  a  redirector,  en¬ 
crypting  and  routing  the 
message  through  the  corpo¬ 
rate  firewall  and  over  the 
public  Internet  to  the  wire¬ 
less  service  provider.  The 
provider  then  decrypts  the 
e-mail  data,  converts  it  to  a 
format  that’s  readable  by  the  wireless 
device,  encrypts  it  in  a  format  that’s 
compatible  with  the  wireless  system 
and  transmits  it  wirelessly  to  the  end 
user. 

The  end  user  receives  the  e-mail 
message  and  can  then  reply,  at  which 
time  the  message  passes  back  through 
the  wireless  network,  through  the  In¬ 
ternet  and  back  to  the  server.  The  soft¬ 
ware  on  the  dedicated  communications 
server  and  its  interaction  with  our  pri¬ 
mary  Microsoft  Exchange  server  is  a 
particular  security  concern. 

The  system  design  includes  an  ad¬ 
ministration  server,  which  can  activate 
and  deactivate  the  wireless  devices.  In 
the  event  of  a  compromise  or  loss,  we 
must  be  able  to  deactivate  these  de¬ 


vices  quickly.  We  will  install  the  admin¬ 
istration  server  software  on  a  dedicated 
server  machine  protected  with  strict 
access  controls. 

The  available  handheld  devices  vary 
in  size  and  function,  depending  on 
how  much  we’re  willing  to  pay.  Most, 
however,  are  slightly  larger  than  a 
pager  and  have  a  display  and  small 
keyboard.  For  our  implementation,  we 
chose  Waterloo,  Ontario-based  Re¬ 
search  In  Motion  Ltd.’s  BlackBerry  de¬ 
vice,  which  includes  a  cradle  that  at¬ 
taches  to  users’  PCs. 

Several  activities  occur  while  the 
device  sits  in  the  cradle,  the  most  im¬ 
portant  of  which  is  the  public-key  ex¬ 
change.  Each  device  generates  a  key, 
which  it  transmits  to  the  communica¬ 
tions  software  installed  on  the  dedi¬ 
cated  server.  The  server  uses  the  key 
to  authenticate  the  handheld  device  to 
receive  the  data  transmitted  by  the 
e-mail  server. 

The  key  can  be  configured  to  expire 
after  a  certain  date,  at  which  time  the 
handheld  device  must  be  returned  to 
the  cradle  to  generate  another  key.  I 
must  make  a  determination  on  expira¬ 
tion  frequency  that  balances  the  need 
for  tight  security  with  the  inconve¬ 
nience  users  may  feel  when  forced  to 
return  to  the  office  to  reset  the  keys. 

The  handheld  devices  are  password- 
protected  and  have  a  configurable 
screen  timeout  option  that  blanks  the 
display  after  a  period  of  inactivity.  I’m 
advising  that  this  value  be  set  to  five 
minutes.  These  handheld  units  are  ex¬ 
tremely  vulnerable,  and  strict  policy 
enforcement  will  be  key  to  ensuring 
that  they’re  kept  secure.  In  contrast, 
the  other  pieces  of  infrastructure  are 
more  centralized  and  therefore  easier 
to  secure. 

My  final  area  of  concern  is  data 
transmission.  We  must  ensure  that 
e-mail  transmissions  are  securely  en¬ 
crypted  both  when  passing  through  the 
public  Internet  and  when  passing 
through  the  wireless  network.  There 
are  different  standards  and  methods 
for  encrypting  over  the  public  Internet 
and  over  the  wireless  network.  Our 
wireless  service  provider  uses  a  tech¬ 
nique  called  Triple  DES  and  transmits 
data  over  a  proprietary  port. 
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Triple  Data  Encryption  Standard 
(Triple  DES):  This  encryption  tech¬ 
nique,  used  in  wide-area  wireless  net¬ 
works,  is  based  on  the  Data  Encryption 
Standard,  a  56-bit  private-key  algorithm 
developed  by  IBM  for  encrypting  data 
that  since  has  been  adopted  as  a  gov¬ 
ernment  and  industry  standard.  With 
Triple  DES,  the  algorithm  is  applied  to 
the  data  three  times  in  succession. 

Wired  Equivalent  Privacy  (WEP): 

The  WEP  protocol  defines  a  method¬ 
ology  for  encrypting  data  between 
802.11b  wireless  LAN  devices.  Recently, 
several  groups  have  reported  being  able 
to  easily  crack  WEP  because  of  the  rel¬ 
atively  weak  encryption  algorithm  it 
uses.  Both  the  40-bit  WEP  and  the  new 
128-bit  WEP2  have  been  cracked. 

The  vulnerability  also  stems  in  part 
from  the  fact  that  WEP  keys  are  shared 
-  that  is,  all  clients  and  access  points 
on  an  802.11b  network  use  the  same 
key  to  encrypt  and  decrypt  data.  There¬ 
fore,  WEP-protected  networks  are  in¬ 
herently  vulnerable  to  authentication 
spoofing  and  other  hacker  exploits. 

LINKS: 

www.  computerworld.  com/ 
q?22934.  “Encryption:  The  Achilles’ 
Heel  of  Wireless”  identifies  the  wireless 
LAN  technology's  security  challenges. 

www.  computerworld.  com/ 
q?22900.  “  Secrets  in  the  Air”  exam¬ 
ines  the  risks  presented  by  unsecured 
wireless  networking  gear  that’s  sneak¬ 
ing  through  the  corporate  back  door. 

www.computerworld.com/ 
q?23000.  “  Unfulfilled  Promises”  de¬ 
scribes  the  limitations  of  wireless  carri¬ 
er  network  services  today,  as  well  as 
what’s  to  come. 

www.rim.com/ :  Research  In  Mo¬ 
tion’s  BlackBerry  pagers  are  one  of  the 
most  popular  choices  for  accessing 
corporate  e-mail  wirelessly. 


My  next  course  of  action  is  to  write 
the  wireless  security  policy  and  per¬ 
form  an  assessment  of  the  infrastruc¬ 
ture  prior  to  rollout,  focusing  on  each 
of  the  areas  I’ve  described. 

I  think  I  have  my  bases  covered,  but 
wireless  is  new  to  me.  I’ll  share  what  I 
come  up  with  in  my  next  column.  I 


For  more  on  the  Security 
Manager's  Journal,  including 
past  journals,  visit: 

www.computerwortd.conVq?q2000 


■  This  week’s  journal  is  written  by  a  real  security  manager,  “Mathias  Thurman,”  whose  name  and  employer  have  been  disguised  for  obvious  reasons.  Contact  him  at  mthurman@hushmail.com  or  go  to  the  Security  Manager’s  Journal  forum. 
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RETURN  ON  COMMUNICATIONS 


Knowledge  in  your  supply  chain:  It  can  be  a  source  of 
income  or  aggravation,  depending  on  how  seamlessly  your 
network  works  with  others. 

That’s  where  AT&T  comes  in.  We  know  network  integration. 
And  we  know  how  to  make  complex  supply  chains  work. 
Want  proof?  For  Safelite  Auto  Glass  we  link  over 
500  salespeople  with  more  than  60  insurance  companies, 


675  retail  stores,  80  warehouses  and  3,000  mobile  vans. 
So  Safelite  secures  vital  insurance  claim  information 
quickly,  and  keeps  track  of  2.6  million  customers  a  year. 
Which  shows  that  the  right  investment  in  your 
communications  gives  you  returns  worth  shouting  about. 
Need  to  make  your  network  a  better  communicator? 
Talk  to  AT&T. 


Call  AT&T  toll  free  at  I  866  277-9399  or  visit  us  at  www.attbusiness.com/return 


AT&T 


©2001  AT&T. 
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Start-up  Stufls  E-Mails 
With  Web  Content 


Mobular  Technologies  embeds  searchable 
document  content  into  e-mail  messages 


BY  LEE  COPELAND 

Bring  two  seasoned 
rocket  scientists 
together  and  you 
might  be  surprised 
at  the  result:  Mobu¬ 
lar  Technologies  Inc.,  a  tech¬ 
nology  start-up  that  makes  a 
searchable  e-mail  product  that’s 
well  suited  for  e-mail  market¬ 
ing  campaigns  and  document 
distribution. 

The  Huntsville,  Ala.-based 
firm’s  Mobular  Engine  service 
uses  e-mail  as  its  delivery 
mechanism,  but  its  payload  is  a 
searchable  database,  such  as  a 
product  catalog  or  an  annual 
report. 

Unlike  a  standard  e-mail, 
which  may  include  links  to 
e-commerce  sites  or  online 
documents,  Mobular  Engine 
lets  recipients  search  content 
from  within  their  in-boxes  in¬ 
stead  of  clicking  on  links  to 
Web  sites. 

“We  were  surprised  that 
those  two  activities  were  not 
integrated  into  one  package,” 
says  John  Horack,  president  of 
Mobular  Technologies  and  a 
former  scientist  at  NASA. 

Horack  and  David  Noever, 
another  former  NASA  scien¬ 
tist,  founded  the  company  in 
January  of  last  year. 

Pushing  the  E-Mail  Envelope 

“E-mail  is  a  pretty  competi¬ 
tive  world,”  according  to 
Michele  Pelino,  an  analyst  at 
The  Yankee  Group  in  Boston. 
“But  Mobular  is  trying  to  dif¬ 
ferentiate  its  offerings  by  link¬ 
ing  [the  e-mail]  to  information 
about  the  [referenced  product] 
and  pulling  that  into  the  e-mail 
content.” 

Mobular  Engine  aggregates 
and  compresses  the  customer’s 
data  and  sends  it  out  as  an 
e-mail  message.  The  informa¬ 
tion  decompresses  itself  when 
the  recipient  opens  the  e-mail. 


The  service’s  compression 
technology  creates  relatively 
small  e-mail  documents,  even 
though  these  documents  con¬ 
tain  a  database  and  a  search 
engine.  Most  Mobular  Engine 
documents  can  be  delivered  as 


a  3KB  e-mail  message,  Horack 
claims. 

For  the  past  year,  SCI  Sys¬ 
tems  Inc.  has  been  using  Mob¬ 
ular  Engine  to  make  its  reports 
available  to  shareholders,  says 
Richard  Layman,  webmaster 
at  the  Huntsville,  Ala.-based 
maker  of  electronic  compo¬ 
nents. 

SCI  offers  its  annual  reports 
via  the  Web  as  downloadable 


SEARCHABLE  E-MAIL  isn’t  rocket  science,  say  Mobular’s  John 
Horack,  Stuart  Obermann  and  David  Noever  (left  to  right). 


Portable  Document  Format 
(PDF)  files  and  as  Mobular  En¬ 
gine  documents. 

A  Mobular  Engine  docu¬ 
ment  allows  the  recipient  to 
view  and  search  content  with¬ 
out  having  to  open  the  PDF 
file,  says  Layman.  That  saves  a 
step  and  makes  the  process  of 
reading  the  document  easier. 

“Searching  a  PDF  is  clunky,” 
according  to  Layman.  “Mobu¬ 
lar’s  search  engine  is  more 
flexible  and  allows  index- 
driven  searches.” 

Layman  also  says  that  set¬ 
ting  up  the  system  didn’t  take 
very  long  because  Mobular 
gave  him  a  preformatted  Web 
page  that  included  a  search¬ 
able  table  of  contents.  That 
made  the  job  of  linking  the 
Mobular  document  to  SCI’s 
Web  site  simple,  he  says. 

Educating  Customers 

To  succeed,  Mobular  must 
educate  its  potential  cus¬ 
tomers  about  the  advantages 
its  approach  has  over  regular 
e-mail,  says  Pelino.  It  also  must 
compete  against  advertising 
companies,  which  offer  e-mail 
marketing  campaigns. 

Harbor  Freight  Tools,  a  Ca¬ 
marillo,  Calif.-based  hardware 
retail  chain,  does  its  e-mail 

marketing  in-house,  but  it 


Mobular  Technologies  Inc. 

es  Mobular  Engine 


500  Boulevard  South 
Suite  200 

Huntsville,  Ala.  35802 
(256)  882-9011 

Web:  www.mobular.com 

Niche:  E-mail  delivered  with  em¬ 
bedded,  searchable  content  such 
as  e-commerce  catalogs  or  annual 
reports. 

Company  officers: 

•  Stuart  Obermann,  chairman  and 
CEO 

•  John  Horack,  co-founder  and 
president 

•  David  Noever,  co-founder  and 
chief  technology  officer 

Milestones: 

•  January  2000:  Founded  as 
Science  Communications 

•  April  2000:  Signs  SCI  Systems 
as  first  customer 

•  August  2001:  Changes  name  to 
Mobular  Technologies  Inc.;  launch- 


,eT)e 


David  M 

Employees:  21  7r»o  president 

.  T*' ^77/^0  ingatHar 

Bum  Money:  $6  mil-  u*  vS  “Wp  ni™= 


Burn  Money:  $6  mil 

lion  from  ABS  Ventures, 
Southeastern  Technology 
Fund  and  private  sources 

Pricing:  An  e-mail  distribution  to 
500,000  recipients  costs  $15,000 
to  $30,000. 

Customers:  SCI  Systems,  BMG 
Music  Service,  The  Boeing  Co., 
Lockheed  Martin  Corp.,  NASA 

Partners:  Adobe  Systems  Inc., 
Intel  Corp.,  Palm  Inc.  and  others 

Red  flags  for  IT: 

•  Mobular  Engine  users  should  en¬ 
sure  that  they  have  the  acceptance 
of  customers  before  embarking  on 
mass  e-mail  campaigns. 

•  Improvement  in  response  levels 
when  using  the  technology  for 
marketing  has  yet  to  be  proven. 


plans  to  try  Mobular  En¬ 
gine  for  direct  market¬ 
ing  by  year’s  end,  says 
David  Martel,  vice 
of  market- 
Harbor  Freight. 
“We  like  it  because 
it’s  searchable  and  small 
in  size,”  says  Martel.  “But 
our  satisfaction  depends  on  re¬ 
sults  and  whether  we’ll  see  an 
increase  in  sales  to  offset  the 
increase  in  costs.” 

Horack  says  Mobular’s  ser¬ 
vice  improves  customer  re¬ 
sponse  rates.  However,  al¬ 
though  the  firm  claims  that  the 
bulk  of  its  customers  are  in  re¬ 
tail,  the  start-up  wasn’t  able  to 
provide  the  names  of  cus¬ 
tomers  that  are  actively  using 
it  for  marketing  campaigns  and 
that  can  discuss  the  results. 

Mobular  does  say  it  plans 
to  broaden  its  offerings  by 
branching  out  into  the  elec¬ 
tronic  distribution  of  content 
for  vertical  markets  such  as  fi¬ 
nancial  services  and  travel.  \ 


E-Mail  Gets 
The  Message 

Using  e-maii  as  a  marketing  tool  “has 
been  a  painful  process  for  a  lot  of  peo¬ 
ple,”  says  John  Horack,  president  of 
Mobular.  “Someone  sends  the  e-mail 
with  a  Web  link,  then  their  focus  shifts 
from  the  e-mail  to  the  browser,  and  if 
they  can’t  find  what  they're  looking  for, 
it's  not  long  before  they’re  off  on  Yahoo, 
com.  It’s  a  disruptive  and  interruptive 
experience." 

Mobular  Technologies  claims  that  it 
eliminates  that  searching  by  putting  all 
the  relevant  purchasing  information  or 
other  data  into  the  e-mail  itself.  Analysts 
say  that’s  a  compelling  and  different 
approach  to  e-mail  marketing  -  but  cus¬ 
tomers  must  first  buy  in.  Mobular’s  com¬ 
petitors  don’t  offer  searchable  e-mail 
technology,  but  they  do  offer  marketers 
standard  e-mail  as  part  of  an  integrated 
marketing  campaign.  Competitors  in¬ 
clude  the  following  companies: 

Doubleclick  Inc. 

New  York 

www.doubleclick.com 

Doubleclick  offers  products  and  ser¬ 
vices  targeted  at  online  advertising  and 
marketing,  including  its  Doubleclick 
Network  online  advertising  tool. 

Flomedia  Inc. 

Dallas 

www.flomedia.com 

Flomedia  specializes  in  traditional  e-mail 
advertising,  as  well  as  online  coupons 
and  direct  mail  materials. 

e-Dialog 

Lexington,  Mass. 
www.e-dialog.com 

E-Dialog  offers  e-mail  with  embedded 
links,  graphics-rich  HTML  and  text- 
based  messages. 

ClickAction  Inc. 

Palo  Alto,  Calif. 
www.clickaction.com 

ClickAction’s  e-mail  marketing  tool  au¬ 
tomates  processes  such  as  event-based 
e-mail,  sends  and  triggers  follow-up 
e-mails,  and  sorts  outbound  and  in¬ 
bound  message  replies  and  answers. 
The  company  also  builds  a  database  of 
customer  responses. 

-Lee  Copeland 


CHAIN  YOURSELF  TO  THE  NETWORK.  NOT  YOUR  DESK. 

PRESENTING  WIRELESS  MOBILITY  FROM  COMPAQ. 

Compaq  complete  mobility  solutions  allow  your  employees  to  do  their  work.  Even  when  they're  not  at 
their  desk. The  new  Compaq  Evo ™  Notebook  N600c  comes  with  a  Mobile  Intel®  Pentium®  III  processor 
and  an  innovative  MultiPort  for  wireless  networking  capability!  This  means  your  team  can  access  real 
information  in  real  time.  So  now  they  can  check  current  inventory,  track  sales  or  send  e-mail  from  the 
conference  room  or  the  cafeteria.  And  if  they  want  something  even  smaller,  give  them  the  iPAQ 
Pocket  PC  for  PC  functionality  that  fits  in  the  palm  of  their  hands. 


INNOVATIVE  PRODUCTS, 
INTEGRATED  INTO  SOLUTIONS  & 
DELIVERED  GLOBALLY 


find  the  wireless  solution 
you  need  at  compaq.com/mobile 
or  call  1-800-888-6046 


Compaq  PCs  use  genuine  Microsoft®  Windows® 
www.microsoft.com/piracy/howtotell 

’Wireless  LAN  provided  either  through  MultiPort  or  PC  card.  Wireless  WAN  provided  through  PC  WAN  card;  wireless  airtime  contract  required.  802.11  functionality  (in  a  MultiPort  module)  is  sold  separately.  PC  cards  sold  separately.  Subject  to  wireless  network 
coverage.  "Suggested  retail  price.  Compaq,  the  Compaq  logo,  Evo,  iPAQ  and  Inspiration  Technology  are  trademarks  of  Compaq  Information  Technologies,  LP.  in  the  U.S.  and  other  countries.  Intel,  the  Intel  Inside  logo  and  Pentium  are  trademarks  or  registered 
trademarks  of  Intel  Corporation  or  its  subsidiaries  in  the  United  States  and  other  countries.  Products  and  company  names  mentioned  herein  may  be  trademarks  or  registered  trademarks  of  other  companies.  ©2001  Compaq  Computer  Corporation. 


COMPAQ. 

Inspiration  Technology 


© 


careers.com 


IT  CAREERS 


© 


can  ers 


Data  Protection  Analyst  (3  posi¬ 
tions).  Assist  in  the  development, 
implementation  and  maintenance 
of  data  protection  systems  for 
corporate  data  assets  using 
Checkpoint  Firewall  1 .  Safewood 
Authentication  server,  SATAN, 
Tripwire,  UNIX  systems  admin¬ 
istration,  Perm,  Shell  and  TCP 
/IP.  Develop  RACF  rules  and 
data  protection  policies.  Perform 
data  owner  interview/consultation. 
Assist  in  resolving  issues  related 
to  security  exposures.  Report  P 
&  P  violations  and  implement 
audit  procedures.  Provide 
programming  maintenance 
support  for  data  protection 
functions.  Requirements:  Master’s 
or  foreign  degree  equivalent 
In  computer  science,  math, 
engineering  or  related  field  plus 
1  year  of  experience  in  offered 
position  or  in  systems  adminis¬ 
tration,  OR  bachelor’s  or  foreign 
degree  equivalent  in  computer 
science,  math,  engineering  or 
related  field  plus  3  years  of 
experience  in  offered  position 
or  in  systems  administration. 
Stated  experience  must  have 
included  1  year  with  UNIX 
systems  administration;  and  1 
year  with  network  protocols, 
including  TCP/IP.  Salary  range: 
$46,1 60-1 00,056/year.  40  hrs/wk, 
M-F,  8  a.m.  -  5:00  p.m.  Position 
located  in  Memphis,  TN.  Job 
Order  #TN6201639.  Submit 
resumes  to  Pam  LaRue,  TN 
Department  of  Labor  &  Work¬ 
force  Development,  Job  Service 
Program,  500  James  Robertson 
Pkwy,  11th  Floor,  Nashville,  TN 
37245-1200. 


Software  Engineer  (Stamford, 
CT)  (Pharmaceutical  industry) 
Plan,  organize  &  direct  functional 
system  analysis;  design  & 
implement  all  assigned  software 
applications;  determine  business 
requirements  through  interviews, 
observations  &  review  of  systems 
running  on  Unisys  2200  main¬ 
frames  to  design  systems  to 
meet  user  &  corporate  require¬ 
ments;  provide  written  proce¬ 
dures,  specifications,  instruc¬ 
tions  &  training  for  end  users; 
provide  periodic  oral  &  written 
status  reports  to  users  &  top 
management;  provide  user  train¬ 
ing,  guidance  &  support  for  on-site 
&  off-site  locations;  monitor  per¬ 
formance  of  installed  systems; 
develop  communication  interfaces 
among  all  related  operations  to 
provide  timely  &  accurate  infor¬ 
mation  flow;  establish  formal 
data  flows  within  &  between  sys¬ 
tem  operations  using  applica¬ 
tions  written  in  Cobol  with  inter¬ 
faces  to  DMS1100  Database 
Management  System  &  Tl  P1 1 00 
Transaction  Interface  Package. 
Reqs:  Master's  degree  or  equiv¬ 
alent  in  Info.  Sci.  or  Electrical 
Engr.  (will  accept  as  equivalent 
B.S.  in  Info.  Sci.  or  Electrical 
Engr.  +5yrs.  exp.  in  progressively 
responsible  positions  in  the  field) 
and  2  yrs  exp.  in  the  job  offered 
or  3  yrs.  exp.  as  a  Systems  Analyst. 
Will  accept.  M-F;  40  hrs/wk; 
8am-5pm.  Send  res.  to:  S. 
Roeser,  HR  Dept.,  1  Stamford 
Forum,  Stamford,  CT  06901 . 


Group  Leader,  Statistical 
Programming  (Stamford,  CT) 
(Pharmaceutical  industry)  Design, 
write,  validate  &  document 
computer  programs  using  SAS 
v.6.12  (Statistical  Analysis 
Software)  in  support  of  clinical 
trial  analysis  &  submissions  to 
regulatory  agencies.  Create, 
document  &  maintain  SAS  analy¬ 
sis  data  sets  during  statistical 
analyses  &  report  generation. 
Develop,  design  &  validate  new 
programming  applications,  & 
update  components  of  existing 
applicafions.  Provide  programming 
support  expertise  to  bio-statisti- 
cians,  clinicians  &  other  clinical 
trial  personnel  in  the  monitoring 
&  reporting  of  clinical  trials  by 
creating  summary  tables,  graphs, 
data  listings  &  analyses  for 
inclusion  in  integrated  statistical 
/clinical  reports.  Supervise  2 
associate  senior  statistical 
programmers  Reqs:  M  S.  in 
Statistics.  Math  or  Comp.  Sci.  + 
2  yrs  exp.  in  job  offered.  35 
hrs/wk;  8am-5pm.  M-F.  Send  res. 
to:  S.  Roeser,  HR  Dept .  One 
Stamford  Forum,  Stamford,  CT 
06901. 


F/T  Software  Applications  Engi¬ 
neer:  Responsible  for  evaluating 
programming  requests,  clarifying 
objectives,  formulating  plans  and 
implementing  software  projects 
from  a  given  specification  to 
implementation.  Analyze  real-time 
operating  system  concepts  and 
object  oriented  methodologies 
and  provide  technical  and  trou¬ 
bleshooting  assistance  working 
with  Visual  C++,  Visual  Basic, 
Winsock,  DCOM,  TCP/IP,  Oracle, 
SQL  and  MFC  and  Windows  NT 
platform  &  NT  internals.  Re¬ 
sponsible  for  programming  the 
registry,  memory  management, 
thread  synchronization  and  the 
development  of  device  drivers. 
Must  have  a  Bachelor's  degree 
in  Computer  Science,  Electronic 
Engineering  or  related  field. 
Foreign  degree  equivalent  ac¬ 
cepted.  Must  have  5  years  expe¬ 
rience  in  job  offered  or  position 
with  same  duties.  Send  resume: 
job  code:  ISVCW,  Attn:  Deborah 
Gorga-HR,  B-098,  United  Parcel 
Service,  P.O.  Box,  833,  Mahwah, 
NJ  07430  or  dgorga@ups.com. 


Software  Engineer,  Alpharetta, 
GA;  Research,  develop  and 
maintain  software  in  COBOL  on 
Mainframe  system  using  SCL, 
JCL,  DB2,  CICS,  Visual  Basic 
scripting  &  Excel.  Download  data 
from  mainframe  to  personal 
computer  over  local  area  network 
and  develop  PC  applications 
using  Visual  Basic  script 
programming  and  Excel.  Analyze 
software  requirements  to  deter¬ 
mine  feasibility  of  design. 
Formulate  and  design  software 
system  using  scientific  analysis 
and  mathematical  models  to 
predict  and  measure  outcome 
and  consequences  of  design. 
Req'd.  Masters  in  Statistics  or 
Math  or  Comp.  Scie.  1  yr.  exp  in 
job  offered  or  1  yr  exp  in  Related 
Field.  40hrs/wk.,  Mon-Fri, 
9:00  a.m.  -  6:00  p.m.  $66,789.00/ 
Yr.  Interested  applicants  to  apply 
in  person  or  by  sending  two 
resumes  to:  North  Metro,  Job 
Order  #GA  7040390,  2943  N. 
Druid  Hills  Rd.,  Atlanta,  GA 
30329  or  the  nearest  of  Labor 
Field  Service  Office.  “An  employer 
paid  ad".  “Must  have  proof  of 
legal  authority  to  work  in  the 
U.S.” 


SOFTWARE  ENGINEER:  Stan¬ 
dard  Microsystems  Corporation, 
supplier  of  world  class  circuits  to 
world-known  PC  manufacturers 
seeks  a  Software  Engineer 
who  will  develop,  debug  &  certify 
networking  device  drivers  for 
various  OS,  microprocessors  & 
applications.  Req'd:  B.S.  degree 
in  CompSci,  Engineering  or 
related.  Must  have  2  yrs  exp  in 
the  job  or  as  Computer  Engineer 
in  networking.  Must  have  a  good 
knowledge  of  PC/network  archi¬ 
tecture  &  peripherals.  Must 
have  exp  w/developing  &  trou¬ 
bleshooting  networking  device 
drivers  on  various  OS  (Win 
CE/95/98/2K)  using  tools  such 
as  Platform  Builder  3.0,  DDK  & 
Visual  SafeSource.  Send  res  to: 
80  Arkay  Drive,  P.O.  Box  18047, 
Hauppauge,  NY  11788.  PLS 
REFERENCE  CODE  #552801- 
PM. 


PROGRAMMER  ANALYST/AS/ 
400  -  Mahwah,  NJ  -  A  leading 
company  in  the  reconstructive 
orthopedic  device  business  is 
seeking  a  AS/400  Programmer/ 
Analyst  who  will  analyze  user 
requirements  &  produce  func¬ 
tional  specification  documents 
for  programming  of  AS/400 
applications  Req'd:  BS  degree 
in  CompSci,  Math,  Engineering 
or  related  w/2  yrs  exp  in  the  job 
or  as  Programmer/Analyst  or 
Software  Developer.  Must  have 
programming  exp  w/RPG,  CL  & 
ILE  on  AS/400.  Must  have  exp 
w/ERP  systems  such  as  PRMS. 
Send  resume  to:  Tina  Allen, 
Stryker  Howmedica  Osteonics, 
59  Route  17  S,  Allendale,  NJ 
07401.  REFERENCE  CODE 
#SHOBM03. 


Database  /  Systems  Administrator: 
Lilburn,  GA:  Manage  &  administer 
Windows  2000  Server  &  SQL 
Server  2000  databases  &  appli¬ 
cations.  Help  establish  &  manage 
database  &  system  change 
management  procedures.  Assist 
w/architect  overall  data  structure. 
Provide  performance  tuning  & 
data  conversion  services.  Manage 
scalability  &  system  upgrade 
process.  3  yrs  experience  in  the 
position  offered  or  in  a  database 
administration  or  systems  ad¬ 
ministration  position  managing 
mission  critical  databases  envi¬ 
ronment  w/  large  user  base. 
3  yrs  experience  must  include 
experience  in  Microsoft  IIS  Server. 
Microsoft  Digital  Internet  Archi¬ 
tecture  Microsoft  Clustering 
Technology,  Microsoft  Biztalk 
Server,  Microsoft  Message 
Queue.  MCDBA  required. 
Resume  to  A.  Momin,  Supna 
Corp.,  4438  Lyngate  Drive, 
Lilburn,  GA  30047. 


Kama  Consulting  Inc. 

TOP  $$’s,  W2  or  1099 

We  are  a  fast  growing 
Consulting  company  based 
in  New  Jersey. 
Excellent  opportunities  for 
Programmers, 

Systems  Analysts,  DBAs. 

Sun  Solaris  System  Admins, 
Natural,  Powerbuilder, 
ADABAS,  ORACLE,  SYBASE, 
PROGRESS,  COBOL 
TCP/IP,  Delphi/VB,  Windows  NT 

Send  your  resume  to 
Rod  McFadden 
Kama  Consulting 
Fax:201-934-7166 
EmaikKamaco  @  aol.com 


Programmer/Analyst-Statistician 
for  Miami  Based  distributor  of 
small  household  and  personal 
care  appliance  to  write  computer 
programs  applying  statistical 
models.  Min  req.  Bach.  Degree  in 
Computer  Science  or  Statistics 
plus  2  yrs.  exp.  Send  resumes  to 
Applica  Consumer  Products, 
Inc.  P.O.  Box  4671 ,  Miami  Lakes, 
FL  33014. 


Software  Co.  Edison,  NJ  Sr.  Soft¬ 
ware  Engg/Technical  Architect 
with  expertise  in  Distribution 
&  Financial  to  desgn,  dvlp  & 
implement  JDE  ERP  systems; 
knowledge  of  JDE  tool  suite,  IBM 
AS/400,  RPG/400,  CL7400, 

C/C++  &  ORACLE;  web  knowl¬ 
edge  is  a  plus;  reqd.,  BS  and  5 
yrs  exp.  Comp.  Sal;  Reply  to  HR, 
Kirti  Rahi,  Paragon  Consulting, 
Inc.  23,  Pavlocak  Ct.  Edison,  NJ 
08820. 


♦ 


MANAGER,  wanted  by  Edison, 
NJ  based  Co.  Must  have  Master's 
degree  in  Comp.  Sc.,  Engg.  or 
Math  and  7  years  of  experience 
in  Comp.  S/W  development 
and/or  consulting,  or  Managing 
Computer  Software  projects. 
Respond  Via  Fax  only  to:  Akshay 
Software  International,  Inc.,  Fax: 
732-248-1666  (no  phone  calls). 
(Ref:  RG7998IM). 


I  SOFTWARE  ENGINEER  wanted 
by  a  Telecommunications  co.  in 
West  Long  Branch,  New  Jersey. 
Must  have  a  Master’s  degree  in 
Comp.  Sci.  or  related  field  &  3 
yrs.  exp.  as  a  Software  Engineer 
or  related  occupation.  In  lieu  of  a 
Master’s  degree,  will  accept 
equivalent  combination  of 
education  and  experience.  Exp. 
must  include:  systems  program¬ 
ming  on  C  on  Unix  Platform,  and 
TCP/IP  sockets  programming. 
Please  fax  your  resume  to: 
973-412-3700,  Net2Phone,  Inc., 
H.R.  Dept.,  520  Broad  Street, 
Newark,  New  Jersey  07102. 
Reference  #  GCKOV1 101. 


SOFTWARE  DEVELOPER  - 
Analyze,  design,  develop,  test, 
document  and  implement  elec¬ 
tronic  funds  transfer  (EFT)  solu¬ 
tions;  provide  training  to  jr.  de¬ 
velopers.  Req.  BS  in  Comp.  Sci., 
Eng.,  related/equivalent  and  4 
yrs.  exp.  in  job  or  4  yrs.  exp.  as 
Software  Eng.  Send  resume  to 
HR,  Mosaic  Software,  Inc.,  800 
Fairway  Dr.;  Suite  1 98,  Deerfield 
Beach,  FL  33441 .  No  calls. 


Software  Developer,  NJ,  F/T 
Analyze  requirements  of  Client- 
Server  s/w  &  prepare  specification 
for  the  system.  Design  &  devel¬ 
op  the  system  to  incorporate  the 
specification  on  client's  sites. 
Knowledge  of  system  life  cycle 
for  Financial,  Insurance  &  Mfg 
organization.  Sound  knowledge 
of  VB,  PB,  ActiveX  component, 
COM/DCOM,  HTML,  ASP,  VB¬ 
Script,  Crystal  Report  with  DB2, 
Sql,  Sybase,  Oracle  databases 
and  PVCS,  visual  source  safe.  2 
yrs  exp  &  bachelor's  degree  in 
computer  science  or  equivalent 
reqd;  Send  C V  to  J.  Smith, 
Panasoft  Corp.  732-422-4956 
(f),  jaysmith@panacorp.com. 


Computer  Professionals  w/ 
exp  in:  DELPHI,  Sybase, 
SQL,  JAVA,  Star/Team, 
ERWin,  Bataflex,  MS  SQL, 
Server,  ORACLE,  HTML, 
XML,  Windows97NT/2000. 
Apply  to:  Triple  Point  Tech¬ 
nology,  Inc.  301  Riverside 
Avenue,  Westport,  CT 
06880.  Ref:  PACW 


ABZ  CONSULTING,  Inc,  Atlanta, 
has  immediate  multiple  openings 
for  exp'ed  Prog/Analysts,  S/W 
Engineers  and  DBAs  to  develop 
S/W  applications  using  various 
H/W.  OS.  OO  Methodology/prin¬ 
ciples,  tools,  software  packages 
and  languages  for  data  ware¬ 
housing,  web/wireless/internet 
technologies.  CRM  implementa¬ 
tion  etc.  BS/MS  degree  req. 
Highly  competitive  salaries,  travel/ 
relocation  req.  Send  resumes  to 
3140  Briarcliff  Road,  Suite  A, 
Atlanta.  GA  30329. 


ADABAS  NATURAL 
AIX/UNIX 
PSSP  RS  6000 
HACMP  CISCO 
WEB  -  JAVA 
VB  C++  ORACLE 
TIVOLI  SAN 

NETWORKING  ENGINEERING 
SIDEWINDER 

Call  Mike  Sullivan 
Mutual  Computer  Consulting,  Inc. 
964  3rd  Ave.  31  st  Floor 
New  York,  NY  10155 
800-310-9744 

E-mail  to:  mutualc@attglobal.net 


Several  computer  related 
positions  available  for 

international  airline  telecom 

and  information  services 

company.  Degree,  technical 
skills  &  experience  vary  per 
positions.  Send  resume  to 
Jose  Carbia,  Ref.  #  AD/ 

CWD/1025HS,  SITA  INC, 

3100  Cumberland  Blvd., 

Ste.  200,  Atlanta,  GA  30339 
or  jobs  @  sitacareers.com 

COMPUTER:  Sr.  Appl  Engr.  and 
E-Commerce  Prgrm/Analyst, 
proficient  with  Java,  JavaScript, 
JSP,  Cold  Fusion,  XML,  HTML, 
PL/SQL,  Stored  Procedures, 
running  on  MS  NT  4.0/2000  & 
MS  IIS  and  Apache  Webserver, 
to  develop  applications  for  Morris 
Co  E-Bus  serv  firm.  Sr  Appl  Engr 
req  BS  -  info  syst,  engr  or  tech- 
oriented  degree,  5  yr  exp;  E- 
Commerce  prgrm/analyst  req 

2  yrs.  college  w/emphasis  in 
accounting,  business  or  math,  4 
yrs  related  exp.  Reply,  indicating 
position  desired,  to  Attn:  AF, 
Cirqit.com,  1 00  S.  Jefferson  Rd., 
3rd  FI,  Whippany,  NJ  07981. 

Network  Design  Engineer 

Telecomm  Co.  seeks  network 
Design  Engineer  for  Reston, 
VA  location.  Must  possess 
Associate's  degree  in  Comp 
Sci/Comp  Eng/Math  or  Physics 
+2  yrs  exp  in  any  network  eng 
position.  Send  resume  to: 
resume@wfinet.com  Attn:  INS- 
NOE 

A  software  training  and  consulting 
company,  has  an  opening  for  a 
programmer  analyst  for  its  office 
located  in  Morris  Plains,  NJ.  The 
position  requires  a  minimum  of  a 
bachelor’s  degree  or  equivalent 
and  2  years  experience  as  a 
programmer  analyst,  systems 
engineer  or  programmer.  Send 
resume:  Nova  Software  Inc., 
Attention:  Human  Resources, 
36110  Mission  Court,  Farmington, 
Ml  48335. 

Systems  Analyst  for  Latin  America 
for  provider  of  consulting  and 
EDP  services  to  Latin  American 
financial  industry  to  design, 
develop  and  program  Software 
Integrated  Banking  System.  Min 
req.  Bach,  in  Systems  Eng.  plus 
two  yrs.  exp.  with  financial  com¬ 
puter  systems.  Send  resumes  to 
HR  Datapro,  Inc.  1300  Brickell 
Bay  Drive,  Miami,  FL  33131. 

Systems  Analysts,  Bethesda, 
MD.  Develop  CGI,  cfient/server 
software  for  biomedical  applica¬ 
tions,  incl.  sequence  comparison 
&  alignment  algorithms,  biological 
database  development,  contig 
assembly  algorithms,  protein  & 
DNA/RNA  sequence  analysis 
methods  &  algorithms  using 
C/C++,  PERL,  SQL,  HTML  & 
Oracle  or  Sybase  databases, 
relational  databases,  shell  script 
languages  for  OS  Windows  NT 
&  UNIX.  Reqd.  B.S.C.S.  or  rel. 
field  &  2  yrs  rel.  exp.  M-F, 
40hrs/wk.  Send  resume  to 

I.  Sytnikov,  HR,  REF.  #  402, 
InforMax,  Inc.,  7600  Wisconsin 
Avenue,  11th  Floor,  Bethesda, 
MD  20814. 

|  careers 


where  the  best  get  better 

1 -800-762-2977 


I  MICROCOMPUTER  SPECIAL- 

IST :  Provide  technical  support  by 
troubleshoot  networks,  services 
&  PC  workstations.  Administer 
Windows  NT  services,  application 
software  support  by  using  SMS, 
Acrobat,  Citrix.  Train  end  users  to 
utilize  the  hardware  and  software 
systems.  40  hrs/wk,  8am-  4:30 
pm.  B.A.  in  Computer  Sci  &  2  yrs 
of  related  exp.  req.  Contact 
Richard  Hunt,  Group  Mgr,  2890 
Woodbridge  Ave.,  Edison,  NJ 
08837. 


IT  careers  and 
IT  careers.com 
reach  more  than 
2/3  of  all  US  IT 
workers  every 
week.  If  you 
need  to  hire  top 
talent,  start  by 
hiring  us. 

Call  your 
IT  careers  Sales 
Representative  or 
Janis  Crowley  at 
1-800-762-2977. 

ITcareers 

whin  thl  bnt 
lit  kittir 

IT  careers.com 
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Few  companies  see  the  full  scope  of 
the  contribution  IT  can  make  to  their 
business.  Fireman's  Fund,  a  leading 
insurance  company,  will  actively 
empower  you  to  make  that  difference. 
Our  Shared  Services  infrastructure 
positions  you  to  make  decisions  with  a 
tangible  impact  on  the  profitability  of 
technological  solutions.  We'll  give  you 
the  accountability  you  crave  and 
inspire  you  to  make  the  most  of  it  - 
with  lucid  guiding  principles,  ener¬ 
gized  co-workers,  and  exceptional 
rewards.  With  your  commitment,  and 
that  of  our  global  parent,  Allianz  AG, 
there's  nothing  we  can't  accomplish. 


Application  Developer 

Advance  your  coding,  testing  and  debugging  skills  leading  development  of  a  platform-independent 
user  interface  for  OS/2  applications.  Create  new  N-Tier  applications  and  critically  analyze  vendor 
proposals  and  solutions. 

Business  Systems  Analyst 

Play  a  key  role  creating  IT  solutions  to  enable  achievement  of  business  goals.  Interview  users  and  conduct 
feasibility  studies  to  determine  system  specifications,  then  implement  testing  and  ongoing  evaluation  of 
solutions.  Responsibilities  range  from  promoting  efficiencies  within  client  business  areas  to  facilitating 
workflow  within  IT. 

Project  Manager 

Manage  multiple  IT  projects  such  as  business  applications,  architecture,  data  marts,  operational  data 
stores  and  infrastructure.  Take  responsibility  for  the  complete  project  lifecycle  from  developing  tactical 
and  strategic  approaches  to  cost/benefit  analysis  and  risk  assessment. 

Web  Application  Developer 

Analyze  requirements,  design  and  program  applications  for  Enterprise  e-Business  projects,  working 
closely  with  consultants,  business  analysts  and  other  developers.  Applications  will  primarily  be  deployed 
on  WebSphere  servers  running  on  AIX  platforms. 

These  are  examples  of  the  types  of  positions  you  may  find  at  various  locations  of  Firemans  Fund. 

Be  the  first  to  hear  about  Fireman’s  Fund  opportunities  that  are  relevant  to  you,  with  our  newly 
launched  Career  Navigator.  Take  two  minutes  to  register  and  create  your  skills  profile  and  we’ll  match  it 
against  every  position  that  becomes  available.  When  a  good  match  comes  up  you’ll  instantly  be  notified 
by  email,  and  can  decide  whether  to  take  the  next  step.  It’s  a  great  way  to  let  your  perfect  job  find  you. 


www.firemansfund.com/careers/ita14.html 


Employees  enjoy  innovative  benefits  including  professional  development 
opportunities,  paid  leave  accounts,  a  matching  401  (k)  program  and  retirement 
benefits.  Fireman's  Fund  is  an  Equal  Opportunity  Employer,  M/F/D/V. 
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Platinum  Sponsors 

IDG  Recruitment 
Solutions 

Yahoo!  Careers 


Emanrznns: 


^CAREER  FAIR 

“Tbt  *1  Diversity  Carter  fair  In  The  Nation1* 


Gold  Sponsor 

Merck 

Silver  Sponsor 

Verizon  Wireless 


Meet  face-to-face  with  the  area's  hottest  companies  and 
land  a  job  with  more  money,  opportunity  &  challenge! 


2001-2002  UPCOMING  SCHEDULE  OF  EVENTS 

MIAMI,  FL 

!  WASHINGTON,  DC 

PHILADELPHIA,  PA  • 

DETROIT,  Ml 

Tues.,  December  4 

:  Mon.,  January  21 

Wed.,  February  13  • 

Tues.,  March  5 

LOS  ANGELES,  CA 

I  COLUMBIA,  MD 

DALLAS,  TX 

ST.  LOUIS,  MO 

Mon.,  January  21 

:  Wed.,  January  23 

Tues.,  March  5  : 

Mon.,  March  25 

CALL  1-800-562-7469  FOR  MORE  INFORMATION  ON  EXHIBITING  OR  ATTENDING! 


Or  check  out  www.naacpcareerfair.com  to  find  out  more  about 
these  events  and  other  career  opportunities. 


The  NAACPDiversity  Career  Fair  is  produced  and  managed  by  Shomex 

2601  Ocean  Park  Boulevard,  Suite  200  •  Santa  Monica,  CA  90405  •  (310)  450-8831 


Look  who’s  hiring  at 
ITcareers.com 


Every  day  hiring  managers  turn  to  ITcareers.com 
for  the  best  IT  candidates.They  know  us  and 
they  know  we  can  deliver. 

If  you  want  a  better  challenge,  we  challenge  you 
to  find  a  better  IT  career  site  than  ITcareers.com. 
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The  Gillette  Company  is  the 
world  leader  in  more  than 
a  dozen  consumer  product 
categories.  Global  World  Class 
operations  are  increasingly 
dependent  on  Information  Tech¬ 
nology.  Exciting  opportunities 
exist  in  global  business  process 
integration  initiatives.  We  are 
currently  seeking  the  following 
highly  qualified  professionals  to 
join  the  Gillette  IT  team  in  the 
Boston  area. 


The  following  positions 
commonly  require  a  Bachelor's 
degree  (or  equivalent)  in 
Computer  Science,  MIS, 
Business  Admin.,  or  similarly 
relevant  field,  and  3-5  years 
relevant  experience. 

I  Staff  Programmer  Analysts 

I  (SAP)  Staff  Basis  Adminis- 
trators/Con-figuration- 
Integration  Specialists/ 
Application  Developers 

I  Data  Warehouse  Architects/ 
Developers/Database 
Administrators 


I  Telecommunications 
Analysts 

Starting  salaries  range  from 
$56,100  to  $119,000  per  year, 
together  with  paid  vacation, 
medical,  dental,  life  and 
disability  insurances,  and  other 
industry-competitive  benefits. 

Please  mail  /  email  resume 
to:  The  Gillette  Company,  1  Gillette 
Park,  Boston  Massachusettes 
02127  ATTN:  Krisan  Pope,  Senior 
Human  Resources  Representa¬ 
tive  Email:  Krisan_Pope@ 
Gillette. Com. 

The  Gillette  Company  is  an 
equal  employment  opportunity 
employer 


Opportunities  with 
ThinkSpark 

We're  always  looking  for  experi¬ 
enced  database  administrators, 
enterprise  application  consultants, 
developers,  designers  and  in¬ 
structors.  We  hire  self-motivated 
team  players  that  have  strong 
communication  skills,  technical 
expertise  and  leadership  potential. 

We  have  offices  in  Atlanta,  Austin, 
Boston,  Cleveland,  Dayton, 
Dallas,  Denver,  Fort  Worth, 
Houston,  Las  Vegas,  Oklahoma 
City,  Omaha,  San  Antonio  and 
Tulsa.  Relocation  and  some 
travel  may  be  required. 

Call  us  at  (888)  511-7837  or 
send  us  an  e-mail  at 
careers@thinkspark.com. 


♦ 


Computers/Software  Developers 
Commvault  Systems,  Inc.  seeks 
Software  Developers.  Dev  s/ware 
agents  between  device  layer  & 
co's  enterprise-scaled  backup 
s/ware  suite  layer.  Req:  Bach  deg 
in  Comp  Sci,  Eng'g,  or  Math 
&  2  yrs  exp  in  position  offered  or 
2  yrs  exp  as  a  s/ware  eng’gr.  Must 
have  exp.  with  C++,  TCP/IP. 
&  MFC.  Res  to  thoffman® 
commvault.com.  EOE. 
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You  can 
find  a 
better 

JOB 

with  one 
hand  tied 
behind 
your  back. 


Just  point  your 
mouse  to  the 
world’s  best 
IT  careers  site. 

Brought  to 
you  by 

Computerworld, 
Info  World  and 
Network  World. 

Find  out  more. 

Call  your 
ITcareers  Sales 
Representative 
or  Janis  Crowley, 
1-800-762-2977 


When  the  best 
get  better 
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IT  CAREERS 


COMPUTER/IT 

Senior  Programmer  Analyst-Non- 
Mainframe.  Rancho  Cordova,  CA: 
Multiple  openings.  Provide  soft¬ 
ware  applications  for  Internet 
products  written  in  JAVA,  HTML, 
ColdFusion  or  database  utilizing 
SQL.  Design,  develop,  implement 
and  maintain  WEB  based  soft¬ 
ware  development.  Duties  include: 
analysis  of/and  documentation 
of  user  requirements,  design  of 
solution  applications,  code  and 
test  solution  application  and  doc¬ 
umenting  and  maintaining  the 
system.  Other  duties  include  pro¬ 
ject  management  and  planning  of 
Web  based  software  including 
defining,  building  and  maintaining 
the  file  directory  structure;  design, 
build  and  maintenance  of  Java 
modules;  and  design,  build  and 
maintenance  of  SQL  stored 
processes.  Requires:  M.S.  or 
foreign  equivalent  in  Business 
Administration,  Computer  Science 
or  Electronics.  EOE.  40hrs/wk. 
Send  resume  (no  calls)  to  Mr.  Jeff 
DeGroot,  Senior  Technical  Re¬ 
cruiter,  EdFund  3300  Zinfandel 
Drive,  Rancho  Cordova,  California 
95670. 


SOFTWARE  ENGINEER  to  de¬ 
sign,  develop,  test,  implement, 
maintain  and  support  IBM  main¬ 
frame  business  critical  card 
application  software  using  TSO/ 
ISPF,  JCL,  COBOL,  Assembler, 
DB2,  VSAM,  CICS,  CSF,  Stream 
Weaver,  Changeman,  Infoman, 
Unitech,  Strobe,  Xpediter,  File-Aid, 
Pro-Edit,  Platinum,  IDCAMS, 
Domino.doc,  MS-Word  and  MS- 
Project  on  MVS  OS/390  and 
Windows  NT  platforms.  Require: 
B.S.  degree  in  Computer  Science, 
an  Engineering  discipline,  or  a 
closely  related  field  with  five 
years  of  progressively  responsible 
experience  in  the  job  offered  or 
as  a  Programmer/Analyst  or 
Programmer.  Competitive  salary 
offered.  Send  resume  to:  Debra 
L.  Crow,  Citibank  Universal  Card 
Services,  8787  Baypine  Road, 
Jacksonville,  FL  32256;  Attn: 
Job  MM. 


SOFTWARE  ENGINEER 
Software  engineer  to  design, 
develop  and  test  computer  pro¬ 
grams  for  business  applications; 
analyze  software  requirements 
to  determine  feasibility  of  design; 
direct  software  system  testing 
procedures  using  expertise  in 
ASP,  MS  SQL  Server  7.0,  COM+ 
and  Erwin.  Requirements:  Bach¬ 
elor's  Degree  or  equivalent  in 
Computer  Science  or  related 
field  and  two  years  experience 
as  a  software  engineer  or  com¬ 
puter  programmer,  knowledge  of 
ASP,  MS  SQL  Server  7.0,  COM+ 
and  Erwin.  Salary:  $70,000/ 
year.  Working  Conditions:  8:00 
A.M.  to  5:00  P.M.,  40  hours/ 
week,  involves  extensive  travel 
and  frequent  relocation.  Apply: 
Manager,  Armstrong  County 
Team  PA  CareerLink,  1270 
North  Water  Street,  PO  Box  759, 
Kittanning,  PA  16201-0759,  Job 
No.  WEB212539. 


It’s  Fast. 


It’s  Huge. 

It  Crosses 
Worlds  & 
Dimensions. 


IT  CAREERS 


Software  Consultant 

Duties:  Design  &  develop  Batch 
&  On-line  mainframe  business 
applications  for  clients  in  various 
industries  withVS-Cobol  II,  CICS, 
DB2,  SQL,  SPUFI,  QMF  &  JCL 
in  MVS/ESA  series.  Implement 
new  systems  using  source  con¬ 
trol  software  Change-Man.  Trou¬ 
bleshoot,  analyze  &  perform 
extensive  testing  for  quality  using 
Xpediter/TSO,  FileAid;  provide 
production  support,  application 
enhancements  &  update  user 
documents  &  database  with 
ErWin-EX  &  Image  Copy.  Convert 
data  to  Oracle  Server  with  FTP 
&  SQL'PLUS  in  UNIX  Operating 
System.  Maintain  Teradata  in 
DB2,  VSAM  &  QSAM.  $60,000/ 
yr.;  40  hrs./wk,  8:00  A.M.  to  5:00 
PM.  B.S.  or  equiv.  in  Computer 
Science  or  Electr.  &  Comm. 
Engg.  or  Elect.  Engg.  &  1  yr.  8 
months  exp.  in  job  offered  or  rel. 
field  or  1  yr.  8  months  re;,  exp. 
as  a  System  Analyst  or  S’ware 
Engineer.  Exp.  in  rel.  occ.  must 
include  proven  ability  to  perform 
job  duties.  BS  may  be  U.S.  or 
foreign  equiv.  Job  location: 
Norcross/Atlanta  Metropolis  & 
vicinity.  May  work  at  unanticipated 
locations  in  the  U.S.  Submit 
resume  to  Gwinnett,  J.O.  #  GA 
7035135,  1535  Atkinson  Rd. 
Lawrenceville,  Ga  30043-5601 
or  the  nearest  Dept,  of  Labor 
Field  Service  Office. 


Artech  Consulting  Group  in 
Coral  Gables,  Florida,  is  seeking 
a  senior  software  developer  to 
design  and  develop  PowerBuilder 
data  processing  applications. 
Experience  with  Profits  Supply 
Chain  Management  Systems, 
produce  business  operations, 
and  transportation  logistics 
required.  BS  in  Computer  Science 
or  Computer  Information  Systems 
required.  Salary  commensurate 
with  experience.  Email  resume 
and  salary  history  to 
hr@artechgroup.com.  Equal 
Opportunity  Employer. 


Software  AG,  Inc.  is  recruiting  for 
all  types  of  Systems  Analysis 
Consultants,  Staff  Consultants, 
Project  Managers/Leaders, 
System/Software  Engineers, 
Quality  Assurance  and  R&D 
Specialists,  Programmer/Analysts 
and  other  computer  science 
professionals. 

We  have  offices  throughout  the 
U.S.  including:  Reston,  VA;  Atlanta; 
Chicago;  Dallas;  Sacramento, 
San  Ramon  and  Irvine,  CA;  and 
Denver. 

Resume  to:  Software  AG,  Inc., 
ATTN:  HR,  Computerworld  Ad, 
11190Sunrise Valley  Dr.,  Reston, 
VA  20191.  Fax:  703-391-8340. 
For  additional  information,  find  us 
under  Computer,  or  visit  our  Web 
site:  www.softwareagusa.com. 


Project  Manager: 

Seeking  experienced  project 
managers  in  Chicago.  New  York 
and  San  Francisco  who  are  tech¬ 
nical  experts  in  applying  formal 
project  management  tools  to  the 
full  life-cycle  development  of 
large  scale,  OO,  distributed 
client/server  systems.  Must  have 
experience  directing  software 
development  teams,  with  direct 
responsibility  for  scope  control, 
staffing  issues,  budget  mainte¬ 
nance  and  client  relations.  Must 
have  a  good  basic  understanding 
of  distributed  computing,  auto¬ 
mated  testing  and  full  life-cycle 
development.  Must  have  knowl¬ 
edge  of  OO  languages  such  as 
Java,  Forte,  Smalltalk  or  C++. 
Position  requires  a  BS  in  business, 
finance,  computer  information 
systems  or  a  related  field  or  the 
equivalent.  Please  email  resume 
to  jobs@thoughtworks.com. 


Associate  Research  Engineer 
(Embedded  Systems) 

United  Technologies  Research 
Center  has  an  immediate  opening 
in  its  East  Hartford,  Connecticut 
office  for  an  Associate  Research 
Engineer  (Embedded  Systems). 

Designs  and  develops  embedded 
hard  real-time  systems  and 
intelligent  embedded  information 
devices  that  enable  the  Company's 
products  to  communicate  over 
proprietary  local  networks  and 
the  internet  using  multiple  high- 
level  languages.  Develops  net¬ 
working  and  communications 
software  for  wireless  communi¬ 
cation  links,  and  designs  micro¬ 
controller  based  circuits  and 
printed  circuit  boards  for  embed¬ 
ded  systems  using  electronic 
design  automation  software. 

Must  possess  a  master's  degree 
in  Computer  Science,  Computer 
Engineering  or  a  related  field 
and  at  least  one  year  of  experi¬ 
ence  in  the  job  offered  or  as 
a  Software  Engineer/Intern, 
including  designing,  developing, 
debugging  and  testing  of  appli¬ 
cation  software  and  device  driver 
software  for  embedded  hard 
real-time  systems  using  C  and 
assembly  language,  developing 
networking  and  communications 
software  for  wireless  communi¬ 
cations  links,  using  and  modifying 
real-time  operating  systems,  using 
Motorola  and  Microchip  PIC  8- 
bit  microcontrollers,  designing 
microcontroller-based  circuits 
and  printed  circuit  boards  for 
embedded  systems,  using  elec¬ 
tronic  design  automation  software, 
designing  digital  and  analog 
circuits  to  interface  sensors  and 
actuators  with  microprocessors, 
and  designing  software  and 
hardware  for  multiprocessor 
systems. 


Resume  and/or  cover  letter  must 
reflect  each  requirement  above 
and  specify  reference  code 
AREES  or  it  will  be  rejected. 

Forward  resume  to  Donna  Juttner, 
United  Technologies  Research 
Center,  41 1  Silver  Lane,  East 
Hartford,  CT  06108. 


PROGRAMMER/ANALYST  to 
analyze,  design,  develop,  test 
and  debug  application  software 
in  a  client/server  environment 
using  lnformix-4GL,  lnformix-4JS, 
SQL  Server,  FoxPro,  HTML, 
Java  and  MS-Office  under 
Windows  98/2000/ME,  DOS, 
UNIX  and  Linux  operating 
systems.  Require:  Bachelor’s 
degree  in  Computer  Science/ 
Engineering,  Business  Adminis¬ 
tration  or  a  closely  related  field 
with  two  years  of  experience  in 
the  job  offered  or  as  a  Systems 
Analyst.  Extensive  travel  on 
assignment  to  various  client 
sites  within  the  U.S.  is  required. 
Competitive  salary  offered.  Apply 
by  resume  to:  Eduardo  Santos, 
VP  of  Operations,  Noble  Systems 
Corporation,  4151  Ashford  Dun- 
woody  Road,  Suite  550,  Atlanta, 
GA  30319;  Attn:  Job  GK. 


♦ 


SKILLED  IT  PROFESSIONALS: 
Looking  for  a  challenging  position 
in  a  growing  firm  with  excellent 
benefits?  Consider  Geysers 
international,  Inc.  Our  clients 
include  top  companies  throughout 
the  U.S.  We  seek  employees 
with  a  BS  in  Computer  Science 
or  related  field  and  substantial 
experience,  or  a  Master’s  Degree. 
Positions,  job  duties  and  salaries 
vary  with  experience  and  software 
skill-sets.  For  our  firm  and  hiring 
profiles,  contact  information, 
position  openings  and  more, 
visit  our  website  at 
http://www.geysers.net. 
Or  call  Lisa  at  1-904-356-1100 
ext  17. 


SENIOR  SOFTWARE  ENGI¬ 
NEER  to  design,  develop,  imple¬ 
ment,  test,  maintain  and  support 
web-based  application  software 
in  a  client/server  environment 
using  C,  C++,  Java,  Oracle,  SQL 
Server,  Visual  Basic,  PeopleSoft, 
COBOL,  CICS,  DB2,  IMS, 
DB/DC,  JCL,  VSAM,  Xpediter 
and  Endevor  on  PCs  and  IBM 
mainframes  operating  under 
MVS/ESA,  AIX,  Windows  NT 
and  UNIX.  Require:  B.S.  degree 
in  Computer  Science/Engineering, 
or  a  closely  related  scientific 
discipline  with  five  years  of 
progressively  responsible  expe¬ 
rience  in  the  job  offered  or 
as  a  Programmer/Analyst  or 
Programmer.  Extensive  travel  on 
assignment  to  various  client 
sites  within  the  U.S.  is  required. 
Competitive  salary  offered. 
Apply  by  resume  to:  Ravi 
Kandimalla,  President,  Everest 
Computers  Inc.,  900  Old  Roswell 
Lakes  Parkway,  Suite  300, 
Roswell,  GA  30076;  Attn:  Job 
MA. 


National  Instruments,  a  fast 
growing  Hl-tech  Co.  based  in 
Austin,  TX,  is  currently  seeking 
to  fill  positions  in  the  following: 

Field  Sales  Engineer 

Sell,  demonstrate,  configure 
electronic  instrumentation  sys¬ 
tems  and  s/ware  using  knowl.  of 
C,  C++  to  assist  customers  in 
defining  system  config  for  data 
acquisition  needs.  BS  in  Engg, 
Comp  Sci,  Math  or  Physics  req’d. 

Field  Applications  Engineer 

Develop  software  applications 
for  products,  systems,  and  new 
business  opportunities.  Provide 
technical  engineering  support  for 
software  products  and  their 
applications  to  customers,  sales 
engineers,  and  distributors. 
Resolve  technical  issues  using 
an  understanding  of  electronic 
and  software  programming 
fundamentals.  BS  in  Engg, 
Comp  Sci,  Math  or  Physics 
required. 

Respond  to:  Raja  Faris,  National 
Instruments  Corp.,  6504  Bridge 
Point  Pkwy,  Austin,  TX  78730. 


Technology  Consultant  (Roseland, 
NJ)  -  Analyze  user  requirements, 
procedures,  and  problems  to  au¬ 
tomate  processing  and  to  improve 
existing  computer  system.  Estab¬ 
lish  requirements,  and  research, 
evaluate,  select  and  implement 
key  technologies  and  mission 
critical  tools/services  such  as 
Windows  2000/NT,  Active  Direc¬ 
tory,  Real-time  Monitoring  Tools, 
and  Mainframe  Connectivity 
Solutions  used  by  multiple  busi¬ 
ness  units.  Requires  at  least  5 
years'  experience  in  Windows 
2000  and  NT,  MS  SQL  server, 
and  backup/disaster  recovery  as 
well  as  a  Bachelor's  Degree  in 
Computer  Sci.,  Science,  Info. 
Sci.,  CIS  or  MIS  and  two  years' 
experience  in  the  job  or  as 
Systems  Engineer.  40  hours  per 
week,  from  9:00  a.m.  to  5:30 
p.m.  Please  send  cover  letter 
and  resume  to:  ADP,  ESG,  One 
ADP  Blvd.,  MS#248,  Roseland, 
NJ  07068;  Fax:  (973)  974-3334. 
No  phone  calls  please.  EOE, 
M/F/D/V. 


“StudentUniverse.com,  an  Inter¬ 
net  company  in  Watertown,  MA 
seeks  Software  Developers. 
Three  years  relevant  work 
experience.  Experience  with 
Java,  RMI,  SQL  Server  &  Unix  is 
a  plus.  Please  forward  resume  to 
HR,  Studentuniverse.com,  100 
Talcott  Ave,  Watertown,  MA 
02472.  No  calls  or  walk-ins.” 
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Vice  President-Chief  Information 
Officer:  (Waltham,  MA)  Direct 
and  coordinate  core  technology 
and  architecture  development; 
Manage  project  teams  designing, 
developing  and  enhancing  high 
volume  web  printing  application 
and  site;  Manage  and  direct  core 
new  product  development  teams 
for  highly  scalable  and  reliable 
eBusiness  applications;  Imple¬ 
ment  strategic  technology  plan¬ 
ning  and  assessment;  Define 
new  products,  features  and 
customer  requirements;  Build 
intranet  and  extranet  structure 
as  the  centric  digital  nervous 
system.  Integrate  data  and 
information  from  the  customer 
through  financial  statement  and 
management  reporting;  Review 
new  and  existing  technologies 
for  use  in  internal  and  external 
applications  and  systems  devel¬ 
opment. 

Minimum  Requirements:  Master's 
Degree  or  equivalent  in  Computer 
Science  &  5  years  experience 
managing  and  analyzing  the 
design  and  development  of 
automated  business  systems 
utilizing  client/server  architec¬ 
ture.  Must  possess  experience 
with  DHTML,  ASP,  Javascript, 
VB  Script,  Visual  Basic  and 
COM. 

Salary  range  is  $150,000- 
200,000  per  year  for  a  5  day  50 
hour  work  week.  Qualified  appli¬ 
cants  respond  with  resume  in 
duplicate  to  Case#20017194, 
Labor  Exchange  Office,  19 
Staniford  Street,  1st  Fl„  Boston, 
MA  02114. 


Oracle  Applications  Sr.  Consultant. 
Duties:  Design,  implement,  install 
&  maintain  Oracle  database  & 
Oracle  appls.  Incl.  Oracle  Finan¬ 
cials,  Oracle  Mfg.  &  Oracle  Cust. 
Relationship  Mgmt.  Debug  & 
troubleshoot  Oracle  appl.  modules 
of  systems  using  SQL  &  PL/ 
SQL.  Patch  &  upgrade  Oracle 
appl.  modules.  Perform  Oracle 
Appls.  capacity  planning  &  data¬ 
base  tuning  using  SQL  & 
PL/SQL.  Design  &  implement 
security  strategy  &  backup  & 
recovery  procedures  for  Oracle 
database  systems  &  appls. 
Requires:  M.S.  in  Comp,  or  Info. 
Sci.,  Eng.  or  related  field  &  3  yrs. 
exp.  in  the  job  offered  or  3  yrs. 
exp.  as  a  Consultant,  Eng.  or 
Prog./Analyst.  Will  accept  B.S. 
degree  (or  foreign  equiv.)  &  5 
yrs.  progressive  exp.  in  the 
comp.  ind.  Concurrent  exp.  must 
incl.:  2  yrs.  exp.  designing  & 
implementing  backup  &  recovery 
procedures  for  Oracle  database 
systems  &  2  yrs.  exp.  in  the 
install.  &  maint.  of  Oracle  appls. 
EOE.  40  hrs./wk.;  8:00  a.m.  to 
5:00  p.m.  Send  resume  (no 
calls)  to:  Diane  Tuccito,  Answer- 
Think,  Inc.,  817  W.  Peachtree 
St„  Suite  800,  Atlanta,  GA 
30308. 


DATABASE  ADMINISTRATOR 
Database  Administrator  to  do 
logical  and  physical  design  of 
SQL  Server  database;  Code  test 
and  implement  SQL  Server 
scripts  applying  knowledge  of 
Database  Management  Systems; 
Calculate  optimum  values  for 
SQL  Server  database  parameters; 
performance  tune  SQL  Server 
databases;  Model  SQL  Server 
database  security;  manage 
backup  and  recovery  of  SQL 
Server  databases;  make  changes 
to  SQL  Server  database  appli¬ 
cations  using  knowledge  of  SQL 
Server  7.0,  T/SQL  and  ASP. 
Requirements:  Bachelor's  Degree 
or  equivalent  in  Computer  Science 
or  related  field  and  two  years 
experience  as  a  database 
administrator,  expertise  in  SQL 
Server  database  administration 
which  includes  logical  design, 
physical  design,  performance 
tuning,  backup  and  recovery, 
coding  of  scripts,  knowledge  of 
SQL  Server  7.0,  T/SQL  and  ASP. 
Salary:  $66, 000/year.  Working 
Conditions:  8:00  A.M.  to  5:00 
P.M.,  40  hours/week,  involves 
extensive  travel  and  relocation. 
Apply:  Manager,  Indiana  Job 
Center,  350  North  Fourth  Street, 
Indiana,  PA  15701-2000,  Job 
No.  WEB212535. 


RESOURCES 
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NEWS 


Users,  Experts:  IM 
Poses  Security  Risk 


Use  in  enterprises  increases  vulnerability 


BY  JAIKUMAR  VIJAYAN 

ORPORATIONS  that 
permit  employees 
to  use  consumer 
instant  messaging 
(IM)  technologies 
could  be  opening  up  their  net¬ 
works  to  malicious  attacks, 
users  and  security  experts 
warn. 

Many  of  the  consumer-ori¬ 
ented  IM  software  products, 
such  as  Dulles,  Va.-based 
America  Online  Inc.’s  AOL 
Instant  Messenger  and  Micro¬ 
soft  Corp.’s  MSN  Messenger, 
that  are  widely  used  within 
corporate  networks  weren’t 
designed  for  enterprise  set¬ 
tings.  None  of  them,  for  exam¬ 
ple,  have  enterprise-class  secu¬ 


rity  features  —  such  as  virus 
scanning  or  encryption  —  built 
in,  say  users  and  analysts. 

Most  consumer  IM  systems 
are  designed  with  a  default  fea¬ 
ture  that  continuously  broad¬ 
casts  a  user’s  presence  to  oth¬ 
ers  outside  the  corporate  net¬ 
work.  They  also  allow  unse¬ 
cured  peer-to-peer  file  down¬ 
loads.  Sensitive  information 
exchanged  during  an  IM  ses¬ 
sion  is  often  stored  in  unse¬ 
cured  systems. 

And  every  IM  window  that 
pops  up  opens  a  port  in  the 
company’s  firewall,  meaning 
some  large  enterprises  have 
thousands  of  holes  in  their 
firewall  every  day. 

Such  issues  can  seriously 


IM  by  the  Numbers: 

■  Last  year,  there  were  164  million 
worldwide  users  of  consumer  IM 
products. 

<»  "More  than  400  trillion  instant  mes- 
^  sages  will  be  generated  this  year. 

5 

I  ■  More  than  70%  of  U.S  corporations 
|  have  employees  who  use  consumer 
£  IM  on  company  networks. 

o 

s  ■  There  are  an  estimated  18.5  million 
|  users  of  corporate  IM  technologies. 


undermine  a  company’s  other¬ 
wise  secure  practices,  said  Josh 
Turiel,  a  network  administra¬ 
tor  at  Holyoke  Mutual  Insur¬ 
ance  Co.  in  Salem,  Mass. 

This  is  especially  true  be¬ 
cause,  unlike  e-mail  and  other 
forms  of  corporate  communi¬ 
cations,  there  are  few  policies 


that  govern  the  installation  or 
use  of  IM  technologies,  said 
Robert  Mahowald,  an  analyst 
at  IDC  in  Framingham,  Mass. 

“Any  hole  you  open  up  in 
your  security  better  be  for  a 
darned  good  reason,”  said 
Turiel.  “IM  is  not  a  darned  good 
reason.”  Turiel  has  instituted 
strict  policies  banning  the  use 
of  IM  within  the  corporate  net¬ 
work  at  Holyoke  Mutual. 

Long  an  Issue 

Concerns  about  the  security 
implications  of  IM  technolo¬ 
gies  are  nothing  new.  But  the 
growing  use  of  consumer  IM 
on  corporate  networks  —  both 
sanctioned  and  unofficial  — 
has  dramatically  heightened 
the  need  to  address  the  securi¬ 
ty  issues,  Mahowald  said. 

More  than  70%  of  U.S  corpo¬ 
rations  today  have  employees 
who  use  consumer  IM  tech¬ 
nologies  on  corporate  net¬ 
works,  according  to  IDC. 

“IM  has  grown  and  penetrat¬ 
ed  the  workplace  so  rapidly, 
the  lack  of  knowledge  and  data 
on  its  use  is  alarming,”  said 
Ben  Trowbridge,  CEO  of  Unit¬ 


ed  Messaging  Inc.,  a  West 
Chester,  Pa.-based  provider  of 
messaging  services  that  last 
week  launched  a  new  secure 
IM  service  targeted  at  corpo¬ 
rate  users. 

“Few  CIOs  fully  understand 
the  security  risk  and  the  mav¬ 
erick  nature  of  IM  and  how  it 
has  taken  hold  in  their  organi¬ 
zations,”  said  Trowbridge. 

Other  vendors,  including 
Bantu  Inc.  in  Washington,  Jab¬ 
ber  Inc.  in  Denver  and  2Way 
Corp.  in  Seattle,  offer  enter¬ 
prise  IM  products  that  support 
message  encryption,  digital 
certificate  support,  logging 
and  compliance  mechanisms, 
and  storing  of  message  histo¬ 
ries.  And  others,  including 
Microsoft  and  Sun  Microsys¬ 
tems  Inc.,  with  its  iPlanet  ven¬ 
ture,  have  begun  offering  en¬ 
terprise-class  IM  technology 
as  part  of  their  broader  mes¬ 
saging  and  collaboration  port¬ 
folios. 

There  are  already  more  than 
18.5  million  users  of  such  en¬ 
terprise  IM  technologies,  rep¬ 
resenting  a  180%  growth  over 
last  year,  according  to  IDC.  I 


Continued  from  page  1 

Health 

pitals  in  real  time.  They  will 
also  be  able  to  map  geographic 
regions  where  outbreaks  are 
occurring  and  determine  re¬ 
sponse  capabilities  of  various 
medical  facilities. 

“The  work  we  are  involved 
in  links  directly  to  early  detec¬ 
tion  of  potential  bioterrorism, 
by  using  electronic  medical 
records  [and]  advanced  med¬ 
ical  diagnostics  imbedded  into 
our  network,”  said  Brig.  Gen. 
Klaus  Schafer,  the  Air  Force’s 
assistant  surgeon  general  for 
medical  readiness,  science  and 
technology. 

“Most  hospital  systems  to¬ 
day  are  simply  inadequate,” 
said  Schafer.  “They  are  based 
on  billing  and  administration, 
and  none  really  are  designed  to 


provide  surveillance  over  a 
given  population.”  In  fact,  a  re¬ 
cent  report  by  the  Atlanta- 
based  Centers  for  Disease 
Control  and  Prevention  (CDC) 
found  that  only  half  of  the  na¬ 
tion’s  public  health  offices  are 
even  connected  to  the  Internet 
[Page  One,  Oct.  18]. 

Project  Details 

The  Defense  Department 
project,  which  has  been  in  an 
implementation  phase  for  18 
months,  is  the  result  of  a  part¬ 
nership  between  the  Air  Force, 
the  CDC  and  several  private- 
sector  IT  companies.  The 
companies  involved  include 
Oracle  Corp.;  Chantilly,  Va.- 
based  EYT  (formerly  Ernst  & 
Young  Technologies),  which 
serves  as  the  ASP;  Idaho  Tech¬ 
nologies  Inc.  in  Salt  Lake  City, 
which  provides  field-deploy¬ 
able  biological  and  chemical 
detection  systems;  and  Scen- 


Pro  Inc.,  a  digital  mapping 
company  in  Richardson,  Texas. 

Early  components  of  the 
LEADERS  system  were  de¬ 
ployed  in  support  of  hospitals 
and  state  medical  offices  in 
New  York  and  Phoenix  during 
this  year’s  World  Series,  when 
the  threat  of  anthrax  attacks 
had  put  security  officials  at 
large  sporting  events  on  a 
heightened  state  of  alert.  In  ad¬ 
dition,  the  system  was  used  in 
New  York  shortly  after  the 
Sept.  11  terrorist  attacks  and 
within  24  hours  had  linked 
more  than  250  hospitals  to 
real-time  symptom  tracking. 

In  such  cases,  either  the 
CDC  makes  a  determination 
that  medical  surveillance  is  re¬ 
quired  for  a  specific  location 
or  event,  or  state  or  local 
health  departments  request 
the  assistance  of  the  CDC.  Of¬ 
ficials  must  then  come  to  an 
agreement  on  whether  LEAD¬ 


ERS  or  another  system  should 
be  deployed  to  local  hospitals 
and  command  centers. 

“The  idea  is  to  catch  the  in¬ 
cident  as  early  as  possible,” 
said  Luke  Hannon,  vice  presi¬ 
dent  of  health  care  consulting 
at  Oracle.  “In  the  case  of  the 
postal  workers  in  Washington, 
D.C.,  who  were  exposed  to  an¬ 
thrax,  instead  of  using  the 
press  [to  alert  hospitals  to  the 
threat],  the  LEADERS  system 
would  have  set  off  an  alarm 
right  away.” 

Only  a  handful  of  hospitals 
now  use  one  or  more  of  the 
LEADERS  components,  but 
the  goal  is  to  deploy  it  to  hun¬ 
dreds  and  potentially  thou¬ 
sands  of  hospitals  around  the 
country,  said  Hannon.  Ten  hos¬ 
pitals  in  northern  Virginia 
have  deployed  various  soft¬ 
ware  components  of  LEAD¬ 
ERS  in  support  of  911  ambu¬ 
lance  routing,  said  Schafer.  I 


The  Cure 

LEADERS  includes  the  fol¬ 
lowing  modules: 

MedSurv:  Customized  syndromic 
surveillance;  updates  master  syn¬ 
drome  list. 

Hospital  Census:  Tracks  total 
emergency  room  visits,  intensive- 
care  admissions  and  deaths  per  day. 

MedView:  Interactive  mapping 
software  that  provides  graphical  de¬ 
piction  of  medical  facility  capabilities 
and  disease  outbreaks. 

Critical  Care  Tracking:  Allows 
emergency  rooms  and  911  operators 
to  share  information  securely  for 
routing  of  ambulances. 

PlanManager:  Access  protocols 
for  biochemical  incident  manage¬ 
ment  and  response  activities. 

ViewPort:  Common  graphical  rep¬ 
resentation  of  situation  for  use  by 
state  and  local  officials. 


Periodical  postage  paid  at  Framingham.  Mass.,  and  other  mailing  offices.  Posted  under  Canadian  International  Publication  agreement  #0385697.  CANADIAN  POSTMASTER;  Please  return  undeliverable  copy  to  PO  Box  1632,  Windsor.  Ontario  N9A  7C9.  Computerworld  (ISSN  0010-4841)  is  published 
weekly;  except  a  single  combined  issue  for  the  last  two  weeks  in  December  by  Computerworld.  Inc.,  500  Old  Connecticut  Path.  Box  9171.  Framingham.  Mass.  01701-9171,  Copyright  2001  by  Computerworld  Inc.  All  rights  reserved.  Computerworld  can  be  purchased  on  microfilm  and  microfiche  through  Uni¬ 
versity  Microfilms  Inc..  300  N.  Zeeb  Road.  Ann  Arbor.  Mich.  48106.  Computerworld  is  indexed.  Back  issues,  if  available,  may  be  purchased  from  the  circulation  department.  Photocopy  rights:  permission  to  photocopy  for  internal  or  personal  use  is  granted  by  Computerworld  Inc.  for  libraries  and  other  users 
registered  with  the  Copyright  Clearance  Center  (CCC).  provided  that  the  base  fee  of  $3  per  copy  of  the  article,  plus  50  cents  per  page,  is  paid  directly  to  Copyright  Clearance  Center.  27  Congress  St..  Salem.  Mass.  01970.  Reprints  (minimum  100  copies)  and  ' 

permission  to  reprint  may  be  purchased  from  Ray  Trynovich,  Computerworld  Reprints,  c/o  Reprint  Management  Services.  Greenfield  Corporate  Center.  1811  Oide  Homestead  Lane,  Lancaster.  Pa..  17601,  (717)  399-1900.  Ext.  124.  Fax:  (7170  399-8900.  Web 
site:  www.rmsreprlnts.com.  E-mail:  rtry@rmsreprints.com.  Requests  for  missing  Issues  will  be  honored  only  If  received  within  60  days  of  Issue  date.  Subscription  rates:  $5  per  copy:  U.S.  -  $68  per  year;  Canada  -  $110  per  year;  Central  &  So.  America.  $250  per 
year:  Europe  -  $295  per  year;  all  other  countries  -  $295  per  year.  Subscriptions  call  toll-free  (800)  552-4431.  POSTMASTER:  Send  Form  3579  (Change  of  Address)  to  Computerworld.  PO  Box  512.  Mount  Morris.  III.  61054-0512 


iputerworld  Inc.  for  libraries  and  other  users 

bpa  abm  % 


THE  BACK  PAGE 


COMPUTERWORLD  December  3, 2001 


FRANK  HAYES/FRANKLY  SPEAKING 

IT’s  ’02  Agenda 

READY  FOR  2002?  You’d  better  be.  Last  Monday,  the  Na¬ 
tional  Bureau  of  Economic  Research  officially  an¬ 
nounced  what  everybody  already  knew:  The  U.S.  is  in  a 
recession  and  has  been  since  March.  The  next  day,  the 
Organization  for  Economic  Cooperation  and  Develop¬ 
ment  said  it  figures  the  U.S.  economy  will  grow  by  a  measly  0.75% 
next  year,  down  from  an  already  lousy  1%  in  2001. 

In  other  words,  it’s  slow  —  and  it’ll  get  slower  before  it’s  over. 
What  will  we  do  to  keep  busy? 


Last  week  also  spelled  the  final  demise  of 
bankrupt  Lernout  &  Hauspie,  the  erstwhile  800- 
pound  gorilla  of  the  speech-recognition  busi¬ 
ness.  A  couple  of  years  ago,  L&H  was  on  a 
spree;  it  spent  a  billion  dollars  in  a  single  month 
to  buy  Dictaphone  Corp.  and  Dragon  Systems 
Inc.,  and  with  Microsoft  as  a  backer,  the  compa¬ 
ny  figured  it  could  do  no  wrong. 

Now  those  acquisitions  have  been  auctioned 
off  at  about  a  nickel  on  the  dollar.  L&H’s  credi¬ 
tors  will  be  lucky  to  get  one-tenth  of  what 
they’re  owed.  And  the  IT  shop  customers  who 
depended  on  L&H?  Time  will  tell  how  they’ll 
fare  —  as  it  will  for  customers  of  all  the  vendors 
and  service  providers  that  have  filed  for  Chap¬ 
ter  11  this  year. 

Recession,  bankruptcy  and  uncertainty:  the 
three  horsemen  of  our  own  downsized  apoca¬ 
lypse.  That’s  what  we’ve  got  to  be  ready  for. 

In  the  long  term  —  say,  by  mid-2003  —  the 
economy  should  be  back  to  a  growth  rate  of  3% 
or  4%.  That  means  part  of  our  job  is  to  prepare 
for  all  that  business  we’ll  eventually  see. 

The  other  part  of  our  job  —  the  year  2002 
part  —  is  to  do  our  damnedest  to  make  sure  our 
organizations  survive. 

This  is  no  exercise  in  battening  down  the 
hatches  to  ride  out  the  storm.  We’ve 
done  our  work  too  well  for  that. 

We’ve  convinced  the  big  bosses 
that  IT  is  critical  to  the  company’s 
growth.  Now  they  expect  IT  to 
play  a  crucial  part  in  the  company’s 
survival. 

They  don’t  know  how  we’ll  do 
that.  They  just  expect  it. 

And  they  expect  it  to  happen 
while  our  budgets  are  cut,  projects 
are  scrapped  and  hiring  is  frozen. 

Unreasonable?  Sure,  but  these  are 
unreasonable  times.  Impossible?  Not 
quite.  We  can  make  a  difference  — 


and  without  huge  new  projects  based  on  pie-in- 
the-sky  promises. 

The  systems  we’ve  already  got  need  work. 
Our  users  can  tell  us  what  needs  to  be  fixed  and 
improved.  Users  can  also  tell  us  what  they  don’t 
understand  about  the  systems  they  use  and 
which  parts  they’re  not  using. 

For  the  past  few  years,  we’ve  been  so  busy 
juggling  Web,  wireless,  B2B  and  CRM  projects 
that  we  haven’t  had  time  to  drill  down  into 
those  problems  users  know  about. 

Now  that  excuse  is  gone. 

This  is  going  to  be  labor-intensive  work.  But 
hey,  we’ve  got  the  people. 

It  will  require  training  certain  propeller- 
heads  in  dealing  effectively  with  users.  But 
we’ve  got  time. 

And  it  won’t  be  any  technology  joy  ride  — 
just  a  long,  hard  grind  to  better  understand  our 
business,  our  users  and  our  legacy  systems.  But 
we’ve  had  a  pretty  good  ride  for  the  past  half¬ 
decade  or  so.  We’ll  cope. 

If  we  do  it  right  —  if  we  tighten  up  that  slop¬ 
py  code  and  fix  those  funky  kludges  while  also 
making  sure  our  systems  are  ready  for  the  tran¬ 
sition  to  whatever  we  need  once  business  picks 
up  —  we  can  make  a  difference  in  2002.  We’ll 
come  out  of  the  next  year  with  sys¬ 
tems  that  work  better,  users  who  re¬ 
spect  us  more  and  a  business  that’s 
better  positioned  to  take  advantage 
of  technology. 

And  in  case  there’s  any  slack  in 
that  agenda,  just  remember:  We’ll 
also  spend  2002  scrambling  to  deal 
with  suppliers  and  customers  who 
make  unexpected  IT  shifts  they 
need  to  survive  —  and,  of  course, 
the  ongoing  uncertainty  of  vendors 
gone  Chapter  11. 

And  that  should  keep  us  busy 
enough.  > 


frank  hayes.  Computer- 
world's  senior  news  colum¬ 
nist,  has  covered  IT  for  more 
than  20  years.  Contact  him  at 

frank_hayes@computerworld.com. 


PROGRAMMER  PILOT  FISH 

notices  that  the  module  he’s  up¬ 
grading  contains  an  error.  He  re¬ 
searches  it  and  comes  up  with  a 
fix  -  but  his  boss  says  nix.  “Oh, 
you  don't  have  to  fix  that,"  she 
says.  Why?  fish  asks.  “Because 
nobody  ever  uses  it,"  says  an¬ 
noyed  boss.  But  why?  fish  per¬ 
sists.  "Because,”  exasperated 
boss  says,  “it  never  worked!" 

CORPORATE  MANAGERS 

lose  patience  with  IT  project  cost 
estimates  that  rise  once  require¬ 
ments  gathering  and  project 
planning  are  done.  So  they  issue 
a  new  directive  to  IT  contractor 
pilot  fish:  "Projects  will  not  be 
funded  until  requirements  gath¬ 
ering  and  project  plan  phase  is 
completed.”  But,  fish  notes 
wryly,  that  doesn’t  change  an  ex¬ 
isting  directive:  “Contractor  will 
not  begin  requirements  gather¬ 
ing  and  project  plan  phase  until 
funding  is  granted." 

TO  SOLVE  a  desktop  problem, 
support  pilot  fish  sends  user  an 
updated  .dll  file  and  detailed  in¬ 
stallation  directions.  “Your  in¬ 
structions  don’t  work,"  user 
says.  Fish  investigates  -  and 
can’t  find  the  file.  Where  did  you 
install  it?  fish  asks.  “On  the 
shared  network  drive,  of  course,” 
user  says.  You  need  to  move  it  to 
your  PC,  fish  says.  “No,”  user  in¬ 
sists.  “It  should  stay  on  the 


shared  drive  so  everyone  can 
benefit  from  the  changes.” 

CHANGE  CONTROL  RE¬ 
QUEST  for  server  memory  up¬ 
grade  includes  instructions  to 
unplug  the  server,  add  the  mem¬ 
ory  and  reboot  once  the  upgrade 
is  complete.  It  also  includes  a 
fallback  plan  -  “just  in  case 
things  don’t  work  as  planned," 
says  IT  pilot  fish  on  the  receiving 
end  of  the  request.  The  contin¬ 
gency  plan:  “Don't  unplug  the 
server." 

NEWLY  RETURNED  road  war¬ 
rior  is  vehement:  She  can't  ac¬ 
cess  files  on  the  server  with  her 
laptop,  and  she  needs  help  right 
now\  Patient  support  pilot  fish 
asks  the  usual  questions:  Is  the 
computer  plugged  in?  Are  all  the 
cables  connected?  Yes  and  yes, 
so  fish  heads  for  user’s  office  - 
and  finds  the  PC  Card  Ethernet 
adapter  sitting  next  to  the  laptop 
on  her  desk.  He  pops  it  into  the 
slot:  problem  solved.  “I  have  to 
give  her  credit,  though,"  grum¬ 
bles  fish.  “The  network  cable 
was  attached  to  the  Ethernet 
card.” 

Network  with  me:  sharky® 
computerworld.com.  You  get 
a  sharp  Shark  shirt  if  your  true 
tale  of  IT  life  sees  print  -  or  if  it 
shows  up  in  the  daily  feed  at 
computerworid.com/sharky. 


The  5th  Wave 


“VlKy,  o£  course .  Td  be  very  interested  in  seeing  tins  new 
vnitsetone  in  tKe  project" 


©Rich  Tennant,  www.the5thwave.com 
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These  are  just  a  few  of  the 
important  services  offered 
by  the  E-Business  Communication 
Association  (EBCA),  an  organization  developed 
to  serve  the  needs  of  pioneering  E-Business 
Communication  Strategists— professionals  that 
know  how  to  make  the  best  use  of  technology  to 
meet  e-commerce  and  business  communication 
objectives.  Learn  how  to  put  e-business  strategies 
into  practice.  The  EBCA  is  the  world’s  most  comprehen¬ 
sive  organization  of  professionals  who  face  the  same  challenge 
as  you— making  e-business  work. 

For  more  information  about 

the  EBCA,  visit  us  today  at: 

www.ebusinessca.com 


e*BCA 

E-BUSINESS  COMMUNICATION  ASSOCIATION 


THE  CATALOG  0  F  (©  B  U  S  I  N  E  S  S 


EXCHANGE  YOUR  EXCHANGE. 

AND  SAVE  UP  TO  38%.  YES,  38%. 


Presenting  the  IBM  (©server  iSeries ?'  Want  a  less 
expensive,  smarter  alternative  to  upgrading  to  Microsoft® 
Exchange  2000?  Want  to  keep  running  the  Outlook 

program  your  users  love, 
but  on  a  server  you’ll  love 
even  more?  Exchange  your 
ExperUie  Exchange  for  the  iSeries 
"  ^  server.  It  lets  you  support 

thousands  of 


cost  up  to  38%  less  than  upgrading 
both  your  hardware  and  software  to 
Microsoft  Exchange  2000.' 


Reliability 


Fig.  2.  Happy  CFO. 


Fig.  1.  iSeries  Value  Proposition. 

Outlook  users 

on  one  reliable,  low-maintenance  server. 
With  i  Notes ™  Access  for  Microsoft  Outlook 
it’s  easy  to  consolidate  multiple  Exchange 
servers  onto  a  single  iSeries  running  Lotus® 
Domino"1  with  robust,  scalable  power.  And 
in  the  process,  help  bring  reliability,  secu¬ 
rity  and  functionality  up  —  while  keeping 
upgrade,  service  and  help-desk  costs  down. 


E-mail  graduates  to  reliability.  The 
architecture  of  the  iSeries  provides  a 
mainframe-inspired  environment,  where  Domino  parti¬ 
tions  are  isolated  from  one  another.  And  problems  in  one 
partition  will  rarely  affect  the  users  in  other  partitions. 
Partitions  can  even  automatically  restart  when  necessary. 

Save  up  to  38%  vs.  Exchange  2000.  If  reliability  and 
consolidation  aren't  reasons  enough,  consider  this: 
Migrating  your  Outlook  system  to  Domino  for  iSeries  can 


(©server 

Relial>le,  scalable  servers  for  e-business. 


Same  front  end,  better  back  end. 

To  your  Outlook  users,  migration  to 
Domino  is  virtually  seamless.  They  use  the  same  client 
software  they’re  used  to,  but  can  now  get  the  benefits  of 
Domino,  like  working  offline  and  full-text  search.  It  also 
provides  optional  failover  and  load-bal¬ 
ancing  for  e-mail,  easier  administration, 
and  use  of  Domino  e-collaboration  apps. 

It  only  gets  better.  IBM  is  one  of  the 
world’s  largest  software  companies, 
the  leader  in  middleware,  and  the 
name  in  reliable  servers.  To  find  out 
more  about  how  IBM  can  help  you, 
register  now  for  a  free,  five  e-briefing 
and  Q&A  session  with  an  IBM  expert, 
hi  just  one  hour  (and  right  from  your 
desk)  you’ll  find  out  more  about  the 
iSeries  and  iNotes  Access  for 
Microsoft  Outlook,  including 
how  to  save  up  to  38%,  and 
other  reasons  why  it  makes 
so  much  sense  to  exchange 
your  Exchange.  Shouldn’t 
you  call  or  click  today? 


SAVE 
up  to  38% 

REGISTER 
FOR  OUR  FREE 
E-BRIEFING 


(<5o  ibm.com/eserver/inotesi  Q  800  426  7777  code  6N1 DS015 


I  K .  1 1  \( in::  i  For  full  details,  see  www.ibm.com/eserver/iseties/dominormotes/compare.html.  IBM,  the  e-business  logo,  and  iSeries  are  trademarks  or  registered  trademarks  ol  International  Business  Machines  Corporation.  Lotus,  Domino,  and  iNotes 
are  trademarks  or  registered  trademarks  ot  Lotus  Development  Corporation.  Microsoft  is  a  registered  trademark  of  Microsoft  Corporation.  Other  company,  product  and  service  names  may  be  trademarks  or  service  marks  of  others.  ©2001  IBM  Corporation  All 

rights  reserved 


